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Beaver Model-C Portable Power Units 


Compare these , 7 have six unbeatable sales advantages. 
. & They're exclusive with Beaver and help 


make Model-C the favorite of piping 


SAKINA Beav contractors everywhere. Check these 
- extra advantages and make sure you 


have the fast-selling Beaver Model-C 
units available at all times: 


All gears are fully enclosed — run in oil. 

Safety switch-lock and chuck wrench holder— patent pending. 
Patented safety lock — holds pipe tool handle firmly. 
Heavy-duty %” to 2” chuck — full size, full range. 


Cast steel-iron housings insure greatest strength and maximum 
stability when driving geared cutters and threaders. 


Conveniently located heavy-duty, weather-proof motor pro- 
vides plenty of power. Properly located for safety, cool 
operation, longer brush and armature service. 


Write today for catalog and prices. Address Beaver Pipe 
Tools, Inc.,216-800 Dana Avenue, Warren, Ohio, U.S. A. 


50 Years of Friendly Service 
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Where Do I Stand? —An editorial 


How to Promote a New Product 


—Small scale product show captures interest & gets story across 


Study the Customer’s Product 


—How one salesman parlayed grinding wheel account into major sales in the process itsel/ 


Supplementary Catalog 


—A “Sears Roebuck” type of catalog helps build sales volume jor a Minneapolis distributor 


Fertile Fields for Distributors S iaaee 


—American Machinists’ mid-century report shows profitable opportunity for distributor 


Southern Meeting Attracts 500 ..... 
—Speeches & discussions highlight Biloxi mid-year meeting & forum 


Sell Yourself & You’ll Sell Products ... 


—New Orleans Salesman lists ideas for increasing sales volume 


What a Difference a Decade Makes................0.cccceccceecs 7 


“Then and now” picture sequence at Wiley-Hughes gives visual proof of changing times 


Survey of Changes in Distributor Operations 1948-49 


—You can check your figures against national and regional averages 


DEPARTMENT S 


Washington Briefs .. Po. 7 Production Indexes cone. ae 
Talk of the Trade............ 61 Selling Is My Business 
Supply Sales Trends.......... 90 How They Do It 


Questions & Answers 


98 New Products 








COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


Let’s Take A Chance Hic . . . We’ve Been To A— 


. .. How many times, Mr. Salesman, have you said Yep, you’ve guessed it—we’ve been to a distillery. 


that when a customer ordered something you didn’t And, you'll probably be surprised to know that we 


think was what he wanted? Well, we've found a 
salesman who does NOT take chances. Look for this 
irticle and you'll learn how to cut down on returns 
ind, at the same time, improve your service to cus 
tomers. 


Old, Old Problem 


.. . Just about every distributor who handles wire 
rope has wondered if he’s got a good system for 
storing it. We've found one who has a beaut of a 
system. You'll want to read all about it. 


found more than the makings for a few thousand 
nightcaps. We found that the industrial supply 
salesman can sell many things to a distillery. If you 
have a distillery, or similar type plant in your terri- 
tory, you'll get some, hic, good sales tips. 


It Adds Up To Profit 


... That’s what a Wisconsin distributor told us about 
his counter business. You'll want to see what he 
means and how he does it. He has a four point pro- 
gram that can mean more sales for you. 





ynymous: 


me are sym 
of in 


Holo-Kro! 
ion lines 


which HK 
nstant 


and 
the product 


rocess by 
d forgeds co 
iting 


col 


jaboratory> 
outstandin 
Pistributors se 
ing, performanc® 


INDUSTR 
IAL DISTRIBUTION © MA 
RCH, 1950 





TOPMOST QUALITY 


Unexcelled industry-wide performance proves the 
high quality of Link-Belt Precision Steel Roller 
Chain. Combination of the best material, preci- 
sion manufacturing methods and rigid inspection 
assure this unbeatable quality. 


POSITIVE...NO SLIP 


With Link-Belt Precision Steel Roller Chain Drives, 
there is no power loss through slippage. Smooth, 
efficient operation results from easy engagement 
of rollers with the sprocket wheel teeth. 


SHOCK-ABSORBING 


The flexibility of each chain joint affords a general 
cushioning effect, absorbing rather than transmit- 
ting shock from one shaft to another. 


1’ “9?” “fg 
as 4% 5% 


=_ 


FLEXIBLE 


Link-Belt Precision Steel Roller Chain Drives are 
compact. Chain runs slack on sprocket wheels 
placed at short center distances, minimizing shaft 
bearing pressure. A number of shafts, turning in 
either direction, can be grouped in a sinale drive 
arrangement. 


FULL RANGE OF SIZES 


Both chain and sprocket wheels are available im- 
mediately in single or multiple widths, in %” to 
22” pitch. Made to manufacturers’ (A.S.A.) stand- 
ards. Various types of attachments available for 
conveyor work. 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Houston 1, 
Minneapolis 5, Son Francisco 24, Los Angeles 33, Seattle 4, Toronto 8, 


it Ale SS 
Ewart Plant — Link-Belt Company — Indianapolis, Ind. 


World’s largest makers of Chains for Power Transmission and Conveying 
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combination 
wrenches 


Billings Vitalloy* 

Forged Combination Wrenches are 

versatile! The pear-shaped Engineers’ head 
with its tough, thin jaws gives fingerlike con- 
trol for fast starting and “thumb-tightening”. 
The rugged, thin-wall 15° Box head fits into 
fight corners and gives a solid, non-slipping 
grip for two-fisted tightening or loosening of 
stubborn nuts. Both heads have the same size, 


Other Billings Vitalloy 
Forged Wrenches 


accurately machined openings making an 
ideal dual purpose wrench for a wide variety 
of jobs. . .. Mechanics and machinists prefer 
Billings Vitalloy® Forged Combination 
Wrenches because they save time. They are 
lighter, stronger and last longer. That's why 
more and more master craftsmen always 
reach for a “Billings” 


ILUNGS 


WRENCHES & SHOP TOOLS 
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The Cover 


March is a busy month, full of wind- 
blown umbrellas, shamrocks, in- 
come tax forms, signs of Spring. 
Ambitiously we tried to work them 
all in and failed. Deciding that sim- 
plicity is best, we came up with a 
color that shouts of Spring and will 
make any Irishman proud. And, al- 
though the placards bearing titles of 
feature articles seem to be swaying 
in a gentle sort of breeze—remem- 


ber, it’s been a very mild winter! 
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A McGRAW-HILL PUBLICATION 
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Only MARVEL Grids all four 


While it is true there are several builders of hack sawing * al AC K S AWI N G M AC Me | N ES 


machines and many builders of band sawing machines, only 

MARVEL builds BOTH hack saws and band saws. The fact 

is that MARVEL manufactures 35 models of 10 basic types x 

of metal sawing machines which include the world’s fastest BAN D SAW | N G MAC M ‘ | E S 
automatic production saw, the world’s largest giant hydraulic 

hack saws, the world’s most versatile band saw and the 


most widely used small shop saws. * A SAW a LADE 
With intimate and broad field experience in all types of 8 ND S 


metal cutting-off equipment and 35 different saws avail- 
able, it is obvious that MARVEL Field Engineers occupy a 
unique and exclusive position in the industry. They are * HACK SAW BLAD ES 
eminently qualified to make expert and unbiased recom- 
mendations covering the type, size and model of metal 
sawing equipment best suited to individual requirements— 
the most efficient, most accurate, fastest, broadest in 
scope and the most economical. 

MARVEL is also the only manufacturer of both metal saw- 
ing machines and metal sawing blades. Because the 
efficiencies of both the machine and the blades are inter- 
dependent, each upon the capability of the other, expert 
knowledge covering both saws and saw blades is essential 
to the proper appraisal of any specific sawing situation. 
Correct balance of cutting speed and blade life, feed 
pressure and blade tension are all potent factors in over-all 
performance. Here again it is the MARVEL Field Engineer 
who is qualified to provide the comprehensive answer to 
your customers’ question. His job is to help you sell the 
most efficient metal saws for each of your customers’ 
specific application. Keep after this profitable business .. . 
call in the MARVEL Field Engineer to help you close sales. 


Write for Catalog 49 
ARMSTRONG-BLUM MFG. CO. 


5700 Bloomingdale Ave., Chicago 39, U.S.A. 
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The swing in catalogs today—is to our modern photo-offset way. 


ABRASIVE ngs aol = SUPPLY COMPANY 
Newark, New Jer 
AIRCRAFT STEEL SUPPLY COMPANY 
Wichita, Kansas 
ALLEN SUPPLY COMPANY 
Cedar Rapids, lowa 
ALLIED TOOL & ABRASIVE COMPANY 
Los Angeles, California 
ALMQUIST BROS. 
Los Angeles, California 
ANCHOR RUBBER COMPANY 
Dayton, Ohio 
THE BALBACH COMPANY 
Omaha, Nebraska 
BALDWIN SUPPLY COMPANY 
Charleston, West Virginia 
BARRETT-CHRISTIE COMPANY 
Chicago, Illinois 
BARRETT HARDWARE COMPANY 
Joliet, Illinois 
ALTER R. CARR COMPANY 
San Francisco, California 
CASANAVE SUPPLY COMPANY 
Philadelphia, Pa. 
CENTRAL & _ RUBBER SUPPLY COMPANY 


CHICAGO’ PULLEY SHAFTING COMPANY 
ier. Illinois 

CLARK HARDWARE COMPANY 
pamestaae. New York 

CLEVELAN TOOL & SUPPLY COMPANY 
Clecstond, Ohio 

COGGINS & OWENS COMPANY 
Baltimore, Maryland 

COUCH & HEYLE, INC. 
Peoria, Illinois 

CRAMER HARDWARE COMPANY 
orth Tonawanda, New York 

R. C. DUNCAN COMPANY 
Minneapolis, Minnesota 

HAROLD DESSAU, ord 
New York, New Yor 

ELLFELDT MACHINERY & SUPPLY COMPANY 
Kansas City, 

THE FAETH COMPANY 
Kansas City, Missouri 

FUCHS MACHINERY & SUPPLY COMPANY 
Omaha, Nebraska 

GALIGHER COMPANY 
Salt Lake City, Utah 

GENERAL MACHINERY COMPANY 
Pittsburg, Kansas, 

THE A. J. GLESENER  ~aa 
San Francisco, Californ 

GLOBE nace na & ‘SUPPLY COMPANY 
Des Moines, 

THE F. HALLOCK” COMPANY 
Derby, Connecticut 

HARPER rr & MACHINE COMPANY 
Jackson, Mississippi 

HARRIS IRON & st PPLY COMPANY 
Memphis, Tennessee 

HARRIS PUMP & SUPPLY COMPANY 
SAMUEL HAR Pennsylvania 
oo _, & COMPANY 


HART INDUSTRIAL SUPPLY COMPANY 
Oklahoma City, Oklahoma 

HART SUPPLY COMPANY 
Oshkosh, Wisconsin 

HARTFIELD-HEALY COMPANY 
Buffalo, New York 

HAVEN SAW & TOOL COMPANY 
Oakland, California 

HAYS SUPPLY COMPANY 
Memphis, Tennessee 

HOUSH INDUSTRIAL SUPPLY COMPANY 
Evansville, Indiana 








HUBBARD’S INDUSTRIAL SUPPLIES 
Flint, Michigan 

INDUSTRIAL SUPPLY COMPANY 
Richmond, Virginia 

INDUSTRIAL SUPPLY COMPANY 
Salt Lake Ci Utah 

INDUSTRIAL SU PLY DIVISION 
Louis Berkman va 
Steubenville, Ohi 

INTERSTATE ‘MACHINERY COMPANY 
Omaha, Nebraska 

IOWA MACHINERY SUPPLY COMPANY 
Des ret Iowa 

TONES & AUERBACH, INC. 
Newar N. J. 

KASPER & KOETZLE, INC. 
Brooklyn, New York 

KIRK-WIKLUND CO. 
Kansas City, Missouri 

M. D. LARK COMPANY 
Dayton, Ohio 

LEWIS SUPPLY COMPANY 
Memphis, Tennessee 

LINDQUIST HARDWARE COMPANY 
Bridgeport, Connecticut 

LOWRY ELECTRIC CO. 
Williamsport, Pennsylvania 

MACHINERY & SUPPLY COMPANY 
Kansas City, Missouri 

a gg a & SUPPLY COMPANY 


Dallas, Tex 

MACHINISTS TOOL & SUPPLY COMPANY 
Los Angeles, California 

MANUFACTURERS SUPPLY COMPANY 
Grand Rapids. Michigan 

——_ WELL SUPPLY COMPANY 

Francisco, California 

MSCONKEY, — & COMPANY 
Phoenix, Arizon: 

McJUNKIN SUPPLY vneuie 
Charleston, Wes nia 

ng SUPPLIES COMPANY 


Cin Ohio 
METROPOLITAN SUPPLY CORP. 
Los Angeles, California 
F. MEYER & — COMPANY 
Peoria, Illin: 
MEYERS SUPPLY COMPANY 
Chicago, Illinois 
MID-STATE INDUSTRIAL CORPORATION 
Rockford, Illinois 
MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 
MIZE SUPPLY COMPANY 
Waynesboro, Virginia 
MORRIS ABRA . 
New York City, New York 
R. x NEAL oy, = 
uffalo, New 
NEAL é& BR INKER’ ‘COMPANY 
New York City, New York 
W. S. NOTT COMPANY 
Minneapolis, re 
a roe > TOOL COMPANY 
fialo, New York 
PACIFIC TOOL & “SUPPLY COMPANY 
Oakland & San Francisco, Calif. 
PATRON TRANSMISSION COMPANY 
i New York 
COMPANY 
Chicago, 
PERTH AMBOY HARDWARE COMPANY 
Perth Amboy. New Jersey 


PHILLIPS & EASTON SUPPLY COMPANY 
Wichita, Kansas 

eg ng & SUPPLY COMPANY 
it. is, 

PULVER MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 

RAILEY-MILAM, INC. 

ami, Florida 

RICKERT INDUSTRIAL SUPPLY COMPANY 
Milwaukee, Wisconsin 

SOUTHWEST SUPPLY CO. 
Glendale, California 

STACY SUPPLY COMPANY 
Sprin DARD Massachusetts 

— RD = — & SUPPLY CO. 


STANDARD. MACHINISTS SUPPLY COMPANY 
Pittsburgh, Pennsylvania 
STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Le vania 
STANDARD SUPPLY & EQUIPMENT CORP. 
Baltimore, Marylan 
STAR MACHINERY Company 
Seattle, Washingto: 
STEEL SALES & SUPPLY COMPANY 
sunt City, Missouri 
aN COMPANY 
ao 


hio 

STERLING PRopucts COMPANY 
Chicago, Illinoi: 

WM. H. TAYLOR COMPANY 
Allentown, Pennsylvania 

TAYLOR SUPPLY "COMPANY 
Baltimore, Mary 

TERRE HAUTE HEAVY HARDWARE Co. 
Terre Haute, Indiana 

GEO. S. THOMPSON CO., INC. 

El Paso, Texas 

TOOL SHOP HARDWARE COMPANY 
Detroit, Michigan 
ANK TRACY, INC. 

New York, New York 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

TRIPLEX SUPPLY COMPANY 
Milwaukee, Wisconsin 

TRANTER MANUFACTURING COMPANY 
Pittsburgh, Pennsylvania 
TRUMBULL — COMPANY 
Warren, Ohi 


WARNER HARDWARE COMPANY 
Minneapolis, Minnesota 

J. M. WARREN & COMPANY 
Troy, New York 


aa © . C. 

WEBB BELTING COMPANY 
Kansas City. Missouri 

WESSENDORFF, NELMS & CO. 
Houston, Texas 

WHITE STAR MACHINERY CO. 
Wichita, Kansas 

A. V. WIGGINS COMPANY 
Syracuse, New York 

J. T. WING & COMPANY 
Detroit, Michigan 

YARROW INDUSTRIAL SUPPLY COMPANY 
Philadelphia, Pennsylvania 

ONNE ELECTRIC TOOL COMPANY 

Los Angeles, California 


Cutting Tools (Drills, Reamers, Taps, etc.) Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & MCREE, Inc. 


600 West Jackson Bivd., 
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“Helpful in 
locating sources 
of supply” 


“We wish to acknowledge receipt of 
your 1950 Products Reference Num- 
ber and to take this opportunity of 
expressing to you the help your pre- 
vious Reference Number catalogs 
have given us in locating sources of 
supply; also, in using your trade 
name index in these catalogs. 
“Would appreciate it if you could 
arrange to have forwarded to the 
writer’s attention another copy of 
this 1950 catalog to use in our de- 
partment.” 


Very truly yours, 


Iver Johnson, 


Purchasing Agent 
LeVALLEY-McLEOD, INC. 
Elmira, New York 


INDUSTRIAL DISTRIBUTION’S 
Mid-December Products Reference 
Number contains the source infor- 
mation you need in your daily work 
—conveniently indexed for quick 
reference. Keep it handy — you'll 
find that it pays! 
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WASHINGTON BRIEFS 


McGraw-Hill Washington News Bureau 


reports on events, trends and outlook 


Industrial distributors who do business with shore installations 
of the U.S. Navy are reaping benefits from a new simplified system 
for purchasing small items. The new system shortcuts the usual req- 
uisition-billing procedure on items priced under $20. For distributors, 
the system means less paperwork and therefore the costs of handling 
a@ small Navy order are reduced. 

Under usual procedure the three military services requisition 
items from local distributors and have the proper agency billed. This 
calls for involved billing---certificates of fair trade and proper labor 
standards, multiple invoices, etc. 

Under the new small item system, local Navy offices may buy 
needed small items, up to $20, for cash. The office doing the buying 
does the paperwork and all the distributor has to do is sign a receipt. 
Each Navy installation has a ‘‘spot-cash purchase fund’’ of $500 and 
purchases cannot exceed that limit at any one time. The fund is re- 
filled periodically. 

Bulky orders of small items still must be requisitioned under 
regular billing procedure. 

The Navy is the only one of the three services that has put the 
plan into effect so far. 

In addition to being of direct benefit to distributors, the Navy 
plan provides sales ammunition for distributors and salesmen in their 
dealings with civilian buyers. The savings that accrue to both buyers 
and sellers under the simplified system constitute a potent argument 
for buyers to follow the Navy’s lead, 


FIGHT ON BASING POINTS 

People who are out to stop the O’Mahoney bill on delivered 
pricing have organized for a last-ditch fight. A temporary committee 
lumps together a whole raft of powerful pressure groups who fight 
each other at other times. 

For instance, CIO and the AFL; the Farmers Union and the 
Grange; the Cooperative League of the USA ana the American Retail 
Federation, the retail bakers, the retail druggists and the wholesale 
grocers. 

They aren’t fighting the delivered-pricing and freight-absorption 
features of the bill so much—-although they’re rallying support from 
New Englanders, Southerners and Westerners on the theory that pase 
sage of the bill may hurt industrial expansion programs these regions 
would like, 


The groups are most interested in preventing any amendment to 
the Robinson-Patman Act, the 1936 law which makes it illegal for a 
seller to discriminate in price among his customers. They claim the 
O’Mahoney bill would seriously weaken this law—-and they’re using 
every device to delay and stop affirmative action on the bill. 

On their side are such Senators as Long, Kefauver, and Douglas 
-~-and the majority of the Federal Trade Commission. On the other 
side are most Senators--who want to get the bill passed and out of 
their hair---but who are beginning to worry about the pressure that is 


(Continued on page 10) 
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DOUBLE SEAL 














630,000 
hard-hitting ads 


1. Lubricated-for-life Ball Bearings 
Never need oiling — they're lubricated for 
life before they leave the factory. Double- 
sealing keeps dirt ovt, lubricant in. 


2. Precision-bored Bearing Seats 
Perfectly round, true to size, correctly 
positioned, properly aligned. Bearing fit is 
close, tight — cannot become loose. 


5. D teesll. 


3. Preloaded Bearings 
An extra manufacturing operation removes 
end-play. This provides maximum rigidity 
and accuracy under load, longer life. 


4. Precision-ground Shafts 
All spindles, arbors, and collars are ground 
for accuracy, to provide full, even contact 
between shaft and bearing — and assure 
accuracy. 


bal d Pulleys 





All pulleys which rotate at high speed acre dynamically 


balanced to help eli 


: the 
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sell Delta — the 
most complete line 


v in 200,000 copies of publi- 
cations which go to all in- 
dustry 


v¥ in 125,000 copies of publi- 
cations to the Metalworking 
industry 


av in 175,000 copies of publi- 
cations to the woodworking 
and construction fields 


7 in 130,000 copies of publi- 
cations to the school market 


— and every ad tells the reader 
to buy Delta — from you! 
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%& Delta-Milwaukee“ Machine Tools 
“fe Delta’ Multiplex Machines 
* Crescent Woodworking Machinery 


The Delta line can be the top profit- 
maker for any distributor who gets behind 
it. It’s the most complete line in the in- 
dustry — and Delta Quality makes it easy 
to sell. What's more, it’s backed by the 
strongest advertising and promotional cam- 
paign a distributor could ask for! 


Delta advertising makes hundreds of 
“sales calls” on your prospects every day. 
Paves the way for your own calls — on big 
plants, little plants, back-alley and loft 
shops, and schools—all mighty good pros- 
pects for a profitable Delta sale. 


And on every “call,” Delta advertising 
tells the story of all the advantages you 


by strong advertising 


keeps Delta tops as a profit line 


know so well. Tells how Delta is the most 
complete line in the industry, how Delta 
quality features give your customer the 
best possible buy for his money. 

It takes a lot of advertising to reach all 
your prospects. But we know advertising 
is just as important as other investments 
made by the Rockwell Manufacturing 
Company to give you a line that can be 
sold anywhere — the finest tools there are 
at the lowest price. 


It’s up to you to follow through. Use 
all the promotion and sales-aids provided. 
Call on every prospect, and talk Delta, 
Multiplex, and Crescent on every call! 





Sold only through authorized industrial distributors 


* Multiplex « Crescent © Homecra ft 





POWER TOOL DIVISION 


Rockwell 


Manufacturing Company 
MILWAUKEE 1, WISCONSIN 


























For 
EXTRA - ordinary 


Loads - Recommend 


D> mu 


REG U S PAT 


When the ordinary barrow can’t carry the 
load, tell your customers about the MILL 
BARROW-1-240. It’s built to take real pun- 
ishment. What is more, the 4-ply pneumatic 
tires and roller bearings make it easy to 
handle over any kind of surface. Additional 
reasons for its steady growth in popularity. 
(Also available with steel wheels, MILL 
BARROW-1-5W) 





Superior 
Products 
Since 1876 


* JACKSON MANUFACTURING 


HARRISBURG += PENNSYLVANIA 
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(Continued from page 7) 


| being mobilized against the bill, 


and, there are the Antitrusters at 
the Department of Justice—who 
have said the bill is a good one 
except for minor changes. 

Chances still favor the bill 
getting through. Then the question 
becomes: Can the opponents of the 
measure swing enough pressure to 
win a Truman veto? 

Congress won’t over-ride the 
President. 


CREDIT AND CAPITAL—Before 
Congress goes home next fall, you 
can be sure of one thing: it will 
approve legislation makingit possi- 
ble for small and independent 
business to get easier credit and 
perhaps equity capital. This will 
mean something to the businessman 
who wants to borrow $5,000 or 
$10,000 but finds he can’t get the 
money from his bankers, either at 
the interest rates or for the length 
of time he wants. 

There are plenty of ways in 
which this may be done, and it re- 
mains to be seen which proposal 
or proposals Congress adopts. 
Right now it looks as though you’ll 
first see action through the RFC. 
The RFC may get new freedom to 
insure commercial bank loans to 
smaller fellows and on easier terms 
than it does now. Advantage, from 
one point of view: it’s already in 
business, and all you would have 
to do is vote it more money and 
authorize loans on a freer basis. 
This is similar to the government 
insurance on private loans on hous- 
ing. 


ATOMIC POWER—Behind the fuss 
and fanfare over the super-hydrogen 
bomb, you may have missed the re- 
port of the Atomic Energy Commis- 
sion on useable peacetime atomic 
energy. 

General Electric Co., the re- 


| port noted, is readying for AEC ap- 
proval its engineering designs and 


(Continued on page 14) 








Help your customers PROFIT with “Cordura” 


Send for a free copy of the new booklet—*“Sinews for In- 
dustry That Offer You High Strength at Low Cost.”’ This 
fact-filled booklet will help you to help your customers 
profit with “Cordura.”’ Du Pont will also be glad to furnish 
a detailed analysis of any applications they have in mind. 
Write Rayon Division, E. I. du Pont de Nemours & Co. 


(Inc.), Wilmington 98, Delaware. “ 
Rte Us Pat.OFf 


* 
F OFF 


for RAYON... for NYLON... for FIBERS to come... look to DU PONT 
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Lummimns 


Lumumins woo m 
Ye-INCH STANDARD DUTY 
DRILL op? yn USE! 








So 99ge 


ne 


POWERFUL MOTOR 


sal for operation on 

Cc. As powerful as 

built into competitive 
ae selling for as much as 
35% more 


HELICAL 
CUT 
GEARS 


Smeoth, 

quiet, 

sturdy! 

Cut from finest steels, heat 

treated for toughness and 
long life. 


— 
Yon 


BALL ROLLER OU1te 


SMOOTH LONG-LIFE BEARINGS 


Mounted in proper pesition 
for dependable, trouble-free 
operation. 


te 


OVERLOAD SWITCH 


2-pele momentary contact 
type with locking pin fer con- 
tinvews operation. The best 
money can buy. 


= 


FAMOUS 33B JACOBS CHUCK 


Highest quality Jacobs Chuck 
immediately identifies Medel 
200 as a quality teol. 





Medel 200 hes compact, light 
and strong die 
frame. Weigh 


sure easy eperation end 
meximum viility. 





DISCOUNT 
LINE 


Lummins MODEL 205 
ALL-ANGLE-HEAD DRILL 


For the electrician, plumber 
and plent maintenance. 


MODEL 425 — %-INCH 7 


STANDARD DUTY DRILL production ond 5930 


a 


Verified Values ! NOW 


SOLD BY 3700 DISTRIBUTORS 
WITH “SALES-KNOW-HOW” TUNED 
TO THE BUYING HABITS OF TODAY! 


Standard Duty tools for industrial maintenance, light pro- 








duction and general shop use. Places Cummins jobbers in 
an enviable position to compete with tools comparable in 
price which are recommended and identified for use in 
the home and on the farm. 





Lummins 
MODEL 115 “Body Builders’ Special” 


For trailer and truck body builders 5 50 
an all-cround tool for the shop. 








STURDY 
DRILL 


S;ANDS 


MODEL 150 — Y%-INCH w pee Convert 
GENERAL UTILITY DRILL Cummins Portable 


Drill inte an efficient bench 


For intermittent j 
service in any shop 599% 4 ' drill. Strong, sturdy, 
Light and compact. low priced. 








PORTAGLE 


Lummins jim 
Ta 





| | Capitalize on tes | 


| Advantages of 


PRODUCERS OF CIRCLE ® PRODUCTS 


4 


| 


HANDY- PACK 
BOLT CARTONS 


@ Handy-Packs contain the same small 
lot quantities of bolts that have been 
standard for years. Cut thread carriage 
and machine bolts have nuts attached as 
always. 


STURDY HANDY-PACK 
CARTONS 


are constructed of corrugated board with 
a certified bursting strength of from 125 
to 200 Ibs. per sq. in. depending on bolt 
size. 1 he cartons are packed in wooden 
boxes...can be ordered in carload or less- 
than-carload lots. Every carton is sealed 
with nylon tape...is certified reshippable. 

Tying and w rapping are not required 
when you re ship. Sturdy Handy-Packs 
are supe rior in every way to ordinary 
‘paper’ cartons. Warehovsemen, jobber 
salesmen and sales clerks who have tried 
them don’t want anything else. Order 
your bolts from Buffalo and enjoy the 
many advantages of Handy-Pack. 


WRITE 


Sealed with 
nylon tape 


Certified 
Reshippable 


wR 
Ry’ 
‘Sv 


IN DISTRIBUTOR 
WAREHOUSES 


Handy-Packs are sturdy...can be moved, 


handled or even dropped without break- | 
ing. They can be stacked neatly andeasily | 


without crushing or toppling. They 
save time...eliminate costly spillage, 
mixing and sorting. 


IN JOBBER SALES 


Sturdy Handy-Pack bolt cartons have | 


sales features never before available. 
Jobber salesmen respond by pushing 
the line... because they have something 
‘extra’ to sell. Sales go "way up. 


Rugged open 
drawer 


IN RETAIL OUTLETS 


Handy-Pack covers are marvelous open 
drawers for bolt cabinets. They save 
time...elimimate ope ning c artons every- 
time you make a sale. The Handy- Pack 
covers are sturdy...won’t bulge, tear 
or crumble. 


for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 


Buffalo International Corp., 


50 Church Street, New York City 
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BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS | 


| CENSUS-—-At least one 





WASHINGTON BRIEFS 





(Continued from page 10) 
cost estimates for the first practi- 
cal atom furnace built for producing 
power. Up to now, power has been 
a slightly useful byproduct of the 
atomic piles built for research and 
other purposes. 

Construction of the reactor-- 
which will produce heat for a steam 
installation similar in principle to 
a coal or oil power plant---may get 


underway this year at GE’s labora- 


tory near Schenectady, N.Y. 


SOCIAL SECURITY—You can be 
sure of a new Federal pension law 
this year. It means larger taxes for 
social security, more businesses 
brought into the program. Last fall 
the House passed a bill for an ex- 
panded program. Only 14 Republi- 
can voted against it. 

The Senate version of the 
House bill won’t be any less liber- 
al. Truman is pressing for a broader 
program than the House proposed. 
And businessmen are backing in- 


| creased federal pensions, too, in 


order to reduce the cost of their 
own private pension plans-—or in 
order to keep their workers from 
seeking company-backed pension 
plans. 

The House bill would add 
among others--700,000 salesmen not 
now covered, 200,000 food process- 
ing workers, 600,000 employees of 
non-profit institutions. 

The House bill would tax 
$3,600 of income, instead of present 
$3,000. Administration wants to up 
this to $4,800. (Businessmen note 
that this would cut size of their 


| contribution toward retirement of 
skilled, higher-paid workers. ) 


“aid to 
business’’ coming out of Washing- 
ton this year will be useful to the 
businessman who’s smart enough 
to use it. 

That’s the information to be 
produced by the 1950 census of 

(Continued on page 18) 





TO LUNKENHEIMER 


DISTRIBUTORS! _ 


0 falc voy 


a tng te 


LUNKENHEIMER DISTRIBUTOR SALESMEN 
GET THREE-WAY BACKING... 
1. A consistent advertising program in 


leading publications reaching more than 
half a million valve buyers and users. 


Pewee =, A full line of hard-hitting sales promotion 


; \ jane | material and other sales helps. 
|B ee, 





3. A specially planned sales training pro- 
gram, held in the field. 


Improving Lunkenheimer service at the point of sale, 
this three-way program helps distributors do a better 
job, in both sales and service. 


ESTABLISHED 1862 


THE LUNKENHEIMERC2. 


—=_“ QUALITY” = 
CINCINNATI 14, OHIO, U.S.A. 


NEW YORK 13 * CHICAGO 6 + BOSTON 10+ PHILADELPHIA 34 


EXPORT DEPT. CINCINNATI 14, OHIO, U.S.A 
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The Tiger Brand Specialis 


pe Construction 
Right Lay 


Types of Wire Ro 


Left Lay 
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6 x 29-Type P 
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AMERICAN 
TIGER BRAND 
WIRE ROPE 


Lang Loy 


“Al-Type T- 
6x yP e Rope Core 


6 x 37-Type S 7x7 independent Wir 
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“Here’s what you should know about wire rope 
—and how to select, use and care for it.” 


HE three most important qualities that wire 

rope must possess are (1) strength, (2) fatigue 
resistance, and (3) abrasion resistance. Whether 
the rope is used on hoists, cranes, excavators, con- 
veyors, loaders or unloaders, these properties are 
required in varying degrees depending on serivce 
requirements. 
STRENGTH—This is determined by size, grade, and 
construction. Wire for wire rope can be made 
in any desired tensile strength ranging from iron 
grade at approximately 100,000 Ibs. per sq. in. to 
improved plow steel grade at approximately 
250,000 Ibs. per sq. in. The knack of making 
Tiger Brand Ropes with uniform strength 
throughout shows the skill of the wire rope man- 
ufacturer. 


FATIGUE RESISTANCE—The ability to make wire 
that will stand thousands of bends over drums 
and sheaves without breaking is no small ac- 
complishment. The wire must be made with just 
the right amount of toughness and ductility. 
Tiger Brand Wire Rope is made from wire 
especially fabricated for wire rope use. Ropes 
composed of a large number of small wires will 
have higher fatigue resistance than those made 
with a smaller number of large wires. 


ABRASION RESISTANCE—This is determined by 
the size and chemistry of the wires, especially the 
outer wires as they are exposed to the most wear. 
Obviously, the larger the wire size the greater the 
resistance to abrasion. Furthermore, the high 
strength steels are better able to withstand wear 
because of a greater carbon content. This means 
that improved plow steel ropes would have the 
highest abrasion resistance. 


Getting the right balance 
Individually, the properties of strength, fatigue 
resistance, and abrasion resistance are not diffi- 
cult to obtain .. . but in wire rope making, it is 
impossible to accent one property without de- 
triment to the other two. That's why the skill 
and experience of the men who make Tiger Brand 
Wire Rope are so important. Satisfactory per- 
formance demands that running ropes possess all 
three properties and therefore it is necessary to 
obtain an effective balance which meets the re- 
quirements of your particular job. 


How to get longer wire rope life 

Don’t overload the rope. 

Don’t subject the rope to sudden impact loads. 

Don’t use undersize sheaves and drums—this is 
the commonest cause of fatigue breaks. 

If vibration is present, make regular cuts f.om 
the end of the rope so as to change the dam- 
pened section. 

Keep groove diameters proper size so as to avoid 
pinching of rope. 

Avoid flange wear as a result of bad sheave align- 
ment. 

If grooves become fluted, it is usually a sign that 
the sheaves should be replaced with a harder 
material. 

Lubricate regularly. Wire rope is a machine and 
requires adequate lubrication. It must also be 
protected from corrosion to retain strength. 

Avoid kinking, improperly attached fittings, and 
uneven drum winding. 


Make use of the 

Tiger Brand Wire Rope Specialist 
It is very much to your advantage and to ours to 
maintain good operating practices. Call in the 
Tiger Brand Specialist at regular intervals and 
have him give you a FREE Check-up. He is 
thoroughly experienced in proper wire rope ap- 
plication. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


—_eer eee et 


Send for FREE BOOKLET 


American Steel & Wire Company 
Rockefeller va Dept. D-30 
Cleveland 13, 


Please send me a copy of your catalog, “American 


Tiger Brand Wire Rope.” 


rade 
TIGER BRAND 


Address 


Gite, csccccccssscescdianel State. . 


AMERICAN TIGER BRAND WIRE ROPE 
Excelliy Crefomed 


N i tao 


SRA SS 2 hi eee} 
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y it’s all yours 


b+ 


WHEN YOU SELL 
. THE Binks LINE 


unrestricted opportunity 


Here is Opportunity looking for you. You are not hindered by 
sales restrictions when you handle the Binks line. You are free 
to solicit business wherever you find it...small shops... 
garages... manufacturers...large industrial plants. 





You can fill every spray finishing need when you sell the Binks 
complete line of integrated spray finishing equipment. Whether 
the need is for a hose coupling, a spray gun, or a complete ' 
finishing department, you can close the sale and make the profit. 


priced right 


You'll have fewer headaches when you sell Binks 
precision-made equipment. This spray finishing merchandise 
has a world-wide reputation for economy...for outstanding 
reliability. Yet every one of the many Binks items is competitively 
priced. Your customers pay no premium to get the best. 





powerful sales support 
You receive quick powerful sales support from Binks. The Binks 
engineering staff will assist you in planning installations 
..-help you close any sale requiring special handling. 


well-directed advertising 
Backing up your sales efforts is a well-directed flow of 
magazine and direct mail advertising. More than 3,000,000 sales 
messages will reach your prospects during 1950. When you 
call on a prospect, you'll find him pre-sold on Binks. Truly, both 
industry and distributors prefer Binks—the complete line. 


investigate the advantages of being a Binks 
distributor. 
Write today for full information. 


Binks MANUFACTURING COMPANY 


3128-30 Carroll Ave., West, Chicago 12, Ill. 


NEW YORK DETROIT LOS ANGELES ATLANTA BOSTON CLEVELAND 
DALLAS MILWAUKEE NASHVILLE PHILADELPHIA PITTSBURGH 
ST. LOUIS SAN FRANCISCO SEATTLE WINDSOR, ONTARIO, CANADA 
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(Continued from page 14) 


population, housing, and farms. 

This complete count and tabu- 
lation is broken down with figures 
for local areas and will be useful 
to both the distributor whose mar- 
ket may not extend more than a few 
miles from his place of business 
and the national concerns who will 
use it to figure out how their mar- 
kets have grown, shrunk, or moved 
since the last census was taken 
back in 1940. 

The final figures will show-- 
for towns, counties, cities, and 
states--how many people live where, 
how much income they have, how 
the number of families has grown 
and where they’re living, what kind 
of jobs they hold, how many have 
been married more than once ... 
and scores of other measurements 
of our people. 


CONSUMER CREDIT--Look at a 
chart on the amount of buying con- 
sumers are doing on a credit, and 
-— beginning with 1944 — you’ll see 
the line of the graph head straight 
for the ceiling. 

According to Federal Reserve 
Board estimates, at the end of 1949 
consumer credit outstanding amount- 
ed to about $18.8 billion. That com- 
pares with less than $8 billion in 
1929, and less than $6 billion in 
1943. 

However, there’s another 
curve to look at, too — and this one 
shows that installment buying is 
only about 9.7% of disposable per- 
sonal income. That compares with 
about 9.2% in 1929, and 9.7% in 
1937. (Bottom was hit in 1944, near 
the end of the war, when credit 
amounted to less than 4% of dis- 
posable income.) 

Of the $18.8 billion total con- 
sumer credit outstanding, install- 
ment sales of automobiles accounts 
for about $3 billion, other install- 
ment credit about $7.5 billion, and 
charge accounts and other consumer 
credit the balance of almost $8 bil- 
lion. 





SEE WHAT 


SIMONDS 


offers in these famous 


“RED END” 
Hack Saw Blades 


ACCURATELY MILLED TEETH 
Simonds Design Tooth Shape, maintained by accurate milling, 
provides perfectly formed teeth of exact height. This distrib- 
utes wear evenly to all teeth with resultant longer cutting life. 


> 
065-10T 


STEEL 


MOND 
FITCHBURG, MASS 


SAW AND 


Si 
14 x 144° 


PRECISION SET TEETH 


Machines of advanced design set the teeth to exacting toler- 
ances. This not only provides adequate clearance but results 
in straighter cuts throughout the life of the blade. 


UNIFORM HARDNESS 


Simonds Method of Heat Treating produces uniform hardness 
throughout the length of the blade unapproached by conven- 
tional heat treating methods. As a result, there is no variation 
in the grain structure of the steel and the teeth hold a cutting 


edge longer. This means consistently better cutting perform- 
ance and low cutting costs. 


A ‘RIGHT’ BLADE FOR EVERY NEED 





Simonds High Speed, Molybdenum, and Standard Steel Blades 
provide a “right” blade for every job — hand or power. All 
standard sizes are available from stock thrqaagh your local 
Simonds Distributor. Consult the Classified Telephone Direc- 
tory under “SAWS” or write the nearest Simonds Branch. 


SIMONDS 


SAW AND STEEL CO. 


FITCHBURG, MASS. 
Branch Offices in Boston, 
Chicago, San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que. 


Take the guesswork out of hack saw tensioning with a SIMOMETER— 
the easy, modern way to insure correct blade tension and get straight 


cuts, faster cuts and more cuts per blade. Ask for a SIMOMETER dem- 
onstration and see for yourself how it can make your hack saw dollars 
go farther. 
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New Opportunity 


Here is an opportunity for alert distrib- 
utors to step into a “ground floor”’ fran- 
chise with a well-known automotive gear 
manufacturer expanding into the in- 
dustrial stock gear field. 


Perfection has 30 years experience in 
the manufacture of automotive gears. 
The quality of its products and its busi- 
ness integrity have gained it the highest 
reputation in this field. During its course 
of progress Perfection has built a large 
plant complete with every modern fa- 
cility for design, manufacture and test- 
ing of gear products. Its metallurgical 
laboratory, heat treating equipment and 
scientific testing machinery are of the 
most inclusive and efficient type de- 


veloped. 


For this reason, Perfection is well 
qualified to extend its operations into 
the industrial gear field through the 
purchase of the American Stock Gear 
Company. The reputation and fine name 





Perivrsssaeeae ls 


% The American Stock Gear line includes: 


SPUR GEARS 
Brass, Steel, Cast Iron, 
Bronze, Non-metallic 


MITRE GEARS 
BEVEL GEARS 


Brass, Steel, 
RACKS Cast Iron 
Steel, Brass SPIRAL GEARS 
Steel, Bronze 


INTERNAL GEARS 
Brass, Steel, 


Cost Iron Brass, Steel 


in Stock Gears... 


of American is such that Perfection is 
happy to add it to theirs as a division 
of the Perfection company. 


Distributors who take advantage of 
this franchise opportunity will find the 
Perfection policy of complete coopera- 
tion with its distributors a great profit 
factor. They will find that they are part 
of an organization whose prime aim is to 
offer the best possible service to the dis- 
tributors’ customers. 


The American Stock Gear line is a 
complete line, manufactured to the most 
precise standards, from the highest 
quality materials. The wide range of 
types, sizes and materials in the line 
makes it ample to cover practically all 
demand for stock gears in every in- 
dustrial category. 


We have an unusual opportunity for 
aggressive distributors in the power 
transmission field. Your inquiry for 
complete details is respectfully solicited. 





WORM GEARS 
Steel, Bronze, 
Cast Iron 

SPROCKETS, HUB AND PLATE 
Bronze, Steel 

UNIVERSAL JOINTS 

FLEXIBLE COUPLINGS 


RATCHETS AND PAWLS ~~ 
Other Power Transmission Supply Items 
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AMERICAN STOCK GEAR DIVISION Jas 


SS 
JON GEAR C0., HARVEY, ILL. 
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A complete line of coated abrasives... 


that will meet the grinding and finishing requirements of every one of 
your customers. There are sheets, rolls, belts and discs of H. T. Garnet, 
Aluminum-Oxide and Silicon-Carbide abrasives, with paper, cloth or 
combination backing, and other specialized forms. j 


ra Manufactured in a brand new plant... 


at Alliance, Ohio, by modern equipment and production methods — 
methods that have permitted us to improve the quality and quantity of 
our product and at the same time offer your customers a delivery service 
that is faster and better than ever before. 


ey Supported by national advertising . . . 


in leading publications—each ad keeps selling your customers and pros- 
pects on Armour’s complete line of gua/lity coated abrasives. And remem- 
ber, each and every ad contains this line sending customers to you: WE 
RECOMMEND BUYING THROUGH YOUR INDUSTRIAL DISTRIBUTOR 


4 And a new, easy-to-use catalog... . 


that clearly divides and indicates the various forms of Armour Coated 
Abrasives. Laminated covers add to and preserve the catalog’s appearance. 
We furnish our Industrial Supply Distributors catalogs with their name 
and address imprinted on the cover. 


5 | PLUS protected territory ! 


Armour distributors enjoy more freedom from competition, either from 





their source or from other distributors within their assigned territory. 
Write today on your business letterhead for more information. There 
are a limited number of territories open. 


GE ted Mrawives Dinu 


Armour and Company «+ North Benton Road «+ Alliance, Ohio 
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RUST-OLEUM 


Show up in large figures 
* THE PRODUCT | 


RUST-OLEUM is a scientifically prepared 
rust preventive that is easy to apply and 
is self-levelling. Here is a product with 
either flat, semi-gloss, or gloss finish that 
has great salability because of the excellent 
job it does wherever applied. It is pliable 
and retains its elasticity. RUST-OLEUM 
resists expansion or contraction. It is 
applied by spray, dip, or brush method. 
Any trade area can be a volume sales 
producer. 


x ITS PURPOSE 


There are Industry-Proved RUST- 
OLEUM products for protecting metal, 
wood, brick, concrete, etc. RUST- 
OLEUM is applicable to stacks, metal 
roofs, fire escapes, boilers, structural 
steel, window frames, pipes, ducts, tanks, 
and a long list of other items. It is used 
both indoors and out. In its various types 
RUST-OLEUM resists acid fumes, alkali, 
grease, oil, exterior weather elements, brine, 
slight abrasion, salt water, salt air, etc. 


* THE RESULTS 


Where RUST-OLEUM is used, time, labor, and money are saved. 
This has been true for years past throughout industry, and means 
that you build permanent customers and therefore steady sources 
of profit. Now particularly when all of industry is seeking ways and 
means of saving money, RUST-OLEUM gives you an excellent 
opportunity for increasing your earnings. 


* Your MARKET 


Rust is one of industry's big problems. It is being fought continuously. 
It means that you have a market for this rust preventive that is as 
big as all industry itself. Distributors require no complicated, tech- 
nical knowledge. The repeat business in YOUR market is something 
for you to think about. You can be the “stop the rust” man in your 
territory and make excellent money as such. 





Available in colors, white 
and aluminum. 
Decorates as it protects. 


DISTRIBUTOR 
POLICY 


We cannot emphasize too strongly 
the value of a RUST-OLEUM dis- 
tributorship and the protection it 
gives you. Our policy of selective 
distribution assures fast, profitable 
turnover on minimum inventory. 


Promotional support — Your sales 
effort is backed by an increased 
advertising schedule in Time, 
Newsweek, Business Week, Factory, 
Mill & Factory, Modern Industry, 
and other leading industrial pub- 
lications — plus direct mail adver- 
tising, directories, and our catalog 
in Sweets. 


Cooperative Field Men — RUST- 
OLEUM trained field engineers 
qualified to do a thorough sales 
job are ready at all times to help 
you build and maintain high profit 
volume. 


Write — As a good business move 
we suggest that you write for 
complete information and data on 
tested sales promotion and sam- 
pling campaigns. 


RUST-OLEUM CORPORATION 





2410 Oakton Street ‘ 





Evanston, Illinois 
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these 


There are a lot of good selling points that 
can help you sell Baldwin-Rex Tru-Flex 
Couplings. But the dig 3 put you way 
ahead of competition. 


1. True Flexibility 

Demonstrate the design superiority of the exclusive con- 
vex rollers on one chain strand. That’s what delivers 
true flexibility without backlash. The convex rollers 
maintain only line contact with sprocket teeth and be- 
cause of this contact, pins are designed to flex or bend. 
This flexure, plus the inherent flexibility of roller chains, 
accommodates misalignment, allows end play, and 
absorbs shock loads. 




















2. Easy Installation 3. Durable Construction 
Point out how easy it is 


, There are no short-lived 
to install or disconnect a materials in Tru-Flex. It’s 
Tru-Flex Coupling with Pes all-steel . . . quality steel 
its single connecting pin. for real service. The chain 
No need here to shift : is snugly wrapped around 
machinery. the sprockets. Contrast this 

with the “sloppy” fits of 
ordinary chain couplings. 


— me 


@eeeeveeveeveve eevee ee eee eeeev eevee eeveevee eevee eveeeeeeee eee eee @ 


Add the other outstanding fea- 
tures to the big 3 and it’s easy 
to see why it’s easy to sell Tru- 
Flex. Should you want more 
sales help, we'll be glad to 


assist. 


B ALDWIN-REX eth dnidmeniiaibic inal 

when you sell couplings. It’s 

good business for you... 

ROLLER CHAIN COUPLINGS added service for your custom- 

ers. Write Baldwin-Duckworth 

Divisi f Chain Belt Com- 

3ALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY pany, 376 Pelaiteld Stccet, 
Springfield 2, Mass. 


INDUSTRIAL DISTRIBUTION ©® MARCH, 1950 





¥p, 


"il more powerful, more compact 
C) 7 ~ a 
ky lighter weight drills 


With the new, close coupled No. 438 3” Heavy Duty and No. 512 1” Standard, 
Millers Falls offers distributors a profitable answer to the rapidly growing de- 
mand for shorter, less bulky, high output industrial drills. 

For customers who want a maintenance drill, they pack tremendous power into 
remarkably small dimensions. Only 14” overall, they measure a bare 11” with 
spade handle removed. Thus they permit work in extremely close quarters... 
the difference between minutes and hours on many jobs. 

For the production line, they provide light weight — only 94 pounds — 
PLUS specially designed motors and full anti-friction bearing construction that 
mean exceptional efficiency and stamina on continuous full load operation. 

These two salesworthy new drills are another good reason why you'll be ahead 
when you stock and sell Millers Falls outstanding line of portable electric tools 
and cost-cutting hack saw blades. Write today for complete details. 


jen MILLERS FALLS COMPANY 


GREENFIELD, MASSACHUSETTS 
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Div: most successful sales efforts are not always the ones in- 


volving the most leg work, but the ones having the best thinking 
behind them. That is, the right philosophy and the proper 
market study. 


Said a deep-thinking Middle West industrial distributor: 

“[’ve discovered that in confining themselves to too many 
‘oceasional’ or specialty items, many salesmen leave themselves 
but little time to devote to more of the fast-turnover items. 


“TL call them my “bread-and-butter’ items. I put files well up 
in the list. Like those familiar everyday staples, files are a type 
of merchandise that is widely and continually “consumed.” And 
wherever you find a busy concern that uses files, you'll find a 


lot of ‘consuming’ going on. 


“Busy customers don’t always remember that their file 
supply may be getting low—or that too many hard-worn files 
are being kept in service. Last year | almost doubled my volume 
of file sales by having my organization use this selling tag-line 
on every suitable occasion: “How are you fixed for files today? ” 

e as . 
P.S.—Anybody have any doubts about what file brands are most 
likely to succeed in bringing the right response to the aforementioned 
tag-line question? Anybody want to get the Nicholson story down so 





pat that even a hard-boiled purchasing agent will be impressed? 
Nicholson’s famous “FILE FILOSOPHY” will prove most helpful. It 
is a fascinating “textbook” for the industrial distributor salesman. How 
many copies shall we send? FREE. 
eo 

<* 25 
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(In Canada, Port Hope, Ont 
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Many Uses for 


MILWAUKEE stEEL wire SCRATCH BRUSHES 
Creates Big Spring Market.... 











@ Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. 
Used also for small weld cleaning jobs. 


@ Excellent painters’ tool for removing dirt. 
There are buyers for all of these uses: 





paint, and g g prep Y 
to painting flat surfaces. Also good tool 
for general industrial cleaning purposes. 


BR USHING— Metal Parts, Welded Joints, Pipe Threads, Tires, Tubes, Battery Terminals, etc. 
CLEANING— Small Castings, Tanks, Drums, Machinery, Tools, Meat Blocks, Ironwork, Stone, Brick, etc. 
REMOVING— Rust, Scale, Weld Spatter, Chips, Borings, Paint, Varnish. Dirt, Grease, Floor Wax. etc. 


® Heavily filled unit for extra-tough clean- 
ing jobs on flat surfaces. 


@ Rocker or curved back style used on flat 
surfaces—easy grip—minimum effort. 


@ For cleaning small, difficult-to-get-at 
places, and pipe threads. Shaped handle 
gives easy grip. 


MILWAUKEE 


INDUSTRIAL BRUSHES 
for All Industrial Needs 


@ When you stock MILWAUKEE 
Brushes you are prepared to give your 
customers the quality that means re- 
peat business. There are sufficient types 
of MILWAUKEE Steel Wire Scratch 
Brushes to meet each customer's needs 
—each with backs of sound hardwood 
lumber free from defects—each made 
with the finest quality tempered steel 
wire—each with individual holes gen- 
erously filled with wire, insuring 
maximum service life. 


WRITE FOR 


BULLETIN 40-11 








BRUSH TOOLS FOR 
TODAY'S PRODUCTION 


Power Driven Wire Wheel 
Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tult” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup 
Brushes 

Fibre Wheel Brushes 
Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 
Push Brooms—wire and 
fibre 

Miscellaneous Maintenance 
Brushes 





THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 8, WISCONSIN 


he . 
The Key to Industrial Brush Problems 


FLUE BRUSHES 


28 
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* FLOOR BRUSHES - PUSH BROOMS ~- BENCH BRUSHES - FOUNORY BRUSHES 








EXcLusive 
FEATURE CHANGES 
SHOPSMITH FROM 
LATHE, TO SAW, 
SANDER OR DRILL 

§ PRESS IN LESS 
THAN A MINUTE 


Here’s a typical 


ALLEN 
OPPORTUNITY 


for aggressive 
distributors 








A 
TAPERED FLAT 
AND AN ALLEN O HEAD 
SCREW MAKE THE CHANGE 
SWIFT AND THE GRIP 
UNFAILING 


@ Manufacturers of machines, tools, 
instruments and appliances are 
finding ever-increasing applica- 
tions for genuine Allen O Head 
screws. They provide an in- 

expensive method of improving a 

product, and they emphasize 

built-in quality, because genuine 

Allen O Head screws themselves 

are recognized for quality all over 

the world. 


Magna Engineering 
Corporation of San 
Francisco standard- @ 
izes on Allen O Head 
screws and is using 
more than a million a 
year for SHOPSMITHS 
and SHOPSMITH at- 
tachments. A par- ; 
ticularly important applicetion is 
the use of Allen O Head Set Screws 
to fasten the various attachments 
to the spindle tip. With more than 
30,000 SHOPSMITHS sold the 


SVSVVVee 


wARNINS 


aecesserily 


64 9 ee =r 
this black 


manufacturer has yet to receive one 
single complaint of an attachment 
accidentally coming off the spindle. 


Where there’s an application for a 
precision fastening the safest, most 
economical answer is the use of an 
Allen O Head screw. This is par- 
ticularly true when the screw must 
retain its smooth threading and 
holding power after long repeated 
wrenching. Sold only thru leading 
distributors. Write the factory 
direct for technical information. 


ALLEN® 


MANUFACTURING os Y 


Hartford 2, Connecticut, U. 
silver NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS S. A. 


Y 


a 





Many manufacturers, like the 
producers of SHOPSMITH, use 
Allen O Head screws by the 
thousands every day, and every 
Allen O Head screw is sold through 
an Allen Distributor. Are you 
getting volume orders from man- 
ufacturers in your locality? If not, 
don’t miss this opportunity. Talk 
it over with the Allen field rep- 
resentative. He’s always ready 
to help you land the big ones. 





FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS it VSR ANNIE ARTS RRO CETTE 
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Ea Available from stock, with stock-product econ- 
omy. Built in six sizes with capacities up to 
25 H.P. Develops any output speed from 13 
to 133 R.P. M. through the use of stock TAPER- 
LOCK sheaves as prescribed for the job. 


No special engineering required. No founda- 
tion to provide. No flexible couplings. No slid- 
ing base. No “lining-up” difficulties. No expen- 
sive installation. 


Reducer locks on the shaft-to-be-driven with a 
steel locking collar on each side of unit. 


Unit is driven through any V-Belt Drive. This 
«bsorbs shock loads. Speeds can be varied by 
simple change of sheave. Interchangeable bush- 
ings adapt shaft sleeve to different shaft sizes, 
making application to other machines practical 
and easy. 


Torque arm, fastened to floor or any fixed ob- 
ject, anchors the reducer unit. Turnbuckle in 
torque arm provides fast and accurate adjust- 
ment of belt tension. 


Extremely compact, light. (Size No. 1 weighs 
only 35 pounds.) Extremely rugged. Cast iron 
housing. Double reduction train of helical steel 
gears. Shaved for quiet operation—heat treated 
for long life. Generous capacity deep groove 
ball bearings. Neoprene seals. 


Backstop available when required. Simple and 
positive. Easily installed on input shaft. Sealed 
from dust and dirt inside the reducer case. 


The TORQUE-ARM SPEED REDUCER is a 
DODGE product—which means fine engineer- 
ing, quality manufacture. Get all the facts. 
WRITE for bulletin with selection tables. 
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TORQUE-AKM 
SPEED hLOUCE 


gANES MONEY: 


The Dodge TORQUE-ARM SPEED REDUCER is a 
new tool for the mechanical transmission of power, 
so practical in design, so effective in operation, so 
low in cost, that it promises to benefit industry as 
extensively as the famous Dodge-Timken Bearing, 
the Dodge Rolling Grip Clutch, the Dodge Taper- 
Lock Sheave and other Dodge “‘firsts.” 

If you use conveyors of any kind, bucket elevators, 
agitators, mixers, feeders, processors or similar ma- 
chinery— here is your opportunity to improve your 
drives, reduce maintenance and make substantial sav- 
ings on equipment and installation. 


is 
yA 


4 


i, 


a} 


; . j 4 


See your local Dodge Distributor. Simply give 
him your horsepower requirement and the desired 
speed and size of the shaft to be driven. He will 
furnish you from stock this complete speed reducer 
package, to fit your job accurately, economically. 


WRITE to us for Bulletin No. A470 with details, spec- 
ifications and easy-to-use selection tubles. 


DODGE MANUFACTURING CORPORATION e 500 UNION STREET, MISHAWAKA, INDIANA 


CALL THE TRANSMISSIONEER, your local 
Dodge Distributor, for information on new ways 
to improve machine performance, cut costs. 
Look for his name under ‘‘Power Transmission 
Equipment” in your classified telephone book. 


of Mishawaka, Ind. 


iN POWER 


TRANSMISSION MACHINERY 
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How Profitable is the 
GAUGE GLASS Market? 


The answer to this question is partly up to you. 
Several Industrial Distributors specialize in selling 


Cornine, Pyrex and Macseru brand gauge glasses, 


Pyrex brand lubricator and oil cup glasses and 
c 

t yrand sight glasses...and what’s more, 
Pyrex | 1 sight gl id what r 
they have done so for years. By carrying complete 
stocks and offering prompt service, they have 
built up a substantial business. 

Phe same opportunity is open to you, The market 


is there. Its big. It’s steady because wherever 


BEST BY TEST 


Packaged for easy stocking and selling! 


fdvertised to your Customers! 


CORNING GLASS WORKS 


THE COMPLETE CORNING 


“wheels turn,” there are gauge glasses. There are 
also oil cup and lubricator glasses and sight glasses. 

Year after year, Corning has advertised its com- 
plete line in every major market to establish brand 
recognition and preference ... preference based on 
superior values through longer service life. Take 
advantage of this, now. Complete stocks of Corn- 
ing products are carried by strategically located 
Warehousing Distributors. Corning will put you in 


touch with them. 


PACKAGE 


PYREX AND CORNING brand tubular gauge glasses for pres- 
sures up to 500 p-8-i., depending upon type and size. 
MACBETH brand flat gauge glasses—good for pressures up to 
1,500 p.s.i. for steam boiler use, and up to 5,000 p-s.i. at 
normal temperatures. 

YREX brand sight glasses for ovens, absorption columns, 
reaction kettles, furnaces, pressure vessels, stills and tanks— 
up to 300 p.s.i. 

PYREX AND CORNING brand oil cup and lubricator glasses 


for rugged service conditions on machine operations. 


CORNING, N. Y. 
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WICKWIRE ROPE +» 


Ask any user...you’ll find them everywhere 


In scores of industries, users of Wickwire Rope have developed an affectionate respect for its 
performance, safety and long life. And, for true economy, they use Wickwire’s WISSCOLAY® 
Preformed. It lasts longer — is easier to cut, splice and install. It’s kink-resistant and 

safer to handle. Wickwire Distributors and Rope Engineers, in key cities 

everywhere, are prepared to render prompt service in 

meeting your wire rope needs. Wickwire Rope 

Sales Office and Plant — Palmer, Mass. 

IN THE EAST—Wickwire Spencer Stee! Div. of C.F. & 


500 Fifth Ave., New York 18, N.Y 

IN THE ROCKIES—The Colorado Fuel and Iron Corp 
Continental Oil Bidg., Denver, Colo 

ON THE WEST COAST—The California Wire Cloth Corp 
1080—19th Ave., Oakland 6, Cal 


LOGGING 


TRANSPORTATION MINING 





PETROLEUM 


MANUFACTURING 


CONSTRUCTION 


AE Breiman 





THIS COMPRESSOR STRUCK OIL! 


HE above is one of three new, heavy duty, 
two-stage air compressors installed in July, 
1942 and used for sandblast and pneumatic tool 
three units were started with 
Keystone K. L. C. 


densed Oil 


service. These 
5 in the crankcase and Con- 
50 Light for cylinder lubrication. 
Based on conventional practice, four drops per 
minute were supplied to the cylinders—but it was 
soon discovered that this was far too much, due 
to the fact that the oil did not break down. The 
oil feed of =50 was then gradually reduced—to 
1% drops per minute—and has been held to that for 
the last six years. In the crankcases of these com- 


pressors, K. L.C.=5 has beenrun as long as 2500 


hours without changing—and laboratory tests 
showed the oil to be still in excellent condition. 


The use of these lubricants has resulted in: 
unusually low lubrication cost, absence of hard car- 
bon (valves easily cleaned by wiping), no valve or 
ring replacements, and no appreciable cylinder wear. 
You, the Distributor, know that although these 
products may command a higher price, they 
effect considerable savings to the consumer from 
the standpoint of overall operating efficiency and 
economies. KEYSTONE 

LUBRICATING COMPANY, 


21st, Clearfield and Lippin- (yenicating » 
\ 


ts ; ane >) 


CONDENSED 
OIL 


Streets, 
Pa. 


cott 


32, 


Philadelphia 


Est. 1884. 


\ NO. 50 LT 
Ques: ff 


fersrol 


SPECHEALIZED LUBRICANTS 





Your Jack Selling Job is Easier— 
More Profitable when you sell 


DUFF-NORTON 


JACKS 
Cait 


Duff-Norton Jacks are easy to sell because the 
name is well known for dependable, high 
quality products. 








The Duff-Norton complete line provides jacks 
for every application ... giving your salesmen 
unlimited sales opportunities. 


Continuous advertising in trade papers and by 
direct mail keeps your customers informed and 
sold on the quality features of these jacks. 


Attractive, informative sales literature imprint- 
ed with your name and address, helps you 
stimulate quick and easy sales. 


Comprehensive catalogs provide your sales- 
men with all the data they need to talk in- 
telligently about jacks . . . to help them do a 
selling job. 


And...of course ...Duff-Norton is always at 
your service to give you any additional help 
you may need to increase your “Jack Sales” 
volume. 

















Automatic 
Lowering Jacks 


Governor Controlled Standard Speed Hydraulic Jacks Low Height Jacks 
Jacks Screw Jacks 


Sell Duff-Norton ... Because Duff-Norton’s Easy To Sell! 


ae OL)  [e) ace). mvwitiavalll i lcMee) 


MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA CANADIAN PLANT, TORONTO, ONT 


: Ohe House that Jachs Built és 
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TELL YOUR CUSTOMERS TO 


TRY THIS FORMULA‘ 
FOR FASTER FINISHING ! 


Here’s a ready-made formula—time saving for your customers, profit making for 
you! Ready to use, ready to sell—perfectly balanced abrasive-and-rubber, in 


wheels, sticks, rods and blocks for machine and manual work; for 


BURRING ° FINISHING - CLEANING - POLISHING 
—IN ONE OPERATION 


That’s versatile, wide-selling Brightboy, tools, there’s a logical, outstanding oppor- 
for finishing metals, wood, plastics, glass. tunity for a tie-up sale of Brightboy, which 
Brightboy, with the original, unique follows their uses on the production line. 

action that only perfect blending of rub- A small, fast moving stock of highly popu- 
ber and abrasive can give. It’s used fol- 
lowing the rough grind; bridges the gap 
between grind and buff in one operation. 
It works to precision tolerances, can be 


lar, consistently advertised 
Brightboy will cover the 
needs of most of your cus- 


: . tomers. You need Bright- 
shaped to contours, requires no special g 


preparation or dressing. Tell your cus- 
tomers to test Brightboy in com- plete abrasives service. 
parison with their presently used Dealer franchises available 


boy to round out a com- 


materials and methods to see how in choice industrial locali- 
much faster it works. ties. Dealer proposition 
Whenever you sell rough grinding is definitely interesting. 
wheels, coarse abrasives, cutting Write now for details. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. Newark 7, N. J. 


America’s 

Pioneer Manufacturers 
of Rubber-Bonded 
Abrasives 


‘abrasive + rubber = 
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... because PERMITE is 5-Ways Better! 


- GIVES GREATER COVERAGE ® HAS BETTER HIDING POWER — GIVES GREATER PROTECTION 
) LASTS LONGER ®@ IS EXCEPTIONALLY RESISTANT TO CORROSION ® SAVES TIME AND LABOR 
COSTS BECAUSE IT COMES READY-MIXED 


Use the items below as a check list for new business now. 
Every one of them needs the 5-way better protection 
afforded by Permite Ready-Mixed Aluminum Paint. 


BOILER ROOMS RADIATORS MACHINERY AND EQUIPMENT 
DAIRIES WATER PIPES TRANSMISSION TOWERS 
MILK BOTTLING PLANTS SHIP EQUIPMENT OUTDOOR STORAGE TANKS 
ROAD MACHINERY AIRCRAFT FOOD PROCESSING PLANTS 
STACKS WALLS COAL MINING EQUIPMENT 
12 TYPES ROOFS COLD STORAGE PLANTS LAUNDRIES 
A Right Type for BRIDGES HOSPITAL EQUIPMENT TANK CARS 
Every Job! FURNACES FARM IMPLEMENTS HIGHWAY GUARD RAILS 
oieeeareameoaes FIRE PLUGS AND LAMP POSTS TRUCK BODIES 





f you are not already handling Permite Aluminum Paints, write for full details on this fast-moving line. 


ALUMINUM INDUSTRIES, INC., CINCINNATI 25, OHIO 


Paint and Varnish Division 


PERMITE £22 ALUMINUM PAINTS 


———— 


THE ORIGINAL READY-MIXED ALUMINUM PAINTS 
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ADAPTABILITY. The Powell Line is so complete* that 
there’s a Powell Valve especially adapted, in design and 
Fig. 100—100-pound Won Body material, to meet the requirements of each and every in- 


Bronze Mounted ‘‘Irenew” Globe dustrial flow control service. 
Valve with regrindable, renew- 


= Oe pagal nickel-bronze DURABILITY. Powell Valves are noted for their durability. 
That is because each Powell Valve is built to stand up 
under the specific flow control conditions to which it may 
be subjected. 


DEPENDABILITY. Every Fowell Valve is specifically de- 
signed to give dependable, uninterrupted service over a 
long period of time. That is why Powell Valves reduce 
costly ‘down time”’ for maintenance to a minimum. 


Fig. 375—200-pound Bronze Gate 
Valve. Screwed ends, inside screw 
rising stem, union bonnet, renewe 
able wear resisting “Powellium” 
nickel-bronze disc. 


Fig. 1861—200-pound Stainless 
Fig. 1503 — Class 150-pound Cast Steel Globe Valve with screwed 
Steel Gate Valve with flanged ends, ends, union bonnet and inside 
outside screw rising stem, bolted screw stem. In 244” and 3” 
flanged yoke, tapered solid wedge. sizes these valves have bolted 
+ bonnets. 


*The Complete Powell Line includes Giybe, Angle, ‘‘Y”, 
Gate, Check, Non-return, Relief and Flush Bottom 
Tank Valves in Bronze, Iron, Steel and a wide range 
of Corrosion-resistant metals and alloys. 


Powell Engineers are always at your service 
Fig. 1793—Large 125-pound Iron 
. . . 7 Body Bronze Mounted Gate Valve, 
The Wm. Powell Co., Cincinnati 22, Ohio Made in sizes 2° to 30°, incl, Has 
outside screw rising stem, bolted 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES flanged yoke, tapered solid wedge. 
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nd also sell the 
these clean, 
in the sales 


1 his line. 
handle below, 


publications. 


Top Products in Every Line 
Cut Costs and Build Sales 
with AMERICAN PHILLIPS SCREWS 


HOW THEY CUT COSTS: From vacuum cleaners to 
vending machines; from trucks to office appliances 
and suntan lamps... manufacturers use American 
Phillips Screws to speed up production, stop spoil- 
age, and cut unit-costs. For these modern fastenings 
banish fumbling, crooked driving and scarred sur- 


faces ... cut assembly time as much as 50%. 


HOW THEY BUILD SALES: On any product, the 
crossed-recess of American Phillips 


and resisting vibration. Does your product have 
these two American Phillips advantages of cost- 
reduction and sales-promotion? No reason why 
it shouldn’t . . . for American Phillips Screws always 


cost least to use. Write for proof. 


AMERICAN SCREW COMPANY, Main Office: Providence 1, ®. |. 
Piants at Willimantic, Conn., and Norristown, Pa. 
Warehouses at: Chicago 11: 589. Minois St. Detroit 2: 502 Stephenson Bidg. 





Screws is a “green light” to buyers 
who stop and look for an outward 
They 
know that smooth-headed Ameri- 


index of inward quality. 


can Phillips Screws protect prod- 
uct-performance by staying tight 


AMERICAN | 
PHILLIPS Sonate: 





rity 


Menel, Everdur (siti- 
con bronze) 
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“In the comfort of a valley, home can seem ‘a dream come true’,”’ 
a poet once said . . . and his words are a perfect description of 
many a modern American home development. For what can make 
for more happy living, when the chill winds of winter blow, than 
the snug warmth of new, radiant heated homes in ‘Comfort Valleys’’ 
everywhere? 


Radiant Heating systems in such homes are at their best, of course, 
when installed with durable, adaptable, economical steel pipe. 
You see, steel pipe’s proved service record in conventional hot 
water and steam heating systems over more than 60 years would, 
alone, entitle it to first consideration. But, more than tnat, the 
specific piping requirements of the popular new Radiant’ installa- 
tions are met in every particular by steel pipe. It's readily formed, 
easily welded, imparts structural strength, and importantly, has the 
same co-efficient of expansion as concrete, plaster and masonry. It's 
lower in cost, too, and is made to outlast the useful life of the building. — ; 

e in erent characteristics of steel pipe are 


perfectly ‘“‘matched”’ to the installation re- 


Already, as in conventional heating, more steel pipe is used for eicusende of Endiant Maginee. 


Radiant Heating than any other! 


COMMITTEE ON STEEL PIPE RESEARCH 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Avenue, New York 1, N. Y. 
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ow to snag more Alemite sales. 7447-7 
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SELL THIS... 


- wasteful, messy and slc eee res ae 
prs Gc ge opportunity—for you! 


Alemite transfer pumps cut man hours 63% for every 100 Ibs. of lubricant transferred 
ALEMITE MODEL 7084 


Delivers up to 2 gals of oil or other 
fluid per minute. Air-operated 
pump. Equipped with air coupler. 











i 


ALEMITE MODEL 6479 ALEMITE MODEL 5344 


Handles oil and other fluids. Only | q Handles oil or grease. Air-onerated 
5 lbs. of air pressure empties 55 gal. | 7 pump delivers up to 20 Ibs. a min- 
drum in 10 minutes. Fits 2” bung. | 4 ute. Has 3-foot flexible tubing. 








Anether Product of 


wave) ALE MITE 
= 
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IMPORTANT ADVANTAGES IN FOOTE BROS. 


NEW HYGRADE DRIVES 





i STURDY CONSTRUCTION 

Gearing, shafts, bearings designed for heavy 
duty applications. Rigid housings maintain 
accurate alignment. 


2 HIGHEST QUALITY FOR LONG LIFE 
All materials are of highest quality. Simple 
gear assemblies—small number of working 
parts—large antifriction bearings all con- 
tribute to long life. 


3 COMPACT DESIGN 
Advanced design assures compact space- 
saving units in keeping with ratio of reduc- 
tion, mechanical an thermal capacities 
required 


BETTER GEARS 
New developments in manufacturing result 
in precision generated worm gear teeth 
which assure higher efficiency and greater 
load-carrying capacity. Worms are integral 
with worm shafts. Helical gears and pinions 
are shaved for full tooth contact. 


J GREATER DEPENDABILITY 
Advanced engineering, improved design, 
plus accurate control of finest materials, 
modern heat-treatment, and manufacture— 
all assure higher quality, greater depend- 
ability. 
SMOOTH PERFORMANCE — 
QUIET OPERATION 
Precision manufacture results in uniform Here is a new line of enclosed worm gear drives that 
tooth action giving smooth, quiet transfer 
of torque. 
] and Hytop (long unsupported vertical shaft extension) types. 
TROUBLE-FREE OPERATION 
Totally enclosed oil-tight and dustproof 
housings—ample lubrication for all moving rigid construction. New manufacturing processes result in precision 
parts. Maintenance is held to a minimum. 
WIDE RANGE OF TYPES — 
SIZES — RATIOS An engineering manual, HGA, gives complete rating and dimension 
Hygrade Reducers are available in horizon- : : : 
pee gato: te and tee oon ~ tre een tables, engineering data, etc. Mai! the coupon for your copy. 
design permits long, unsupported shaft 
extensions. Ratios 44g : 1 up to 4108: 1 


(higher where required. ) 
STANDARD AGMA, NEMA RATIOS . 
—PROMPT DELIVERY 

To assure prompt delivery, standard stock 


ratios have been developed. These are 


available on short notice. = Lrwer Fan svion [hrwough . — 


offers a wide range of sizes and ratios in horizontal, vertical 


Newly designed cases assure greater compactness combined with 


generated worm gears giving high efficiency and load carrying capacity. 





Foote Bros. Gear and 

Machine Corporation 

Dept.ID, 4545 S. Western Blvd. 
Chicago 9, Illinois 

Please send me a copy of Engineering 
Manual HGA. 

Name cana 
Company piciesiaracs 

Position . . 


FOOT 8ROS.—LOUIS ALLIS MAXI-POWER HY-POWER 
GEARMOTORS HELICAL GEAR DRIVES WORM GEAR DRIVES 
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° I'VE ONLY BEEN “ee Were THEY HAD SO MANY DIFFERENT 
HERE 5 DAYS, BUT a ec Rl aa) 
I'M TURNING IN MY 4 ~|__ THAT 1 COULD NEVER GET THE SAME KINO 
READING GLASS. een MIA ICS A Dds TUT NCR Ca (ceca 


WHY ? DID You NOT HERE! WE 
NEED A READING STANDARDIZE. THE SHIELD 
s GLASS ON YOUR ; BRAND 1S ON EVERY CUT— 
LAST JOB ? .2& TING TOOL WE USE:-- BIG 
eee ete ULE ET ee a 
RECOGNIZED. AND WE N\AKE 
A LOT OF SAVINGS BY 
STANDARDIZING --- PLUS 
UNINTERRUPTED PRODUCTION. 
ALL THESE THINGS HELP TO- 
WARD OUR PRODUCTION 


BONUS, TOO <e 
# 


of Standard Shield Brand Tools 


1. Foremost Quality—In design—workmanship—mate- 
rial. 2. Complete Line—One reliable source of supply 





for drills, reamers, taps, dies, milling cutters, end mills, hobs, 
counterbores, and special tools. 3. Complete Service 
Stoek—Over 10,000 items regularly carried in factory 
stock. 4. Nation-wide Availability—Stocked and sup- 
plied by leading Mill Supply Distributors coast to coast. 
5. Men Who Know Their Business—Our service 
staff has the advantage of 68 years of accumulated experi- 





ence in solving tough problems. 


Standardize on Shield Brand Tools for uniform 


cost reducing performance 


STANDARD [OOL (0. 


CLEVELAND 4, OHIO 
New York + Detroit - Chicago 
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V-BELTS 


demonstrate 


how to get the most 
out of V-Belts 


Fractional Horsepower. 
(FHP)—V-Belts in three 
standard sections, full 
range of lengths. 


WEAR-RESISTANT 
COVER, protects 
heart of belt from 
dirt, grease, , > 
moisture. : engre 

neered to with- 

stand contiaval 


0 powerful 
N load-carrying 
section. 
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Industrial V-Belts in A, 
8, C, D and E sections 
— full range of lengths 


from 26°'-660 


OUTSTANDING ADVANTAGES 
OF BULL DOG V-BELTS 


1. Fewer Maintenance Headaches. 
Because BULL DOG V-BELTS require less 
adjusting and last longer, they save time, 
money and worry in maintenance. 


2. Longer Belt Life. Because new, quality- 
controlled compounds developed in BWH 
laboratories run cool, don’t crack or deteri- 
orate under severe flexing. 


3. Backed by BWH Reputation for 
Extra Service. In the 72 years that BWH 
has been a leader in the mechanical rubber 
manufacturing field, BWH products have 
built steady fame for outstanding perform- 
ance. BULL-DOG V-BELTS fully live up to 
BWH reputation for dependable ruggedness. 
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Efficient V-Belt operation insures 
steady, smooth, low-cost power 
transmission, without maintenance 
worries, over long periods of time. 
And that’s exactly the kind of eco- 
nomical, worry-free service BULL 
DOG V-BELTS deliver in all types 
of industry. 

Each job has its own problems, 
however. Here are some of the com- 
mon ones that engineers report in 
V-Belt operation, with BWH 
solutions: 


PROBLEM SOLUTION 


Excessive Cover 
Wear on V-Belts 


Check sheaves for worn grooves. 
Check alignment between sheaves. 
Check to see that sheaves are tight on shafts. 





Covers Loosen. . 
Rubber Gets Soft 
and Sticky 


Check for excessive oily conditions. 

If contact with oil or grease cannot be prevented, then specify BULL DOG 
HSO V-BELTS, which are oil resistant. (Also heat resistant and static 
conducting.) 





V-Belts Failing 
Within Few Hours 
of Installation 


This is usually caused by prying V-Belts over edge of sheaves, causing in- 
ternal cords to break. Correct method of installation is to move motor of 
driven machine until belts do not have to be forced onto sheaves. Then move 
motor back until sufficient tension is applied. 





New V-Belt Installed 
As Replacement 
Fails, While Old 
Belts Continue 
Running 





Never install a new belt in a set of old belts, because it will be either shorter 
or longer than the old belts. If shorter, it will be excessively overloaded 
and fail. If longer, it will not transmit an equal share of the load. Always 
install a complete new set of belts and retain old belts for an emergency, 
or for temporary replacement if needed. 


It will pay you to investigate BULL DOG V-BELTS on your next installation. They have what 
it takes for smoother operation on both FHP motors and on high-powered industrial jobs. 











HAVE YOU A JOB WHERE STAMINA COUNTS? 
FOR ALL MECHANICAL RUBBER GOODS CONSULT BWH 


Established in 1878, BWH is today one of the world’s larg- 
est manufacturers of mechanical rubber goods. Among the 
quality-famous BWH products which are today helping in- 
dustry to do better jobs at lower cost are the following: 


Bring us your toughest problems. We're spe- 
cialists in solving them. Consult your nearest 
BWH distributor or write us direct. 


CONVEYOR BELTING 
ELEVATOR BELTING 


AIR HOSE 
CONTRACTORS’ HOSE 


TRANSMISSION BELTING 


OIL INDUSTRY HOSE 
STEAM HOSE 
WATER HOSE 
OIL FIELD SUPPLIES 


FRICTION TAPE 


FIRE HOSE SPLICING COMPOUND 











Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS., U.S.A. * P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 
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When you handle the Bethlehem line of fastenings, you can 
count on supplying virtually every item called for by your 
customers. This is because Bethlehem fastenings are made in 


a 


BETHLEHEM STEEL COMPANY 


such a wide variety of styles, such a complete range of sizes. 
Bethlehem fastenings are good fastenings. They're well made. 
BETHLEHEM, PA. P ’ - 
They're strong. They're neat in appearance. They come well 
On the Pacific Coast Bethlehem products are sold by : et x : 
Bethlehem Pacific Coast Stee! Corporation packed, to reach you in good condition. They're the kind of 


Export Distributor: Bethlehem Steel Export Corp. fastenings your customers like to buy, over and over again. 
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If You Use Saws to Cut Metal... 


TKINS 
CAN HELP YOU 


Call in your Atkins Distributor. Invite him to show you, on your 
own machines, how the right Atkins Saws can substantially reduce 
your costs of cutting metal. This has happened in plant after plant 
the country over—through increased output, cleaner output and 
lowered saw replacement costs... Your Atkins Distributor is an 
expert, backed by the most extensive engineering and research fa- 
cilities of Atkins. He handles the complete Atkins line to meet every 
saw need. He’s the best man to handle all your saw requirements. 


ariins $e Chel pennies 


4 


Industry's “Standard for more than 25 years.” For tough, high-carbon 
steel or any steel that can be cut with a hacksaw. Available in both 
hand and power blades. Also “Curled-Chip” power blades. 


ATKINS 9:4c:-/46h BLADES 


A new blade for sawing lower-alloy steels where high production 
cutting is essential. Tough, flexible and practically unbreakable in 
its field of service. Resists chipping and abrasive action. For all 
makes of power hacksaw machines. 


ATKINS Gand Sad” BLADES 


Teeth are milled to uniform size and 
shape, with deep gullets. Flexible 


back, hard edge. For cutting harder 
materials. Other band saw blades ©o 
include all-hard and “Curled-Chip” 


buttress type. All standard widths. 


E—E. C. ATKINS AND COMPANY 
Home Office and Factory: 402 §S. Illinois $t., indianapolis 9, ind. 
Branch Factory: Portland, Oregon 
Branch Offices: Atlanta + Chicago + New Orleans + New Yor’ 


ATEINS ALWATS antap 
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The MORSE CODE 


for Industrial Supply Distributors 


Distribution shall be restricted, based on 





the requirements of each trading area 


Sy Mag tg ag tg a 
' ANY | N 
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anette 


* 
THIS ASSURES THE M-FD’s* SALESMAN: 
@ That the potential profits resulting from his selling efforts on Morse Cutting Tools are 
not being reduced by the presence of unrestricted, multiple-distribution in his trading area. 
@ That any additions to the number of Morse-Franchised Distributors in his area will be 
made only after every possibility of securing increased volume, through his own house, 


has been explored. 


AND DON’T FORGET — His customers can’t afford not to buy MORSE 


& - — i i 
c lechKohized TOOLS. This great advantage—the exclusive right to sell Morse 
Electrolized Tools—is enjoyed only by the M-FD’s* salesman. 


*Morse-Franchised Distributor 


MORSE 


TWIST DRILL & MACHINE COMPANY | 


NEW BEDFORD, MASSACHUSETTS 
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WORLD’S MOST FLEXIBLE 
WRENCH SYSTEM The engineered 


flexibility of Williams “Supersockets” permits 
the combining of sockets, handles and acces- 
sories to create special wrenches for special 
jobs. Available in five different patterns, with 


drives ranging from 1/4” to 1" square, and with 
socket openings from 3/16" to 3-1/8". Write 
for Williams “Supersocket” Catalog A-50. 





Set No. S-10 Complete in Metal Case, 36 Pieces 
21 Sockets and 15 attachments 


nh 


H. WILLIAMS & CO., BUFFALO 7, N. Y. Qislibulbrs Everywhere 
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new training program 
for salesmen of authorized 


R/M< packing distributors 


TRAINING PROGRAMS frequently misfire because they’re over- 
loaded with useless facts. The new training course offered sales- 
men of authorized R/M packing distributors is designed to hold 
salesmen’s attention during the course, and to make all facts 
presented easy to remember. The course tells what packings and 
gaskets are, where they’re used, how to specify and sell them, 
how to get the most profit out of them. The presentation is highly 
novel. And every salesman gets a free copy of the 44-page book- 
let “ABC’s of Packing.” Half cartoons — but all facts — this little 
booklet is easy to carry, easy to read, and makes it simple to 
remember the basic fundamentals needed to sell packing. May 
we tell you more about this unusual course, this famous little 


book, and the R/M Packing Line? 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION 


MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, S.C. Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC. Manufacturers of Packings « Asbes- 

tos Textiles ¢ Mechanical Rubber Products « Abrasive and Diamond 

Wheels * Rubber Covered Equipment « Brake Linings « Brake Blocks 

Clutch Facings « Fan Belts « Radiator Hose « Powdered Metal Products 
Bowling Bails 


INDUSTRIAL DISTRIBUTION ©* MARCH, 1950 








ELECTRIC 


WRIGHT —“The Line With the Good Name” 


° 
BRLITY makes this 
o 
the Easy-to-Sell Line... 
With the WRIGHT Speedway line of electric hoists, 
you can, with a relatively small inventory, offer every 
customer the particular hoist that will best serve his 
purpose— whether the problem involves capacity, 
distance of lift, hoisting speed, type of current 
available, type of mounting or amount of headroom. 
Your nearby ! : : uN Vege : 
Wright District Office oe py ty se — adaptability’ —a short line 
can supply you with complete to stock, a ne to sell. 


information about the line In addition to Speedway Electrics, Wright offers 


of Speedway Electric Hoists. distributors a wide range of hand hoists, cranes 
Ask for your copy of folder DH-65. and trolleys. Remember— 
If you prefer, write to “Ww Z ° 
RIGHT, The Line With 
the fac at York, Penn. ’ 
_ the Good Name.” 


¢o York, Po., Chicago, Denver, Los Angeles, New York, Philadelphio, Pestiand, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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SERS SAVE 2/ 


/  ‘es,oneWestinghouse fluorescent 
lamp now lasts as long as 3. In 
average store installations, for 
example, it lasts 22 years; in 
average one-shift offices or fac- 
tories, 3 years. You actually buy 
lamps only ¥3 as often! You also 


“4 


save on the time spent replacing 
burned-out lamps. So, start get- 
ting these economies now. Next 
time specify Westinghouse flu- 
orescent lamps. Lamp Division, 
Westinghouse Electric Corp., 
Bloomfield, N. J. 





Since the war, 
Westinghouse 
hos scored 35 
firsts in pro- 
ducing new 

and improved 
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Sales grow continually with the help of the estab- 
lished Disston Industrial Distribution Policy that 
assures you of all this Disston sales co-operation: 


- Disston Factory Sales Representation means 
prompt, thorough, expert service to you 
and your customers. 


Disston Market Analysis of your territory’s 
current tool demands and sales potential 
helps you direct your sales effort where it 
will do the most good. 

e 


tomers improve their tool applications 
and productivity. Result: added good will 
and sales for you. 


Disston National and Trade Advertising 
plus Planned Promotion—plus a variety 
of Effective Sales Tools...speed up selling, 
build repeat business and steadier volume, 
put you in line for bigger income, 


. Disstoneers are available to help your cus- 





Mr. Walter T. Markowski (left), Buyer of the BOAT te 


Division of Radio Corporation of America, Camden, 
and Mr. J. E. Antrim, Roles Representative for Antrim Hard- 
ware Co., Disston Distributors, Camden, N.J., discussing the 


The complete Disston line means the right cutting 
tools and the right sales tools to help you sell every 
tool user in your territory. 


In addition, you are backed up by Disston’s reputa- 
tion for quality wherever you go. You’re assured a 
better reception . . . better sales opportunities. 


Your customers and prospects recognize that Disston 
Steel, made with Disston Skill, means uniform hard- 
ness and temper . . . more production . . . less down- 
time ... lower costs. Whatever the metal-cutting 
requirement, the complete Disston line gives you 
the right tools to sell. 


HENRY DISSTON & SONS, INC. 


323 Tacony, Philadelphia 35, Pa., U.S.A. 
Branches: Chicago, Seattle, Portland, Ore., Vancouver,B.C. geo. us. par-orrs 
Canadian Factory: Toronto 3, Ont. Australian Factory: Sydney, N.S.W. 





outstanding features of Disston Metal Cutting Band Seve, 
Safety Reelsand Packaged Joined Bands. Mr. Ani ; makesf 

use of the Disston Industrial Catalog, Cost Cutting Cards and 
Product Literature—effective Disston Selling Tools for you. 
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mar 7,720,000 


wea) Grinding Wheels 


in the Five Norton Warehouses 


+ 


...and Several Million More be 
in the Worcester Stockrooms CHICAGO 


HE five Norton warehouses are strategically located 
in the heart of industrial America. Each is manned af 


a 
- sat 
by well-trained personnel. Each carries a stock of 
grinding wheels and other abrasive products that is ns ite koe 
especially selected to meet the needs of that area.  , occ - 
Factory-type equipment makes it possible to alter stock 


wheel sizes and shapes to meet emergency requirements. 


Backing up these warehouses and supplementing both 
warehouse and distributor services everywhere are the 
mammoth stock rooms at the Norton Worcester plant. 
On the shelves are several million grinding wheels—over 
250,000 different sizes, shapes and specifications—sev- 
eral thousand of a single item in many cases. 


The Norton Factories at Worcester—The World's Largest Grinding Wheel Plont 


PITTSBURGH 





WNORTONY 


yalaking better products to make other products better 
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ARMSTRON 


4S 
C€S 


4 


ARMALOY 
Drop Forged 
WRENCHES 


ARMSTRONG ARMALOY 
—Wrenches are NEW. They are de- 
signed to meet the requirements of 
the mechanic who knows his tools 
and insists on using tools of Superior 
Quality. 

ARMSTRONG ARMALOY 
—Wrenches are made from selected 
grade alloy steel. They are longer, 
lighter, thinner, yet stronger than the 
conventional alloy wrenches — heat 
treated to exact specifications of 
stiffness and tensile strength—better 
balanced, hence easier to use. Fin- 
ished in chrome plate with heads 
buffed bright. 


Armstrong Tools are stocked by 
leading tool departments. 


Write for Catalog 





Detachable 
Sockets 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People." 
5205 W. Armstrong Ave. Chicago 30, Ill. 
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BUSTIN’ OUT ALL OVER... 


Advertising, promotions, bulletins, sales meetings . . . 
everything in the bag is beginning to “pop” both at T-K 
headquarters and with distributor salesmen. With spring 
just around the corner everything points to another 
big year in every field and that means more jack sales 
than ever before. With the new, bigger than ever, T-K 
catalog to help, you have every reason to bank on big- 
ger sales of Simplex Jacks. Be sure you get your share. 


FORGET OL’ 


EYEBROWS”! ... Vi ~ 


Go After Mine 
Jack Sales 


hee 


Don’t even knit your brow. There’s many a mine jack 
prospect can be sold simply by showing him the many 
safety advantages of Simplex Mine Jack. Remember, 
too, every one is safety engineered . . . General Duty 
Ratchet Jacks, Timber Jacks, Mine Roof Jacks, Pin-Up 
Jacks, Post Pulling Jacks. 





+. = REMEMBER THE “MO” 
——— 


GNSS 


“Some good comes of everything”, 


says a leading distributor salesman 





of Simplex Jacks. “I'll not get 

‘stuck in the mud’ on a sales call 
because the ‘Mo’ episode has impressed on me the 
importance of always having a Simplex Jack handy. 
I show it to prospects to make sales.” Smart boy! 


(ADVERTISEMENT) 


You, too, will say it’s simple as A-B-C when you see 
the new T-K price schedules. Tell you and your cus- 
tomers everything at a glance. No tough juggling of 
figures to figure capacity, size, net price, etc. Watch 
for ’em. 
“SHIRTSLEEVES 
SALESMANAGER” 


He says so himself! Phil 
McManus, new General 
Salesmanager has one big 
aim in life right now—to 
help you sell more Simplex 
Jacks than ever before. If 
you have a special jacking 
problem, call on Phil for 
help. His sleeves are rolled up—He’s ready, willing 
and able. 


UTIL-A-TOOL WILL 
PULL YOU AWAY! 


Just keep thinking about 
that vacation and remem- 
ber that you can pay for 
it on sales of famous Util- 
A-Tool. It is an asset in 
any shop—a must in the 
field. It lifts, pulls, clamps 
and jacks. A time-saver and 
a money-saver. Show and 
tell the many advantages 
of Util-A-Tool and you'll 


find it easy sailing to more and bigger sales. 


A Distributor salesman made a call on a 
prospect the other day and made a big 
sale of Simplex Jacks. Like every other 
salesman, he thought someone else was 
getting the business. Funny thing tho’, 
he is the only one who had called and he got the order. 


TEMPLETON, KENLY & CO 
1036 S. Central Ave., Chicago 44, Il! 


INDUSTRIAL DISTRIBUTION © MARCH, 1950 








é They give that extra sales appeal, that final 
finishing touch. 





Here’s why... 


Hexagon heads —full finished —completely machined 
—top and bottom .. . bearing surface washer faced. 


Top of head chamfered . . . sides parallel and smooth, 
mirror-finish. Clean-cut and precise. 


Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 


Points machine turned — flat and chamfered. 








More and more buyers simply specify Shinyheads. Justi- 
Se fiably famous — Shinyheads have earned the reputation 
Shinyheads as “America's best looking cap screw.” 


NC or NF Thread 





The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD e * CLEVELAND 13, OHIO 


CAP AND SET SCREWS » CONNECTING ROD BOLTS » MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS » SPECIAL 
ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS » ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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9” HIGH SPEED HEAVY DUTY 
Permanently lubricated. Handles all 9”- 
7’-5” Abrasives. Patented spindle lock 
for changing discs. Comes complete— 
ready to go to work. No load speed 
5000 R.P.M.—115 Volt, 11 Amperes. 
Ball-Bearing equipped. No. 1250 


7” HIGH SPEED HEAVY DUTY 


Handles all 7” and 5” Abrasives. Comes 
complete ready for use. No load speed 
4250 R.P.M.—115 Volt, 9 Amperes. 
Ball-Bearing equipped. No. 1267 


SANDERS 


take high surfacing costs 


for a ride 


They're designed to meet your particular 
requirements. Engineered and built to 
give long, satisfactory service —thou- 
sands upon thousands of SIOUX users 
prove it. Get SIOUX and increase your 
profits and customer satisfaction. All units 
Universal Motor equipped. 


7” SPECIAL ELECTRIC SANDER 
Handles all 7” and 5” Abrasives. Com- 
plete for immediate use. No load speed 
3500 R.P.M.—115 Volt, 5 Amperes. 
Also available in 32 Volt. No. 1265 


SIOUX abrasive Discs 


A Type for Every Purpose 


INDUSTRIAL—for heavy duty work. 


REGULAR-—for body work on light gauge Metal. 


OPEN COAT —for paint removal—fenders, door 
panels, woodworking. Non-loading, Non-clogging. 


STANDARD THE 


Sold only thru 
Authorized SIOUX Distributors 


WORLD OVER 
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COLUMBIAN 


' COLUMBIAN HINGED PIPE VISES 


' Long Pipe Jaws made of tool steel are 
| furnished in !,"' to 2’ size up to and 
including the !,"' to 4!" size. Self- 
| locking hook is easy working and 
unbreakable. Malleable iron cast- 
ings provide extra strength. 
Cold rolled steel screw and 
handle. Sizes for holding 
pipe size from !,"' up to 
| 12” inclusive. 


HYDRA 


cCOLU MBIAN VISES 


ARE SOLD ONLY F 
THROUGH RECOGNIZE 
DISTRIBUTORS 


@ SAVES TIME 
© SPEEDS PRODUCTION 


@ ACCURATE WORK 
POSITIONING 


Columbian Malleable 
Iron MACHINISTS’ 
VISES are guaranteed 
unbreakable! In addition 
to their exceptional 
strength, Columbian en- 
gineering has built into 
these vises the finest 
mechanical perfection 
and special features ap- 
preciated by users. 
Made in all standard 
sizes — 3'' to 8” jaw 
widths equipped with 
replaceable tool steel 

jaw faces. 

La 


ULIC 


UMBIAN WOODWORKERS’ VISES 
Continuous Screw — Rapid Act- 
ing Columbian Woodworkers’ 
Vises are finding increased uses 
in many plants particularly for 
the more ordinary types of pattern 
work. These durable low cost 
vises are sturdily built with jaw 
openings up to 12 inches. 


Simple, two 
pedal foot con- 
trol leaves both 

hands free. 314" 
jaw widths and 
6" jaw openings. 
Precision manu- 
facturing and 


tested quality 
guarantee posi- 


COLUMBIAN 
ADJUSTABLE JAW-SWIVEL BASE VISES 


Adjustable jaw vises are valuable wherever a wide range 
of work is required. With pin in place swivel back jaw is 
locked — parallel jaw vise. Removal of pin allows adjust- 
ment of back jaw to a firm grip on irregular or tapered 
pieces. All standard sizes with jaw openings up to 9”. 


THE COLUMBIAN 


9025 BESSEMER AVENUE 


THE WORLD’S LARGES 


tive operation 
d- 


and depen 
able a 


COLUMBIAN HOMESHOP VISES 


Sturdily designed, balanced strength and attractive appear- 
ance. A complete range of sizes, jaw widths 3’, 314" and 
4"; jaw openings 3!4", 4", 414", for home workshop, 
garage and general use. 


& MFG. CO. 


©) £9 28! 29 7-0 Oe ae) OL) 


2 ES > 


MAKERS OF VISES 
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Here are some 
of the subjects covered: 


What is radiant heating? 

How radiant heating is designed for comfort. 

How to estimate heat losses. 

How to determine radiant heating coil requirements. 
Radiant heating comfort chart. 

What heating engineers claim for radiant heating. 
Methods of floor and ceiling installation. 

Typical pipe coil patterns. 

Questions and answers on radiant heating. 

Heat transmission tables. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, 
PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


THIS FREE BOOK ? 


It tells what 
you want to know about 


Radiant 
Heating 


@ This 48-page book, “Radiant Heating with Na- 
tional Pipe” is one of the most authoritative books 
published on the subject. It brings you a complete, 
comprehensive story of radiant heating and gives 
helpful information as a practical basis for the plan- 
ning and installing of an efficient system. 


Architects, heating engineers and contractors will 


_find the book valuable for use in planning new instal- 


lations. It answers many important questions about 
radiant heating. For example — 


What is the approximate cost of a radiant heating 
system? 


Would it cost more or less to operate a radiant 
heating system than other types, and by how much? 

What effect do rugs and rug pads have on heat 
transfer in a radiant heating system? 


These and many other questions are competently 
answered. This book also shows you how to calculate 
pipe sizes for various conditions. Mail the coupon and 
a copy will be sent at once. 


National Tube Company 
Frick Building 
Pittsburgh, Pa. 
Gentlemen: 


Please send me a copy of your rrer book, “Radiant Heating with 
National Pipe.” 


Name....... 
Position........ 
COMBENT. coc cccceccceces 


Address 
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AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,.N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BOSTON * CHICAGO * HOUSTON © NEW ORLEANS © PHILADELPHIA © SAN FRANCISCO 
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Talk of the Trade 


SOUTHERN SIDELIGHTS: Serious business, of course, 
is the feature attraction at any convention or industry 
meeting. . . . That was true at the recent Southern Asso- 
ciation mid-year meeting in Biloxi. . . . But, as the song 
writers and poets say, when good fellows (and ladies) get 
together, there’s bound to be lots of activity out of the 
meeting rooms... . So, here goes with some of the things 
we noted and heard: 

Bill Purtell (Holo-Krome), who, at one of the mect 
ings, read Corey Ford’s article on age, leading the singing 
at an after-dinner gathering and suddenly declaring that 
his choice of songs “is dating me.” 

Mac England (Logan Hardware, Logan, W. Va.) tell 
ing the story of the two Indians who met and exchanged 
a dozen single ‘“ugh’s” before one came up with “ugh, 
ugh” and was immediately put in his place with the othe 
Indian’s warning: “Don’t be changing the subject.” 


Cy Perkins (Henry Walke Co., Norfolk), speaking to a 
late comer who had been out the night before: ‘‘Bettet 
keep your eyes closed—you might bleed to death.” 

Vi and Lou Lincoln (Bay State Tap & Die) having fun 
with their new take-it-and-develop-it-right-away camera. 

Joe Pitts (Brown-Roberts Hardware, Alexandria, La.) 
serving as moderator at the forum and proving that he’s a 
whiz at ad libbing. 

Frank Cruger (Indiana Mfrs. Supply, Indianapolis) 
revealing that he’s the first -—Yankee to serve as presi 
dent of the Southerners Club of Indianapolis. . . . Frank’s 
wife is from Atlanta. 

Chic Sale (Blue Ridge Hardware, Bassett, Va.) learning 
a new way to bet on a golf game from Col. W. W. Doe 
(Alabama Machinery & Supply, Montgomery) 


\ host of conventioneers winding up with sore muscles 
after a few “strenuous” games of shuffleboard. . . . And, it 
ain't funny, McGee, 








Burt Leathley (Ace Drill Corp.) playing golf and 
blaming his poor shots on the fact that he was burdened 
with a camera. . . . He lost his alibi on the ninth green 
when we volunteered to take the camera back to the hotel. 

Ashley DeWitt’s (Briggs-Weaver, Dallas) talk on “re 
turned goods” prompting a member of the audience to 
cite an experience: “We found ourselves overstocked on 
a particular item and wrote the manufacturer, asking if 
we could return the stock. ‘he manufacturer replied that 
he, too, was overstocked. We had our purchasing agent 
write and inquire for delivery dates on the same item and 
the manufacturer came back with the report that it would 
take nine weeks to get delivery.” . . . What’s that line 
about the left hand never knowing what the right is 
doing? 











ALWAYS THE SALESMAN: Al Rich (Manufacturers 
Supply Co., Grand Rapids) was lunching recently, about a 
block from his headquarters. . . . Suddenly, there was a 
great deal of commotion. . . . ‘The grease on the grill burst 
into flames. . . . Al made a beeline for the door, covered 
the block back to the store in nothing flat and, before the 
flames could make headway, he was back in the restaurant 

armed with a 24-lb. fire extinguisher. . . . He had the 
fire out before any serious damage was done and, of 
course, sold the extinguisher to the restaurant. . . . Yes 
sir, it takes a man who thinks on his feet to be a good 
salesman. 


MARYLAND, MY MARYLAND: S. D. Black (Black 
Mfg. Co.) recently underwent an appendectomy. . . 
Roger Keech (L.. A. Benson Co., Baltimore) is recuperat 
ing after a serious illness. . . . Curtis Watts (W. L. Reyn 
olds Co., Baltimore) recently celebrated his 30th wedding 
anniversary. 


R. W. B. 
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BUSINESS MAGAZINES 


The magazines selected to carry Jenkins ad- 

vertising are the best read books in their 

respective fields. Such publications as FOR- 

TUNE and BUSINESS WEEK cover the broad field of ad- 
ministrative buying influence. Others, like POWER, AR- 
CHITECTURAL RECORD, and CHEMICAL ENGINEERING, con- 


centrate advertising in the primary valve markets. 


Technical College 
MAGAZINES 


oe 
A special program of Jenkins Advertising ap- 77 =a | t 
pears in 21 college magazines circulated Pn le 
among student engineers. These young men, P 
tomorrow's industrial leaders, are reading about the quality 
and endurance of Jenkins Valves today. 


we 
I Gy. y 





15026, 


Everyone directly or indirectly connected with 


vaive-buying sees Jenkins Advertising. It 
reaches Architects, Contractors, and Govern- 
ment Engineers in the building field: Professional Consultants 
and Industrial Engineers in the power field: Plant Supervisory 
Staffs in all important valve-using industries: Purchasing 
Agents: Apparatus Designers: Administrative Management. 


Sales and Service 
LITERATURE 


In 1950, Jenkins will prepare and distribute 

many new pieces of product literature and 

service booklets, among them the second 

volume of Practical Piping Layouts, Nos. 26-50. These book- 
lets are a potent source of good will through which Jenkins 
Distributors regularly benefit. 


build another ‘‘Diamond City’’ 


Jenkins Distributors build a new “Diamond City” 
every year ... the imaginary metropolis that would 
result if all the buildings and plants equipped annually 
with Jenkins Valves were gathered together. 

This year, as in every year, they will have the power- 
ful support of Jenkins Advertising to help move the 
mountain of valves each “Diamond City” represents. 

The 1950 Program is carefully keyed to current 
sales opportunities—concentrates more impact than 
ever before. Besides a ten million page schedule of 
Publication Advertising, Jenkins will offer new, effective 
Service Booklets and Sales Literature, Slide Films and 


SALES MESSAGES 


The Jenkins 1950 Advertising Program totals 
10,000,000 separate sales messages, all de- 
signed to provide helpful valve news and 
information, to point out why the Jenkins Diamond is the 
guide to top value in valves. And every advertisement in- 
cludes the important reminder — ‘Sold through leading In- 
dustrial Distributors everywhere.” 


“Package Promotions’ 
for DISTRIBUTORS 


As advertising is launched on new or improved 

valves, Jenkins Distributors will be fully 

equipped with mailers, counter displays, 

valve circulars and other sales helps. Also provided are 
plates for advertisements in local publications or direct 
advertising by distributors, 


other distributor helps, and will be prominently present 
at leading Trade Shows. 

Watch Jenkins Advertising in 1950 . . . remember 
that it’s only the latest chapter in a continuous, pro- 
gressive promotion. You'll see why the Jenkins Dis- 
tributor always walks in with a well-known product— 
approved by every level of valve-buying influence. 

And you'll see why, also, year in and year out, it 
pays, and pays well, to sell Jenkins Valves. 

Jenkins Bros., 80 White Street, New York 13; 
Jenkins Bros., Ltd., Montreal. 


KINS 


LOOe FOR THE OlamMOnO Mate 


VALVESs 


oon 


TRADE SHOWS 


Jenkins Booth will be a prominent attraction = 
at such important gatherings of valve-users z 
as the Heating and Ventilating Exposition, 4 
the Inform-a-Show, the Southern Textile Show, and the 
National Power Show ... more reasons why Jenkins Valves 
ore known everywhere, approved everywhere. 


EXHI Bl 1S at Leading 








“ REPUBLIC 
ELEVATOR BELTING 


Makes Triends 
for You | 


@® NOT ONE BREAKDOWN SINCE REPUBLIC ELEVATOR BELTING WAS 
INSTALLED TWO YEARS AGO—that's the story at the T. B. Gatch 
® Son Quarry in Calvary, Maryland! 


Their primary crusher spews out hundreds of tons of crushed 
Fock daily, and every pound of it is carried off via elevator 
belting. When other ordinary belts proved inadequate, and a 
Series of paralyzing breakdowns disrupted production schedules, 
Republic was called in to analyze the problem. 


Republic's Baltimore Distributor, Robins Rubber Division of the Mr. H. E. Brodnax, Manager 
K. Robins & Company, recommended’ E Elev 3 Robins Rubber Division 
‘ _— ee ee = ncelo vator Bete A. K. Robins & Company, Inc. 
Today, after a grueling two-year run, the same belt is still giving un- Baltimore, Md. 
interrupted service . . . going strong as ever! 


Matching the product to the job is a Republic policy that’s paved the 
Way for success stories like this in every industry 


It’s your key to bigger future sales! Use it! You have behind you an organi- 
Zation that can solve the toughest problem in hose or belting application, and 
they Il back you to the hilt. Remember, Republic Rubber has been the specialist 
in the industrial rubber goods field for more than 48 years 


REPUBLIC’S 5-POINT POLICY 


A LINE of rubber items sufficiently complete to ! an effectively 
supplying the requirements of the trade solicited. 

A QUALITY of product uniformly good and capable of delivering 
service results that should bly be expected 

A PRICE basis inducing dnd making possible aggressive compe- 
tition with reasonable profit return. 

FREEDOM from competition from his source of supply, either 
direct or indirect, among the trade covered by his day to day 
solicitations. 

SELLING helps of reasonable amounts so that his sales force 


may be given the advantage of specialized training and a 
knowledge of the product sold. 





Pioneers in the use of COLD MOLT TIME = MECHANICAL RUBBER GOODS BY 


REPUBLIC RUBBER DIVISION REPUBLIC RUBBER 
LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN, OHIO Dy) IVI S | 0 N 


Lee Deluxe Tires & Tubes - - - Conshohocken, Pa. 
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Industrial Distribution 





Where Do I Stand? 


ae ALTER, our firm’s been in business for 15 
years and 1949 was the only year we've ever 
operated in the red. Brother, that was a rough one.” 

Or again: 

“Our sales last year were more than a million and 
we didn’t make a nickel.” 

And so it goes in conversations with distributors 
across the country. For the first time, at least since 
1938, distributor sales in 1949 were sharply lower 
than those for the preceding year. After 10 or 12 
years of steadily mounting volume, the drop in sales 
took a lot of fast moving to insure black ink opera- 
tions. For many distributors, however, the level of 
minimum service could not be reduced far enough 
or fast enough to avoid red ink. 


Annual Survey Results 


Our “Annual Survey of Distributor Operations” 
(see p. 81) supplies a good factual picture of just 
what was going on in 1949. Here are guideposts 
against which every distributor can measure his own 
performance. Each year, through the cooperation 
of distributors from all parts of the country INpus- 
rrtAL DistriBuTIon is able to render this service for 
the industry. 

The figures shown in our survey are based on 
actual dollar results supplied us in confidence by 
hundreds of industrial supply distributors. In addi- 
tion to measuring changes in sales, inventory, em- 
ployees and salesmen, this year, for the first time, we 
got over-all information on the percentage changes 
in expenses. In the face of an average decline in sales 
of 18 percent, 31 percent of the reporting distribu- 
tors showed higher dollar expenses, 47 percent re- 
ported lower expenses and 22 percent reported 
expenses about the same in 1949 as in 1948. This 
may account for some of the red ink. 

The value of the results of our annual surveys is 
only limited by the use management makes of the 
facts revealed. Surveys are sterile until the results are 
put to use. And the uses or applications by distribu- 
tor management and by the distributor’s sales organi 
zation are many and varied: 

1. How did my sales showing in 1949 compare 
with industry totals? 

2. How did my sales compare with those of other 
distributors in my region? 





3. Was my sales performance the result of the 
“unusual” behavior of leading industries in my trade 
area? Have I analyzed my customers to segregate 
the “boomers” from the “droopers”? Did I spend 
too much time weeping with the “droopers” and not 
enough time selling the “boomers”? After all, total 
U. S. physical volume of production was down only 
8 percent (see p. 94). There were industries on the 
plus side along with those on the minus side. 

4. How does my current inventory position com- 
pare with the U. S. total and with that of distributors 
in my region? 

5. Do my sales per employee and sales per sales- 
man measure up to the showing made by my fellow 
distributors? These are basic measures of produc- 
tivity. How effectively did I employ the abilities of 
the people on my payroll to convert sales effort and 
expense into dollar sales? 

6. How does the average size of my invoice com- 
pare with that of other distributors? Did the size of 
my average invoice drop in 1949? A host of dis 
tributor costs are directly related to the number of 
invoices regardless of size. In the typical firm, the 
actual dollar value of as many as 40 percent of the 
invoices is not enough to pay the direct costs of bill 
ing, entering, mailing and collecting. Have I ex- 
hausted all possibility of increasing my average invoice 
size by selling related items at every opportunity? 


An Individual Job 


I’ve asked a lot more questions here than I have 
answered. Indeed, I can’t answer them for the indi 
vidual firm. Each firm must supply its own answers. 
But in the results of our annual survev, we supply 
facts not elsewhere available on what is happening in 
this industry. The survey material affords very helpful 
measures against which each distributor can check 
performance in his own firm. The figures, however, 
represent averages not goals. This should be remem- 
bered. Top performance is always far above the aver 
age. And it is on top performance that we should 
always set our sights. 


Kota FE 
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FIELD KITS for demonstrating a new 
product are carried by Samuel Harris 
salesmen to stimulate interest. 


FACTORY MEN HELP in launching a new product at the Chicago supply firm. 
Here’s W. R. Barlow adding impetus to the new product campaign by cooperating 
with Salesman Samuel Clarke, Jr. The factory man worked with all salesmen. 


How To Promote A New Product 


\N EXTREMELY CONVINCING Sales pro- 
motion job is necessary for the launch- 
ing of new products by an industrial 
distributor, according to Guernsey 
Clarke, sales promotion manager for 
Samuel Harris & Co., Chicago. 

Mr. Clarke believes in putting on a 
small scale products show as part of a 
carefully planned program of sales pro- 
motion. He believes in a working 
demonstration of a product to com- 
pletely capture the customer’s interest 
and thus effectively get the product’s 
story across and 
in the future. 

Mr. Clarke proves his point with 
this bit of human psychology: “If you 
were to see a young fellow standing on 
the sidewalk, just standing there not 
doing much of anything, the chances 
are you'd pass him by with nothing 
more than a fleeting glance. But, 
take that same young fellow in the 


insure sales success 


66 


Sales promotion manager uses small scale product show 


and working demonstration of product to capture interest, 


get product’s story across and insure sales success 


act of flexing the rubber bands of his 
sling shot back and forth as you pass 

you'll keep your eye on him. What's 
more, he’ll have the undivided atten- 
tion of everyone who happens to pass 
at that time. 


Action Gets Interest 


“Actually, the boy is demonstrat- 
ing his sling shot, showing the passers- 
by what can be done. The passers-by 
are interested simply because the dem- 
onstration is packed with action. 
hey’re interested in finding out what 
effect the demonstration will have on 
them. The point is, that action; a 
convincing demonstration always com- 
mands interest.” 

Recently when introducing a new 
lathe chuck to Harris Co., customers, 
Mr. Clarke’s plan to get the story 
across included getting the factory 
representative’s cooperation. Arrange- 
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ments were made for a three day 
product demonstration to be held in 
the showroom. 

Although the chuck was to be the 
“headliner” in the demonstration, Mr. 
Clarke took the opportunity to invite 
three other suppliers to exhibit and 
demonstrate their equipment at the 
same time. As he points out, “there’s 
no use gathering an interested group 
of spectators at a product demonstra- 
tion unless you get the full benefit of 
the merchandising advantage created 
by demonstrations”. The three addi- 
tional types of equipment exhibited 
were selected for their close relation- 
ship and interest to customers engaged 
in machine shop operation. So as not 
to miss any bets, an additional bit of 
merchandising was a window sign in- 
viting passersby in to see the demon- 
stration. The Harris Co. is located in 
a section of the city where most of the 








A WINDOW SIGN invited passers- 
by to attend the demonstration and 
proved to be an attention-getter. 


machine tools and equipment are sold 
and the sign, therefore, pulled in many 
interested prospects. 

The actual demonstration was only 
part of the sales promotion plan for 
the introduction of the chuck. Other 
features included: 1. The use of field 
demonstration units; 2. The mailing of 
invitation cards to a classified list of 
potential users; 3. The selection of a 
door prize; and 4. The designing and 
printing of a prospect card which 
would double-in-brass in selecting a 
door prize winner. 


Salesmen Show Units 


Three demonstration units were 
made available to salesmen with which 
to create initial customer interest. For 
three weeks before the scheduled prod- 
uct demonstration, Harris salesmen 
made numerous demonstrations to 
prospective customers on a scheduled 
basis, at times with the factory repre- 
sentative. Unable to demonstrate the 
chuck under power, Harris salesmen 
closed each field demonstration with 
an invitation to see the factory expert 
demonstrate the chuck under actual 
working conditions in the Harris show- 
room. Customers were invited to 
bring in their chucking problems. 

Invitation cards were printed on sal 
mon colored penny postcards and 
mailed to 1,500 prospective customers. 
Names were taken from the firm’s 
classified mailing list. An additional 
printing of invitations on plain card 
stock, provided salesmen with cards 
to pass out during their field demon 
strations. 

A micrometer was chosen for the 
door prize because of its special ap- 
peal to machinists. 


SHOWROOM DEMONSTRATIONS were an integral part of the sales promotion 
program and went off on schedule. Many customers attended with samples of the 
work that present lathe chuck problems in their shops 
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PROSPECT CARDS, designed to 
serve for a door prize drawing, were 
turned over to salesmen. 


Ihe cards used for the drawing, 
were designed by Mr. Clarke to serve 
also as prospect cards. Everyone at- 
tending the demonstration was given 
a card which when filled out listed 
all the pertinent information as to the 
company he represented. By tearing 
the card along a perforated line, the 
lower half became the door prize draw- 
ing tab and the upper identified the 
customer and his company connec 
tion and was turned over to the 
proper outside salesman for follow-up. 

The sales success in launching a new 
product of this type under actual 
working conditions was evident in 
the number of customers who at 
tended the demonstration bringing 
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THE DOOR PRIZE, a micrometer, 
helped build attendance at the demon 
strations held over a three-day period. 


with them samples of the work that 
present lathe chuck problems in their 
shops. 

“The customer is still interested in 
his needs, profits, interests and ad- 
vantages the product will provide,” 
said Mr. Clarke. “If sales promotion 
on any product, new or old, hits upon 
these points its sales success is in- 
sured.” 





What we do for ourselves alone dies with 
us, what we do for others remains and is 
immortal. 

—Albert Pike 











4 GRINDING WHEEL SALE gave 
Arty Weber an opportunity to see 


\ 
4 


EASE OF OPERATION and accuracy of joining sold the 


worker. It freed his hands, upped his output by 1000% 


\ HAND-OPERATED SYSTEM for doll joining. Seeking sales for his firm, C. H. 


liebout & Sons, Brooklyn, he recommended the two-man setup be replaced by 


EASE OF ADJUSTMENT convinced the machine builder 
(center). Mr. Weber supplied layout and the components 


For More Sales, Study the Customer’s Product 


Starting with a grinding wheel sale, Arty 
Weber snowballed an account into major 


reforms—and sales—in the process itself 


Arty Weser, salesman for C. H. Tiebout & Sons, Inc., 
Brooklyn, New York, likes to be around when his cus- 
tomers set up for a production run; says he learns more 
from studying their product in process than by merely 
elling supplies on demand. 

So when, a little while ago, he called on a new ac 
count, the Composition Novelty Co., a plant that made 
dolls, he asked first to see how it was done. 

One look earned him the sale of a grinding wheel—to 
finish down the precision molds in which the doll body 
and parts are cast. A second tour, later, sold the cus- 
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The new setup, installed in Composition Novelty Co., moves with a toe touch. 


EASE OF MAINTENANCE brought savings in labor and 


downtime costs; encouraged system's use on larger dolls 


tomer some drills and reamers, for positioning the plastic 
flash holes. He sold them milling cutters for facing 
lugs; lathe tools, and so on, picking up sales here and 
there with each new look at their production line. 

But all the while, Salesman Weber had his mind set 
cn one big idea; to replace the entire, antiquated, manu 
ally-operated doll-joining apparatus with a new, automa- 
tic air-operated system. That one sale, he knew, would 
total inany thousands of dollars in heads, cylinders, air 
controls, valves, gages, hose, etc. He made the grade, 
and did so well on his specifications for the smaller doll- 
joining machines, he was asked to adapt the system to the 
larger, life-size dolls. 

Here is evidence of his success, along with his effective 
sales arguments. The moral? The grass may be greener 
under you than it looks. Maybe it needs a little culti- 
vation. 


LIFE-SIZE DOLL-JOINING MACHINE got the same 
facelift when Mr. Weber solved the indexing problem 
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AN ADDED SALES TOOL is 





given Williams Hardware salesmen with this .. . 


Supplementary Catalog 


Minneapolis official uses bi-monthly publication to plug 


seasonal items and _ to 


Harry D. Howarp, vice-president of 
Williams Hardware Co., Minneapolis, 
believes that the revitalizing of old 
sales techniques and procedures can 
help salesmen wring more business 
out of their territories. He had this 
thought in mind when he designed 
and created a Williams ‘Sears Roe- 
buck” catalog which is doing a highly 
successful job of building sales j 

While the selection of effective sales 
tools for distributors will differ accord 
ing to territories covered, lines han 
dled and the types of customers 
served, Mr. Howard believes a catalog 
is the truly effective method of creat 
ing customer interest in the lines cat 


70 


emphasize his 


firm’s services 


ried. Most buyers and professional 
purchasing agents have a natural in- 
clination to give a catalog that “extra 
attention” that pure direct mail pro- 
motion will not command, Mr. How- 
ard says. The catalog, a salesman in 
itself, is a buying tool for the cus- 
tomer and performs many functions: 

1. Builds up weak territories 

2. Supplies customers with 
product information 

3. Contacts customers 
sales calls 

4. Secures more orders direct 

5. Revives inactive accounts 

6. Develops territories not covered 
by salesmen 


new 


between 
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Increases sales volume on special 

ieee with selected groups 

8. Educates customers on distribu- 
tor service 

9. Creates customer good-will 

The make-up of the Williams cata- 
log has a merchandising appearance 
that customers like. It has fourteen 
pages of black and white illustrations, 
with bold face type describing each 
product, and is mailed to 5,000 
selected customers once every two 
months as a supplementary selling 
agent to the general catalog. The cover 
of the supplementary catalog is 
printed on heavy colored stock, and 
changes with each issue, sometimes 
plugging seasonal items expected to 
be in heavy customer demand and 
other times selling customers on the 
value of buying through Williams. 


10 Cents a Copy 


In every salesman’s territory there 
can be found a number of small ac- 
counts where sales volume does not 
warrant regular personal calls. With 
these buyers, the catalog has been es- 
pecially effective. A folding order 
blank that folds into an envelope is 
bound in every issue to make it easier 
for the customer to order his materials. 
The small “one item” buyer is found 
to be an excellent market for the sea- 
sonal, dated and slow moving items 
that need this extra sales punch to 
clear the warehouse shelves. 

With the larger accounts, the cata- 
log does an equally effective selling 
job. It is regarded by purchasing 
agents as a genuine service, a buying 
tool which calls their attention to new 
products on the market and results 
in establishing a higher degree of au- 
tomatic demand and acceptance for 
the Williams lines. As a sales pro- 
motion piece, it has had the effect of 
keeping buyers Williams-minded and 
selling customers on the more fre- 
quent use of the general catalog. 

Printing of the catalog is handled 
at a cost of less than ten cents a copy. 
It is printed by photo-offset method, 
the advertising department of Wil- 
liams Hardware preparing the paste- 
ups from illustrations and _ type 
clipped from manufacturers’ literature. 
Distribution is handled by mail using 
the names taken from Williams’ classi- 
fied mailing lists. 

In accounts where more than one 
person has a definite bearing on the 
purchasing, several catalogs are sent. 
Salesmen are cautioned against adding 
names to the mailing just for the sake 
of enlarging the mailing list. 

“The success of the catalog as an 
effective sales tool,” says Mr. Howard, 
“depends upon the salesman’s choice 
of ‘people’—not ‘names’.” 








SURVEY OF MAINTENANCE EQUIPMENT 


MACHINE TOOLS 


Estimated 10 yr 
Quantity & over 


METAL FORMING EQUIPMENT 


“Estimated 
Quantity 


OTHER SHOP EQUIPMENT 


Estimated 10 yr 
Quontity & over 


10 yr 
& over 


over 
20 yr 


8,200 91% 79% 
450 17 0 
4,450 79 72 
2,350 68 57 
16,500 41 19 
8,200 55 24 
5,450 67 42 


over 
20 yr 


52% 





Railroads 

Air Transport 

Public Utilities 
Mining & Lumbering 
Manufactured Articles 
Process Industries 
Primary Metals 


31,050 

1,400 
22,900 
13,850 
67,200 
34,500 
22,600 


18,900 

900 os 
18,800 36 
10,700 10 
44,350 6 
36,700 11 
16,250 27 














Total 193,500 45,600 60 40 146,600 20 











INDUSTRY’S AGING MACHINE TOOLS PROVIDE 


Fertile Fields For Distributors 


According to a recently completed 
mid-century inventory of American in- 
dustry’s machine tools conducted by 
American Machinist, McGraw-Hill 
publication, one out of every five ma- 
chine tools now in use is more than 
20 years old. This fact, ‘together with 
others disclosed by the report, em- 
phasizes the opportunities for sales of 
service by industrial distributors, as 
well as the market for new tool sales. 

The inventory divides machine tools 
and other production equipment into 
three age classes: (1) units under ten 
years of age, (2) units 10 to 20 years 
old, (3) units more than 20 years old. 
Situation Critical 

The situation is even more critical 
than the figures reveal, according to 
the editors of American Machinist. 
Hundreds of thousands of machine 
tools which, technically, are within the 
“less than 10 year old category” have 
been subjected to such hard usage that 
for all practical purposes they should 
be in a higher age group. They were 
run around the clock during war days, 
were operated inexpertly by hastily 
trained workers, and are of 1939 or 
earlier design. Highlights from the in- 
ventory’s conclusions are: 

(1) Over 43% of the nation’s ma- 
chine tools today are 10 years 
old or older, as compared with 
38% in 1945. 

More than 800,000 which are 
less than 10 years old are of 
prewar design. Some of these 


designs date back to the early 
1930's. 

At least 95% of the machine 
tools in use today are more 
than 10 years old in design. 
The metalworking industries 
today have 1,762,165 machine 
tools installed in their shops. 
That is an all time high, and 
is 51,000 more units than the 
total in 1945. 

The remarkable postwar de- 
velopments in machine tools— 
greater power, higher feeds and 
speeds, automatic cycles and 
tracer controls, automatic work 
handling—are being scantily 
used. Last year, new machine 
tools produced and _ installed 
were only 2% of those in active 
operation. 


Sales Outlook Good 


All of these facts indicate that an 
increasingly larger number of machine 
tools are demanding a high percentage 
of parts and accessories. These the 
distributor is in a position to supply. 

Eventually, too, the old machines 
will have to be replaced. According to 
American Machinist, machine tool 
orders for the year 1949 are likely to 
be around $205 million, compared 
with $285 million in 1948. If produc- 
tion continues at high levels, sales of 
machine tools should mount again 
this year. 

Other facts from the survey which 
have a bearing on distributor business 
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includes the disclosure that machine 
tool concentration in the South is 
higher than any section outside the 
established metalworking areas of New 
England, Middle Atlantic and Mid- 


western states. 


Regional Results 


Machine tools installed in shops in 
the South have more than doubled 
since V-J Day, increasing from 62,000 
in 1945 to 142,000 today, a gain of 
2.3 times. It is accompanied, as is to 
be expected, by a sharp drop in the 
percentage of machine tools at least 
10 years old—from 48% in 1945 to 
35% at present. 

New England, as well as the South, 
has made important gains in the num- 
ber of machine tools installed in its 
metalworking industries. Machine tools 
installed in New England shops total 
320,000 today, compared with only 
203,000 in 1945. The percentage of 
machines 10 years old or older, mean- 
while, has decreased from 57% to 
49% in the same period. 

By contrast, the dismantling of 
many war plants reduced the holdings 
of machine tools in the Midwest from 
870,000 in 1945 to 691,000 today. At 
the same time, the ratio of machines 
at least 10 years old went up from 33% 
to 44%. 

The Pacific Coast has lost much 
ground. The number of machine tools 
installed in West Coast factories at 
present is 61,000, down about one- 
third from the 1945 level. 
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EX-PRESIDENTS of the Southern, Ted Kenny, Hubbard NORTH CAROLINA had several representatives at the 
Co., Jacksonville, and Dick Alcott, Riechman-Crosby, Mem- mid-year convention, including Mr. and Mrs. George H. 
phis, head for a party with Mrs. Kenny and Mrs. Alcott Booth, Carolina Machinery & Supply, Rocky Mount, N. C 


Southern Meeting Attracts 500 





COCKTAILS FOR TWO are enjoyed by Mr. and Mrs, 4 LOVING CUP with a toast is shared by Mr. and Mrs. 


J. F. Selby, of the Rust-Oleum ¢€ 


GEORGE WEAKS, pre sident, 
sided at the Southern meeting 
head of Weaks Supply, Monroe, 
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W. Harwell Allen, Jr., of Dilworth Co., Memphis 


L. F. PERKINS, vice-president, Henr STUART HEINRITZ, editor of Pur 
Walke Co., Norfolk, Va., discussed chasing, spoke on “British Business Un- 
Personnel Relations.” der the Socialized State.” 
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A JOKE told by C. McD. England, Jr., Logan Hardware & 
Supply, Logan, W. Va., scores with Mr. and Mrs. James H 
Byington, Savannah Ship Chandlery & Supply, Savannah 


EXECUTIVES of many manufacturing companies attended. 
Here are Mr. and Mrs. Horace Armstrong, Armstrong Bros. 
Tool Co., and Mr. and Mrs Kenneth Beardslee, Carboloy Co. 


Speeches by industry representatives and spirited discussion by audience mark 


Southern Association mid-year meeting and jointly sponsored Distribution Forum 


SPIRITED AUDIENCE PARTICIPATION in the discussion of 
current problems facing the supply industry featured a 
mid-year gathering of distributors and manufacturers in 
the Edgewater Gulf Hotel in January. The event was the 
Southern Association’s winter meeting which was com 
bined with the Industrial Distribution Forum, jointly 
sponsored by the American and Southern Associations. 

Attendance set a new record; registrations totalled 400 
and in addition there were about 100 wives present. 

Unlike the all-day forums in Rye and Chicago, the 
Biloxi meeting was condensed into a half day, leaving the 
afternoon free for recreation and mingling. The forum 
was held Jan. 12, and the same pattern was followed fo1 
the Southern meeting on the following day 


Mid Year Speakers 


There were four speakers at the Southern meeting 
Ray C. Neal, president of the National Association and 
president of the Buffalo supply company bearing his 
name, talked on “Who is Our Competitor—Who Deter- 


F. T. STONE, Columbus-McKinnon 
Chain Corp., reported on “The Ameri 
can Individual Enterprise System.” 


RAY NEAL, R. C. Neal Co., Buffalo, 
asked “Who is Our Competitor—Who 
Determines Our Profits?” 


mines Our Profit?”; L. F. Perkins, vice-president, Henry 
Walke Co., Norfolk, discussed ‘Personnel Relations”; 
Franz T. Stone, vice-president of the American Asso- 
ciation and president of Columbus-McKinnon Chain 
Corp., spoke on “Government Regulations”; and Stuart 
Heinritz, chief editor of Purchasing, reported on “British 
Business Under the Socialized State’. 

I'he Forum program, except for being condensed, fol 
lowed the same lines as the two previous sessions in Rye, 
N. Y. and Chicago. There were five speakers: Walter F. 
Crowder, editor of INpusrriaAt Distrisution, led off 
with a report on “What's Behind The Industrial Supply 
Salesman’s Call?”; J. R. Kelley, executive vice-president, 
Manning, Maxwell & Moore, Inc., and W. S. Simpson, 
vice-president of C, T. Patterson Co., New Orleans, 
talked on “Effective Management and Planning”; and 
W. A. Purtell, president, Holo-Krome Screw Corp., and 
Ashley DeWitt, vice-president and general manager, 
Briggs-Weaver Machinery Co., Dallas, discussed “FE ffec- 
tive Distribution Policies” 

(Continued on page 75) 


JOE W. PITTS, Brown-Roberts Hard- 
ware, Alexandria, La., served as moder- 
ator for the forum panel discussion. 
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SOUTHERN MID-YEAR MEETING (CONTINUED) 


BUSINESS may be being discussed by Henry Tonsmeire and Howard Schramm, both APPRECIATION for being invited is 
of Turner Supply, Mobile, but it apparently holds little interest for Mrs. Tonsmeire, expressed by Frank Cruger, president 
Mrs. Schramm and Mrs. Lloyd Mize of Industrial Supply Corp., Richmond, Va. of the Central States Asociation. 





NATIONAL OFFICERS attended too. Dick Holden POOR TIMING for a picture makes Mr. and Mrs. A. 
Silliter & Holden, Hartford), vice-president, and Harry Gould, Oster Mfg., appear as though they do not know each 
Rinehart, secretary, chat before a mceting starts other. Actually a friend’s call made Mr. Gould turn around 


W. A. PURTELL, Holo-Krome Screw ASHLEY DEWITT, Briggs-Weaver, WALTER F. CROWDER, Inovs- 
Corp., spoke at the forum on “Effec Dallas, told of “Distribution Policies” TRIAL Disrrisution, told “What's Be- 
tive Distribution Policies.” from the distributor's standpoint. hind the Supply Salesman’s Call? 
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CHAIRMAN of the American 
Southern Forum was Ralph M. John- 
son, vice-president of Norton Co. 


Two Cocktail Parties 


After the speeches, R. D. Black, Black and Decker 
Mfg. Co., joined the speakers in making up a panel to 
answer questions from the floor. Joe W. Pitts, president, 
Brown-Roberts Hardward & Supply Co., Alexandria, La., 
was moderator 

Although business meetings were held only on Jan, 12 
and 13, the annual gathering actually got underway with 
a cocktail party on the evening of Jan. 11. A second cock- 
tail party was held the following night, and, in addition, 
there was a banquet and entertainment Thursday night. 

Presidents of all three associations were present and 
were introduced at the forum meeting: George G. Weaks, 
president, Weaks Supply Co., Monroe, La., and president 
of the Southern Association; Ray Neal, National presi 
dent; and K. R. Beardslee, vice-president, Carboloy Co., 
and president of the American Association. Ralph M. 
Johnson, vice-president of Norton Co., was chairman of 
the Forum 


COCKTAIL PARTIES were an important part of the social calendar. Here are 
Mrs. Walter Crowder, Mr. and Mrs. J. H. McDonald, Brown-Roberts Hardware & 
Supply, Monroe, La., and Walter F. Crowder, editor of INpustriaL DisTRipuTIoN. 


The Southern president, Mr. Weaks, presided at the 
Southern mid-year meeting. 


Program for Ladies 


In addition to attending the cocktail parties and the 
banquet, the ladies were entertained at a bridge and 
canasta party and at a luncheon. 

Arrangements for the meeting were made by a joint 
Southern and American committee. Mr. Johnson was 
chairman of the American group and was assisted by 
. A. Proven, Porter-Cable Machine Co.; A. H. Butz, 
Minnesota Mining & Mfg. Co., and J. C. Kuhn, Morse 
Twist Drill & Machine Co. Mr. Pitts was chairman of the 
Southern committee and was assisted by Richard Alcott, 
Reichman-Crosby Co., Memphis, and Mr. Perkins. 

Plans for a 1951 mid-year meeting were discussed by 
the Southern Association’s executive committee and it 
was decided to again stage the event at the Edgewater 


Gulf Hotel, Jan. 10, 11 and 12. 


FOR SUMMARY OF SOUTHERN MEETING SPEECHES, SEE PAGE 160 


mn W. S. SIMPSON, C. T. Patterson Co., 
», New Orleans expressed ideas on “Ef 
# fective Management and Planning.” 


wen 


J. R. KELLEY, Manning, Maxwell & R. D. BLACK, Black & Decker Mfg. 
Moore, Inc., gave a case history on 
“Effective Management and Planning.” 


served with the forum speakers as a 
member of the panel 
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SOUTHERN MID-YEAR MEETING (CONTINUED) 





SET TO TEE OFF are T. V. Picraux, Lincoln Engineering; TIME OUT for a rest is being taken by Mr. and Mrs. John 
E. N. Grantvedt, InpusrriaL Disrripution; Foster Holmes, S. Dodge, Lowell Wrench Co., after a spell of mingling at 
Lincoln Engineering; and Burton Leathley, Ace Drill Corp one of the cocktail parties 





STROLLING along are Mrs. W. J. Riley, Riley Supply Co., CHATTING in the lobby are Mrs. Perry Edwards, Clipper 
Monroe, La., and A. K. Oldin, Chicago Screw Co Belt Lacer Co., and Mrs. W. E. Matlack, R. & J. Dick Co. 


THE DISTAFF SIDE gets together—Mrs. J. S. Gentry, JOINING Mr. and Mrs. W. F. Hughes, Peerless Supply, 
I'yler Machinery, Tyler, Tex.; Mrs. Don Thayer, Clipper Belt Shreveport, La., at a cocktail party in the Edgewater Gulf 
Lacer; Mrs. H. L. Coates, Flexible Steel Lacing Hotel is F. A. Hurd, Link Belt Co 
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4 SMILE is the reward Mrs. C. McD. England, Logan “HERE’S TO YOU,” this trio is saying. They are Berry 


Hardware, Logan, W. Va., gives Ben Barker, Pye-Barker Temple, Choctaw, Inc., and Mr. and Mrs. William D 
Supply, Atlanta, for a story he just related Boldt, ‘Templeton Kenly & Co 


COMFORTABLY SETTLED in armchairs on the sun porch TALKING things over are Mrs. Ben Barker, Pye-Barker, 
are Mr. and Mrs. Douglas Graham, Allen Mfg. Co Atlanta, and Jack Wertis, INpustria, Disrrispution. 


) 
: 
; 
| 
| 
| 
; 


NORTH MEETS SOUTH in this picture as Mrs. E. L. 
Pugh, Atlanta, talks things over with Mr. and Mrs. D. W. 
Northup, Henry G. Thompson & Son 


ABOUT TO LEAVE the cocktail party to attend the 
banquet held by the association are Mrs. Lou Lincoln, Bay 
State Tap & Die; and Jack Stites, Cleveland Twist Drill. 
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PRODUCT FACTS are being pointed out to Wally Steeg, General Mill Supplies, New Orleans, by Otis L. Durel. 


“Sell Yourself and You'll Sell Products” 


New Orleans salesman says one of the most important things in selling is to 
like people; if you do, he says, they’ll like you and you'll get their business 


Wa ty Sreec doesn’t consider him 
self a radical when it comes to selling 
industrial tools, supplies and equip 
ment for General Mill Supplies, New 
Orleans, but he believe there 
are plenty of times when you have to 
ignore all the rules and regulations 
that are supposed to spell success in 
selling. 

His sales philosophy probably is 
best expressed in the old saying: 
“When in Rome, do as the Romans 
do.” He believes implicitly in conduct 
ing himself as customers want him to 
and he determines their likes and dis 
likes in conduct by carefully studying 
them—their actions, their speech. 

“Of course,” Mr. Steeg explained, 
“you can’t just be a carbon copy of a 
customer and expect him to give you 
all of his business; vou have to be 
equipped to help a customer. Once 
you know you really can render serv 
ice to a customer, the important thing 
is for you to sell yourself to that cus 
tomer and there’s no hetter way to do 


does 
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this than to forget you're selling and 
really become interested in the cus- 
tomer as a person.” 

Mr. Steeg admits his experience has 
been limited but D. Morvant, presi- 
dent of General Mill Supplies, says 
his selling record is so good there must 
be something to his sales philosophy. 
Mr. Steeg joined General about a year 
and a half ago. His previous selling 
experience was limited to selling ad- 
vertising space in a Tulane yearbook. 

After receiving his bachelor of sci- 
ence degree, Mr. Steeg joined an oil 
field contracting firm. He spent three 
vears with the company and decided 
office work was not for him. Selling, 
he concluded, would be better. 

That decision resulted in Mr. Steeg 
calling on Mr. Morvant. 

There was no rosy picture painted 
for Mr. Steeg. Mr. Morvant told him: 
“All of the accounts on our books 
already are assigned to salesmen. I 
can’t take accounts away from them 
to give them to vou but there are 
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many small firms which we are not 
covering now. If you'd like to work on 
those accounts, you've got a job.” 

Mr. Steeg went to work on the small 
accounts. He now has more than 100 
of them, accounts which previously 
were not on General Mill Supplies’ 
books. And Mr. Steeg likes calling on 
small accounts. 

“Small firms are the ones you can 
really help,” he said. “When you call 
on a big manufacturer you have to go 
through a purchasing department, and 
many cases, the purchasing agents 
don’t know what the problem in 
the shop are. When you deal with the 
smaller firm, you get closer to the men 
who do the requisitioning, the men 
who use the materials you sell.” 

But, whether the customer is big 
or small, Mr. Steeg found out early in 
his selling career that the most effec- 
tive way to sell yourself to a customer 
is to be. “Johnny-on-the spot” when 
that customer needs help. “If you 
come through with help when a cus- 





INVENTORY DATA, says Mr. Steeg, should be up-to- 


date. Miss Elaine Stroud helps him check the records. 


tomer needs it,” Mr. Steeg said, “that 
customer will reciprocate with orders.” 

Mr. Steeg believes there are no sub- 
stitutes for product knowledge, up-to- 
date information on what you have in 
stock, and good sales direction from 
the management of your firm. 

He does not set himself up as an 
expert on products but he believes that 
every salesman can profit by careful 
reading of manufacturers’ literature 
and product articles in magazines. 
“Customers don’t really expect you 
to know all the answers on all the 
products, but they do want you to be 
able to get the answers for them.” 
This, according to Mr. Steeg, is where 
the manufacturer’s man can be of real 
help. 

The product information he ac 
quires in this way is supplemented by 
studying products himself and by talk- 
ing about them with his salesman- 
colleagues and the men in the ware- 
house. 

For his up-to-date information on 
stock, Mr. Steeg does two things: he 
studies perpetual inventory records and 
makes frequent trips through the ware- 
house. 

As for sales direction, Mr. Steeg 
relies on Mr. Morvant and Jim Dis- 
con, sales manager, to give him guid- 
ance and suggestions on how to im- 
prove his selling effort. 

That the system has worked for Mr. 


SELLING POINTERS are given Mr. Steeg in bulletins 


issued by Sales Manager Jim Discon. 


— 


SALES DIRECTION is supplied by both salesmen and officers of General Mill 
Supplies. Here’s D. Morvant, president, checking catalog pages with Mr. Steeg 


Steeg is illustrated by the story Mr. 
Morvant tells about his young sales 
man 

“After Wally had been out selling 
for a while, we began to notice that he 
was getting an unusually large number 
of telephone calls. When he wasn’t 
in, the callers would leave no message 
other than to have Wally call them 
back. It got so Wally was staying late 
every night, returning calls. Finally we 
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found out what was happening. The 
customers were getting to like Wally 
so well, they wanted to make sure 
that he would get credit for sales and 
they wouldn’t take a chance on giving 
the order to some one else in our com- 
pany or mailing it in. It was only 
after Wally himself assured the cus- 
tomer that he would be credited with 
their business, no matter how it came 
in, that they'd talk to anyone else.” 














THEN the Trenton firm’s display area NOW the same area is up-to-date as new equipment and —_ ering can make it. 
was tiny; work-benches served as tables. Neon and daylight compete in the room; display boards emphasize lines. 





PICTURE SEQUENCE OF WILEY-HUGHES CO., TRENTON, PROVES 


What a Difference a Decade Makes 





THEN the warehouse wasted more NOW a mezzanine divides the floor; puts everything in reach and stores more per 
space than it used; shelves were lofty. square foot. Light-reflecting paint brightens aisles; a hoist hefts “the big ones.” 





THEN the office areas were blocked NOW the same rooms are pine-panelled, light and airy. The heat source is hidden; 
by radiators; space was at a premium modern sound-proofing cuts office noises; modern machines speed operations. 
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Annual Survey of 
Distributor Operations-1948 -'49 





NATIONAL PERCENTAGE CHANGES-|1948-49 





Sales Inventory 





Invoices 
Billed 





Number of Number of Sales per 
Employees Salesmen 


Sales per 


Employee Salesman 








Readjustment Brings 18% Sales Drop 


EXPECTATION became a reality in 
1949 as the uneasily awaited post-war 
“readjustment” came, as it did to all 
businesses, to the industrial suppl; 
ficld. The business slide, which began 
in the closing months of 1948, con- 
tinued with increasing speed through 
most of 1949 and, in spite of an up- 
turn late last year, year-end figures 
showed an overall sales drop of 18.7 
percent in industrial supplies and 
equipment from 1948's record high 

[his is the central fact gleaned 
from INpustRIAL DistripuTioNn’s na 
tionwide survey conducted during Jan 
uary, 1950, covering operations of the 
industry in 1949 compared with the 
preceding year. Cooperating distri 
butors, both general line and specialty 
houses, supplied us with their dollar 


sales and inventory figures as well as 
information on other aspects of their 
operations. 

The to keep all 
distributors posted on annual trends 
in our field, is an annual feature of 
INpusTRIAL Disrripution. We ex 
tend our thanks to those distributors 
who, by sending us their own figures, 
have made it possible for us to present 
this information. Industrial supply 
distributors everywhere who use these 
data to measure the performance of 
their own firms are indebted to these 
participating firms 


survey, designed 


New Questions on Survey 

Ihe survey is divided into three 
parts. A general discussion deals with 
national sales figures, inventory data, 
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and other information. New questions 
were introduced this year dealing with 
expense behavior and trends in inven 
tory policy which should be of gen 
cral interest to distributors. 

I'he second section is devoted to a 
regional analysis of the data gathered 
in the survey. Supply firms from all 
states in the United States repsonded 
to INpusrriat Disrripution’s request 
for information, and the data were 
broken down into four groups of 
states. By checking regional averages 
against their own figures, distributors 
will be better able to gage general 
business conditions in their immediate 
vicinity 

Last year for the first time a suffi 
cient number of returns were avail- 
able to group the states into five re- 








gions, but this was not possible this 
year. 

In addition to national and regional 
averages, the data were arranged to 
show performance averages by size of 
the participating firms, based on total 
sales in 1949. 

Finally, distributors were asked to 
give their estimates of sales for 1950, 
compared to 1949, and to list what 
they considered the most important 
problems confronting the industry to- 
day. A summary of this information 
is on the last page of this section and 
constitutes the third part of the sur- 
vey. 


Sales Near $21% Billion 


Reports secured from cooperating 
distributors indicated that the dollar 
sales of equipment and _ supplies 
through industrial distributors were 
an estimated $2,454 million. This was 
a decrease of slightly over $500 million 
from 1948’s all-time high of a little 
over $3 billion. 

It represented a $3 mililon decline 
from 1947’s $2,800 million sales fig- 
ure. 

In comparing 1948's sales to the 
preceding year, distortions caused by 
price rises had to be considered. It 
was estimated that although sales rose 
8 percent in 1948 over 1947, price 
rises in distributor items somewhat re 
duced the rise of volume of goods 
handled from the 8 percent figure. 

The reverse is not necessarly true 
this year. Although sales declined ap- 
preciably in 1949, there was no gen- 
eral price drop; this meant that the 
decline in physical volume of goods 
handled closely _ paralleled and 
equalled the 18.7 percent dollar drop. 


Individual Firms Vary 

It has been recognized for some 
time that industrial distributors are 
an extremely heterogenous group. This 
is borne out by the table below, which 
shows the range of sales perform- 
ances of the reporting firms. Although 
the average of all reporting distributors 
revealed an 18.7 percent drop in sales, 
individual firms ranged from a decline 
of 50 percent to a sales gain of 30 
percent. 

Ranges almost as extreme were 
found within each regional grouping, 
which indicated that internal condi- 
tions, as well as special circumstances 
in each distributor’s own immediate 
vicinity, were major factors in indi- 
vidual sales performance. 

Here is the range of sales found 
among the cooperating distributors: 


Increase or Decline 
in Sales, Percent of 
1949 over 1948 —_ Reporting Firms 
+20.1 to +30.0.......... 1.2 
10.2 to 4-20.04. oe e ces 4.8 
+ 1 to +10.0.......... 6.1 


— .1 to 
—10.1 to 
—20.1 to 
—30.1 to 
—40.1 to 


DDS whe 


These figures do not make a good 
showing when compared with the sales 
records of the past few years. They also 
are less favorable than other types of 
businesses, even though most of these 
registered sales losses in 1949. The 
explanation lies in the fact that the 
capital goods industries, with which 
industrial suppliers are closely allied, 


are the first to suffer during periods 
of “adjustment”, “‘recession”, and the 
like. 

Not only are capital goods indus- 
tries the first to suffer, but they are 
usually hit the hardest, as the decline 
in capital spending is always greater 
than the decline in consumer expendi- 
tures when a general business setback 
occurs. The converse is also true: 
when the business cycle emerges from 
a slump and starts an upward climb, 
these same industries are usually the 
first to revive. 

The fact that this is an economic 
phenomenon which will always have 
to be lived with is small comfort to 
distributors, but it at least explains 
partially the abrupt drop in 1949's 
sales. 


Inventories Decline With Sales 


Year-end figures show that the aver- 
age inventory of reporting distributors 
was 11.3 percent below beginning in- 
ventories on January 1, 1949. Dis- 
tributors were caught between two 
fires at the beginning of 1949. Sales 
had begun to slip in the latter part of 
1948, and were almost certain to con- 
tinue falling. Faced with declining 
sales, management would feel the 
need to trim and balance inventories. 

At the same time, there was a very 
real possibility of price increases in 
many of the lines that distributors 
handled, which would normally call 
for increased purchases. Evidentially 
the fear of declining sales was greater 
than the fear of rising prices, for, ac- 
cording to the survey, of those dis- 
tributors who cut inventories in 1949, 
25 percent of them began this policy 
as early as January, 1949. 





Comparison of Performance by Size of Firm 





(Based on annual sales volume in 1949) 
$1,001,000 


$500,000 
and 
under 


$501,000 
to 
1,000,000 


to 
2,000,000 


Percentage increase (or decrease), 1949 over 1948 


$2,001,000 All firms 
and 


over 


5 OMELET AAI ae awa =~ 


ana 


—16.8 
—14.5 
— 3.4 
— 5.5 
+ 2.4 
—11.9 
—18.7 


—18.2 
—11.3 
— 9.0 
— 5.1 
+ 3.5 
—13.8 
—21.0 


Sales —17.3 
Inventory — 3.8 
Invoices Billed. —10.8 —16.2 
Number of Employees — 2.8 — 3.4 
Number of Salesmen — 2.7 + 7.9 
—15.0 —14.8 


—15.0 —23.7 


— 22.8 
— 6.6 
—11.3 
— 6.6 
+ 5.9 
—17.4 
— 27.1 


—17.7 
— 9.8 


Sales per Employee 
Sales per Salesman 
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Majority Continues to Cut 
Inventories 

In addition to being asked the 
amounts of their opening and closing 
inventories in 1949, distributors were 
also asked in the survey to state whether 
they were consciously trying to cut in- 
ventory across the board at the end of 
the year, trying to increase inventory 
across the board, or maintain present 
levels. If they had changed their poli- 
cies from one of these to the other 
during the year, they were asked to 
name the month on which the policy 
change took place. 

The survey indicated that 61.5 per- 
cent of the reporting distributors were 
reducing inventory at the end of the 
year; that 13.3 percent were increas- 
ing inventory; and that 25.2 percent 
were holding their inventory levels 
stable. About 50 percent had changed 
their inventory policies during the 
year, 

Of those who had done so, the 
greatest number first changed their 
policies in January, 1949, or earlier. 
The majority of the remainder 
changed their inventory policies in 
June and July. Since the largest num- 
ber of these distributors were chang- 
ing to a policy of reducing inventory, 
this means that January, June and July 
were for them the critical months of 
1949. 


Total Number of Employees 
Down, But Number of Salesmen 
Increases 


Cooperating distributors had 5.1 
percent fewer employees on their pay- 
rolls at the beginning of 1950 tha 
they had a year earlier. The number 
of salesmen, on the other hand, had 


been increased 3.5 percent over the 
same period. 

Since salesmen are included in. the 
total employees figures, it would indi- 
cate that the drop in inside personnel 
amounted to almost 10 percent. 

These statistics indicated that dis- 
tributors are giving an increasing 
amount of attention and gearing their 
operations to meet the problems raised 
by a return to normally competitive 
business conditions. The selling func- 
tion of the industrial supply firm was 
pushed in 1949, and the increase in 
the number of salesmen, in spite of 
sales declines, indicated an awareness 
of the requirements of competitive 
selling. 

The overall decline in the number of 
employees evidentally came as the re- 
sult of distributors attempting to trim 
expenses wherever possible. Since it 
became necessary to concentrate on 
outside selling, the only major source 
of savings lay in reducing inside ex- 
penses, including inside personnel. 

The average annual sales of report- 
ing distributors per employee declined 
13.8 percent in 1949, from $30,783.27 
to $26,547.64. The average annual 
sales per salesman declined 21 percent, 
from $198,476.06 to $156,793.27. 
The overall drop in sales, plus the rise 
in size in the total selling force, ac- 
counted for the sharp drop in sales per 
salesman. 


Invoices Billed Drops 9 Percent 


The number of invoices billed by 
the average distributor reporting in 
this survey was 9 percent smaller in 
1949 than in 1948. The size of the 
average invoice dropped $4.01, from 
$39.37 to $35.38. 


This combination of fewer and 
smaller invoices had a serious effect 
on operating expenses. Since the aver- 
age overhead cost connected with proc- 
essing each order remained relatively 
constant, or actually increased as clen- 
cal overhead was distributed over a 
fewer number of invoices, the percent- 
age of expense increased as the average 
amount per invoice billed declined. 
This would tend to cut profit margins. 
Cooperating distributors in all regions 
attempted to offset this by cutting 
inside employees. 

The range between individual firms 
on the question was very great, differ- 
ences becomes apparent in the re- 
gional analyses of the survey. 


Expense Reports Varied 


A new question on this annual sur- 
vey was designed to gage the fluctua- 
tions of operating expenses of the 
reporting firms. A very broad range of 
answers indicated that there was very 
little, if any, correlation between the 
direction of an individual firm’s sales 
and its expenses. 

Forty-five percent of the cooperating 
firms reported that their expenses 
in 1949 were within 5 percent of 
1948's. As may be seen by the accom- 
panying table, the spread was from ex- 
penses of more than 20 percent greater 
and more than 20 percent less, 1949 
ee with 1948. 

nis, together with the fact that 
examination of individual reports in- 
dicated that there is little relation 
between sales and expenses (other 
than direct selling expenses), implied 
that individual problems rather than 
industry wide problems determined 
the expense of doing business. 





Operating Expenses of Reporting Distributors, 1949 over 1948 





Operating Expenses, 
1949 over 1948 


Over 20% greater.... 

15 to 20% greater. . 

10 to 15% greater. . 
5 to 10% greater............ 
.1 to 5% greater 





31.3 % Reported Expenses Up: 


Percent of 
Distributors 


1,2 
4.8 
1.2 
13.3 
10.8 


21.7% Reported Expenses the Same in 1949 


47% Reported Expenses Down: 


Operating Expenses, 
1949 under 1948 


Over 20% less 
15 to 20% less 
10 to 15% less 
5 to 10% less 
-1 to 5% less 


Percent of 
Distributors 


3.6 
6.0 
9.6 
14.5 
13.3 
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North Atlantic 





Sales Decline Slightly Over National Average 


SALES for 1949 in the North Atlantic 
region were down 19.7 percent from 
1948, about 1 percent lower than 
the national average. As would be ex- 
pected with any average, wide indi- 
vidual differences in sales perform- 
ances were obscured. Five percent of 
the cooperating distributors in this 
region reported sales gains of up to 7 
percent, while the sales of the remain 
ing 95 percent were down in some 
cases as much as 40 percent. 
Inventory levels on January 1, 1950, 
were 12.9 percent below the previous 
year’s. Reporting distributors from 
this region cut inventories more 
sharply than did those in any other 
region, and about 14 percent more 
than did the average distributor as 
computed on a national basis. 


Distributors in this region differed 
considerably among themselves on the 
matter of inventory policies. ‘Twenty 
five percent of the reporting firms had 
inventories on January 1, 1950, which 
were as much as 10 percent greater in 
dollar value than on the preceding 
January 1. The remaining 75 percent 
cut inventories as much as 36 percent. 
[here was very little correlation be- 
tween the rise and fall of inventories 
ind fluctuations in sales. 

These distributors reported a 12.5 
percent reduction in the total number 
of employees during 1949. At the same 
time, they reduced the total number 
of salesmen by 2.1 percent. The North 
Atlantic region was the only one in 
which there was a reduction in sales 
personnel. 


Ihe North Atlantic region made a 
larger over-all cut in employees than 
did any other region, showing an effort 
to keep overhead in line with sales. 

Average annual sales per employee 
were off 8.1 percent, while average an- 
nual sales per salesman declined 17.9 
percent from 1948’s figures. Average 
annual sales per employee amounted 
to $28,054.67 in 1949, as compared 
with $30,542.34 in the preceding 
year. This decline was the lowest of 
any region, as was the decline in an- 
nual average sales per salesman from 
$178,384.96 to $146,507.73. 

The number of invoices billed by 
reporting firms in the region declined 
16.3 percent. The size of the average 
invoice was $31.42, down fractionally 
from the $32.72 of the preceding year. 





PERCENTAGE 


CHANGES~—|1948-49 





Inventory 





Number of 
Employees 


Invoices 
Billed 





Number of Sales per 
Salesmen 


Sales per 
Salesman 





Employee 
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Southern 








Southern Region Shows Greatest Sales Drop 


THIS region is a study in extremes. 
Of the four groups of states studied, 
this region showed the greatest drop 
in sales, least drop in inventory, least 
drop in average number of employees, 
biggest rise in average number of sales 
men, and by far the greatest decline 
in both average sales per employee and 
average sales per salesman. 

Ihe 1948 annual survey mentioned 
the probability of a continued level 
ing out in the sharp upward growth 
curve of the industrial South as newly 
created industrial facilities hit their 
regular production schedules. This de 
cline in the expansion rate of industry 
in this region (which is still above the 
national average in this respect), 
coupled with the general business set 
back in 1949 accounts for the area’s 


sharp decline in sales. 

Sales of cooperating distributors in 
this region were off 21.7 percent from 
the 1948 average. This decline is 3 
percent greater than the national aver 
age, and 2 percent greater than the 
North Atlantic region, which had the 
next greatest drop. Eight percent of re 
porting southern distributors registered 
sales gains up to 1] percent, while 
the remaining 92 percent had declines 
in sales ranging in 45 percent below 
1948. 

The inventory level of the average 
firm reporting in this group was only 
10 percent lower on January 1, 1950, 
than it was a year previously. 

The average number of employces 
declined 1.8 percent, while the aver 
age number of salesmen was up 7.7 


percent. ‘This increase in the sales 
torce explains the small overall decline 
in number of employees. 

Average annual sales per employee 
declined 20.3 percent, from $34,- 
418.20 in 1948 to $27,436.60 in 1949. 
Sales per salesman averaged 27.3 per 
cent lower in 1949, dropping from 
$191,191.18 to $139,002.76. 

Reporting distributors in this region 
billed, on the average, 9.8 percent 
fewer invoices in 1949 than in the 
preceding year. The average size of 
invoice dropped from $34.89 to 
$30.28. 

Due to the size of this region, there 
are probably significant variations be 
tween areas within the region. The 
ideal breakdown would show the 
Southwest as a separate region. 





PERCENTAGE 


CHANGES-|1948-49 





Inventory 








Invoices 


Billed Employees 
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Number of Number of Sales per 
Salesmen 


Sales ger 


Employee Salesman 

















North Central 





Regional Sales Decline Less Than Average 


HE North Central regional reporters 
held their sales volume better than 
their southern and eastern counter 
parts, showing a 16.5 percent drop 
from 1948. This was about 1 per 
cent less than the national average. 

Individual firms varied between sales 
gains of 11 percent and losses of 32 
percent. Only 10 percent of the firms 
in this region had an increase in sales 
in 1949, 

Inventory levels of reporting dis- 
tributors fell 10.4 percent in 1949. 
This decline was slightly below the 
national average of 11.3 percent. Only 
5 percent of the reporting firms in 
this region showed an increase in in- 
ventory, and drops were registered up 
to 35 percent 

The overall number of employees 


among these distributors fell by 5.1 
percent, while the number of salesmen 
increased 4.6 percent. Next to the 
Southern region, this was the greatest 
increase for any region. 

Sales on the average per employee 
declined 8.8 percent, while average 
sales per salesman fell 20.2 percent. 
This sharp drop is explained by the 
increase in the sales force. 

Sales per employee in the group 
averaged $28,413.38. ‘This was about 
$3,000 below the previous year’s aver- 
age of $31,169.66. Average amount 
of sales per salesman among reporting 
distributors in the North Central re- 
gion was $137,264.37, down from 
$172,048.30 in 1948. Sales of report- 
ing distributors in this region were 
very close to the average reported by 


southern firms for their region, $139 
thousand. 

The average number of invoices 
billed by reporting firms in the North 
Central group was down 14 percent 
in 1949 from 1948. At the same time, 
the size of the average invoice de 
clined from $35.70 to $34.65. 

There were many wide variations in 
performance among the reporting firms 
in this area. In the last annual survey, 
a sufficient number of returns werc 
obtained from this section of the 
United States to break the area into 
two regions. Unfortunately this was 
not possible in the 1949 survey, and 
averages for this region are likely to 
conceal real differences between trends 
in two separate sections of the 
country. 
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Sales Inventory 





Invoices 


Billed 
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Number of Number of Sales per 
Employees Salesmen 


Sales per 


Employee Salesman 














Western 





Western Distributors Show Least Sales Losses 


IN the two annual surveys preceding 
1948’s, distributors in the western 
states reported the narrowest sales 
gains among any of the regions segre- 
gated for analysis. This trend was 
sharply reversed according to the 1948 
survey, which showed that this region 
had the widest gain of any surveyed. 
From this, it was inferred that post- 
war readjustments had been worked 
out, and the western states had re- 
sumed the upward trend which char- 
acterized it preceding and during the 
war. 

This analysis is borne out by the 
1949 survey, which reveals that dis- 
tributors in this area had the smallest 
losses in sales volume of the four re- 
gions analyzed. Sales losses of cooper- 
iting distributors in this region aver- 


aged 15.5 percent, about 3 percent 
below the national average. About 25 
percent of the reporting distributors in 
this area recorded increases in sales 
of up to 26 percent over 1948’s, while 
the sales decline of the remaining 75 
percent ranged up to 46 percent. 

Corresponding firms trimmed thei 
inventories an average of 12 percent 
below 1948’s level, making this the 
largest drop next to the North Atlan- 
tic region’s 12.9 percent. 

The average number of employees 
declined 3.5 percent, while the aver- 
age number of salesmen reported by 
these distributors increased 2.8 per- 
cent between 1948 and 1949. 

Cooperating distrivutors in the 
Western region, as did those in the 
Southern region, made a compara 


tively small over-all cut in their total 
number of employees. The result of 
this was a somewhat larger than aver 
age decline in sales per employce. 

Average sales per employee were 
down 12.5 percent, from $28,283.33 
in 1948 to $24.751.65. Average sales 
per salesman dropped from $244, 
586.51 in 1948 to $200,884.90 in 
1949, or 17.9 percent. 

Reporting distributors in this area 
billed 3.9 percent more invoices in 
1949 than in the preceding year, but 
the average size was down about 18 
percent from $54.88 to $44.62. This 
ten dollar drop in the size of the aver- 
age invoice was much greater than 
the drop in any other region, and over 
double the average national drop of 
four dollars. 
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Inventory 








Number of 
Employees 


Invoices 
Billed 
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Salesmen 


Sales per 
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Distributors Look at 1950 


ON THE AVERAGE, distributors were not prepared 
for the news they (and most other businessmen) 
received in 1949. In our survey taken last Jan- 
uary, the estimates of distributors averaged out 
for 1949's sales to be on the same level as 1948's. 
This was considerably more pessimistic than 
their estimates of the preceding year, but was 
not pessimistic enough. Sales, according to this 
survey, were off 18.7 percent. Only 19 percent 
of the reporting distributors last year thought 


Estimate sales 

in 1950 will be: 

More than 20% above 1949 
10 to 20% above 1949 

1 to 10% above 1949 


Percent of 


Distributors 


About the same as 1949 
1 to 10% below 1949 
10 to 20% below 1949 


their forecasts—-this 


estimates: 





they would be off as much as 10 percent. 
We asked distributors again this January for 
for 1950. 


More than 20% 


Here 


are the 


below 1949 





The Pressing Problems of the Industry 


EACH distributor answering the 
survey form gave his own idea of what 
constituted a problem. Prominent 
among the problems mentioned were 
inflexible margins, rising operating 
costs, government interference, high 
taxes, especially on small business, 
price cutting and the difficulty of 
maintaining the service expected of 
the industry. 


The following 
typical: 


comments are 


“The tendency to extend O.E.M. 
discounts to any shop that manufac- 
tures a product is taking business out 
of distributors’ hands. Factory price 
lists are still a source of trouble.” 

—North Carolina Distributor. 


“1. The small order problem. 2. 
The need for greater employee pro 
ductivity.” 

—New Jersey Distributor. 


“The low profit on many lines of 
merchandise for the service that a dis- 
tributor must furnish.” 

—Minnesota Distributor. 


“A battle for the survival of the 
fittest seems to have developed.” 
—Califormnia Distributor. 


“The lack of proper educational 
work and sales know-how on the lines 
which we handle and the fact that the 
manufacturers’ representativ es are not 
equipped to properly present to our 
salesmen the necessary know-how in 
order that they may do a constructive 
selling job.” — 

—Virginia Distributor. 


“All companies face increased oper- 
ating costs, more orders to handle but 
with lower dollar volume per invoice, 
increased credit problems and no larger 
margin to work on than in pre-war 
years. 

—Michigan Distributor. 


“The selection, training and educa- 
tion of competent personnel for inside 
and outside sales work.” 

—Indiana Distributor. 


“Industrial suppliers’ biggest _ 
lem is to evaluate their own policies 
and actions in relation to their essen- 
tial function which is an indispensible 
service to industry. If their ‘profits’ are 
considered as a proper fee for this 
service they will neither overprice 
themselves out of the market or cut 
each other’s throats by accepting less 
than a fair price for the services they 
perform.” 


—West Virginia Distributor. 
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“The cutting of prices by jobbers, 
trying to make up lost profit by vol- 
ume. 

—Louisiana Distributor. 


“Our problem is to get our inven 
tories fF amas: and still, at the same 
time, supply our customers with the 
merchandise they need. Industry’s big 
problem is excess operating costs; 
which, of course, covers a tremendous 
list of varying problems.” 
—Arizona Distributor. 


“1. Increasing costs. 2. Depletion of 
working capital. We are small opera- 
tors, therefore capital is our chief 
concern.” 

—Pennsylvania Distributor. 


“Working capital. Average sale per 
shipper. Credit losses.” 
—California Distributor. 


“Discourage direct selling by man- 
ufacturers and manufacturers’ agents. 
Better discounts than are presently 
being allowed. Restoration of 2% cash 
discount by all manufacturers on all 
classes of merchandise. A better un- 
derstanding between management and 
labor, 

—Illinois Distributor. 








SAVES CUSTOMER’S TIME AND MONEY 


One source of supply for Osborn’s complete line 
of maintenance brushes cuts your customer's 
buying costs. Osborn’s quality construc- 

tion gives longer useful life and 

stretches your customer's buying 

dollar farther. 


Are you making a clean bweep 


of maintenance brush sales? 


A“ you getting all available maintenance brush less than 1° of the average cleaning job? 


The name Osborn is recognized the world over 





business from each customer's plant? If not, 


does each customer know that from Osborn’s for quality brushes built for industry by the company 


complete line he can buy a brushing tool de- — that knows industry's problems. The name Osborn 


signed to simplify and cut the cost of each plant is one of your best sales tools to boost your volume 


maintenance job? Does he know that the cost in new maintenance brush business and to increase 


of the best in brush workmanship and materials is your repeat business. Why not use it profitably. 


THE OS80RN MANUFACTURING COMPANY 


Dept. 261 5401 Hamilton Avenue e« Cleveland 14, Ohio 











Osborn 
’ - No. 1820 
Window Brush Master Duster Upright Fibre Broom 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY - POWER DRIVEN BRUSHES + PAINT BRUSHES - MAINTENANCE BRUSHES 


INDUSTRIAL DISTRIBUTION * MARCH, 1950 











January 1950 
Compared with 
December 1949 


January 1950 
Compared with 
January 1949 


U. S. TOTALS 











Compitep By InpustRiAL DistRiBuTION 








Supply Sales Trends 


The level of industrial supply sales across the 
country is still about 19 percent below a year ago, 
according to this month’s survey. Sales in the 
Middle Atlantic and the South lag farthest behind, 
with cooperating distributors in these regions re- 
porting sales for January 1950 as being 24 percent 
below January 1949. 

The fifteen westem states, as judged by re- 
porting distributors, chalked up sales in thefirst 
month of 1950 which are only 8 percent below the 
the first month of 1949’s, At the same time, their 
sales for January are 15 percent under December's, 


Sales for all reporting distributors are two 
percent less in January than in December, 

The East South Central states (Alabama, Ken- 
tucky, Mississippi and Tennessee) show the great- 
est increase between December and January, with 
sales of reporting distributors 18 percent higher in 
January than in the preceeding month. 

The only otherregion whichreported January’s 
sales as higher than December’s is New England, 
with a two percent increase. 

All regions reported sales in January as being 
lower than in the first month of 1949. 





January 1950 
Compared with 
December 1949 


January 1950 
Compared with 
January 1949 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 


Pennsylvania 








+2 % 


-4% 





-15% 


-24% 





Figures in this 
column ordinarily 
show changes in 
sales between 
1950 to date and 
1949 to date. 
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high speed 
pipe threaders 











Many production jobbing shops are prime 
prospects for Oster "RAPIDUCTION" Pipe 
Threading Machines. Engineered for high 
speed, low cost threading of pipe in small 
or large quantities, "RAPIDUCTION" ma- 
-\ chines are the answer to that problem of the 
“A. production jobbing shop. 
Point out to your prospects these typical 
“RAPIDUCTION" threading speeds: 
20 seconds on 2!/," pipe. 35 seconds on 4" 
“RAPIDUCTION’” DIE-HEAD pipe. Comparable speeds are obtained on all other sizes up to 103 seconds 
, e a on 8" pipe. (See Oster "RAPIDUCTION" catalog for complete “time 
Top view shows "RAPIDUCTION table" of these machines.) 
Die-Head adjusted for threading ¥ : : . 
SMALLEST size of pipe within range "“RAPIDUCTIONS" are made in two models: No. 6-A with a standard 
of machine. Lower view shows same pipe range of |" to 6" and bolt range of |" to 4"; and No. 8 model with 
die-head adjusted to thread LARG- a standard pipe range of 2!/," to 8". 
EST size within range of machine. Both models have the "RAPIDUCTION" Die-Head pictured at left. Dies 
Quick, accurate adjustments are are High Speed Steel. One set handles all sizes of same pitch and taper 
made for size of pipe and depth of without change. Any single die can be replaced without renewing entire set. 
thread. The RAPIOUCTION Die. You can sell Oster “RAPIDUCTION" machines on their outstanding per- 
Head is a BIG fime-saver! formance and ability to keep threading costs at rock-bottom. Get ALL the 
facts about “RAPIDUCTIONS". Write for detailed information NOW. 


Engineered and Manufactured by 


THE OSTER MANUFACTURING COMPANY 


Main Office and Factory: 2041 E. 61st STREET, CLEVELAND 3, OHIO 
BRANCH SALES OFFICES: NEW YORK © CHICAGO ¢ PHILADELPHIA © LOS ANGELES 


BUILDERS OF PROFIT-MAKING THREADING TOOLS AND MACHINES SINCE 1893 
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SALES TRENDS (Continued ) 





January 1950 
Compared with 
December 1949 


January 1950 
Compared with 
January 1949 





SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST 


Arizona 
Colorado Nevada 
Idaho New Mexico 
Iowa North Dakota 
Kansas South Dakota 
Minnesota Utah 
Missouri 
Montana 


Nebraska 


Wyoming 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 


Oklahoma 
Texas 


PACIFIC 


California 
Oregon 
Washington 








-4% 


+9% 


+18% 


-15% 


-I% 


-I% 





-24% 


-19% 


-13% 


-8% 


-11% 


-21% 





Figures in this 
column ordinarily 
show changes in 
sales between 
1950 to date and 
1949 to date. 
Since this month’s 
Supply Sales 
Trends sectionis 
based on sales 
to January 31, 
the percentages 
listed in column 
2 serve the pur- 
pose of recording 
year to date 
changes. 
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A GOOD PRODUCT 
AND EFFECTIVE 
MERCHANDISING 
MAKE YARWAY 

IMPULSE STEAM TRAPS 
A PROFITABLE LINE 
FOR 
SELECTED DISTRIBUTORS 


Write for information 


NOW! AT NO INCREASE IN COST 


Makes a good steam trap better 


Nearly 650,000 Yarway Impulse Steam Traps have already been installed— 
proof that they are doing a good job. 


Now a stainless steel body makes this famous little trapeven better—at no increase in cost. 

Better in wear, better in service. Users will find Yarways require less maintenance 
than ever. All parts are wear-resistant, practically wear-proof. There is only one 
moving part, a small, stainless steel, heat-treated valve. Important, too—Yarway 
Impulse Traps are suitable for all pressures up to specified maximum without change of 
valve or seat. 

Other popular advantages are small size, light weight, easy installation and low cost. 
Often it costs /ess to buy a new Yarway trap than to repair an old, ordinary trap. 

In performance—ask any user. They all say Yarways are the traps that get equipment 
hoiter sooner and keep it hot! 

111 Mermaid Avenue, Philadelphia 18, Pa. 


YAR WAY IMPULSE STEAM TRAP 
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INDUSTRIAL 


Business during the first weeks of 
the new year held at the recovery 
level of December, despite the fact 
that shortages of coal slowed produc 
tion in a number of industries. 

Consumers expenditures continued 
at a good pace to sustain the high 
flow of goods off retailers shelves, a 
good omen for producers 
re 

The only fly in the ointment has 
been the volume of capital expendi 
tures, which are down and give indica- 
tion of a further decline, though it 
probably will be slight. 


goods, 


Activity in 1949 


The pattern of activity, in 1949, in 
selected lines, is outlined in the ac- 
companying table and sums up the 
evidence of the overall production de 
cline. The product groups listed are 
all sold and serviced by distributors 
ind their salesmen, and it upon 
their business prosperity that the dis 
tributor’s own prosperity depends 
Ihe table, by the way, measures physi 


cal, 


1S 


not sales volume 
he decline in total production was 
about 8 percent; neither as bad a drop 
in Output, nor as fast a one, as early 
prophets had predicted. The level of 
production, moreover, still continues 
comfortably high for most industries 
Those that do s in unfavor 
ably low output generally can name 
the situation, or combination of situ 
ations, that brought on the decline 
in their field of activity. 

The Leather and Products industry, 
long had expected a downward ad 
justment in output, hence when it 
came few were surprised. 


show 


94 


INDEX OF BUSINESS ACTIVITY 


Prepared by Business Week 


propuction—__( limbs Steadily 


Coal knows it owes its poor produc 
tion showing for the 12-month period 
to the two major strikes in the latter 
part of the year, each of which snow- 
balled out of its own sphere to affect 
activity in “sympathetic” industries 
like steel, metals production, and the 
automobile industry. Bituminous coal, 
naturally showed the largest curtail- 
ment of output, but anthracite wasn’t 
far behind—in the amount not dug by 
Mr. Lewis’ miners. 


Two Industries Prospered 


Only two of the fields of activity 
where the distributor finds many of 
his best customers showed up on the 
plus side of the table: ‘Transportation 
Equipment and Manufactured Food 
Products. Even these two however, 


showed gains that were hardly sensa- 
tional (one-tenth percent and one per- 
cent respectively). In the case of 
ransportation Equipment the gain 
was somewhat noteworthy inasmuch as 
many of the experts had expected that 
category of industrial activity to finish 
on the “down” side. 

There are indications that some in- 
dustries may be lifting themselves out 
of their ‘‘adjustment period” and are 
on the way up again. Textiles and 
Products, to cite one instance, finished 
in a much stronger position at the end 
of 1949 than had been the case at 
mid-summer. Certainly mill owners, 
and manufacturers of textile-producing 
and processing machinery are more op- 
timistic today than they were in Oc 
tober and November of 1949. That 
may be said for most industry men. 





Iron and Steel. . 

Machinery 

Transp. Equip’t . sniain doe 
Nonferrous Metals, Products 
Lumber and Products. . 
Stone, Clay, Glass Products 
Textiles and Products. 
Leather and Products. 
Manufactured Food Products 
Bituminous Coal 

Anthracite 

Crude Petroleum 

Total Production 

Total Manufacturers 
Durables 

Non-Durables . . 





Production in 1948 Compared With Production in "49 


Average 


12 mo. 1948 12 


Percent 
Increase 


Aver: 
mo. or Decrease 


age 
1949 

186 

234 

235 


208 
276 
234 
183 
146 
206 
169 
110 
160 
146 
111 
172 
192 
198 
225 


177 
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Here I've just taken over the job of writing our 
ads, and that’s the kind of reception I get. 

What brought it on was a little argument we 
were having. I said the “National Hardware 
Packing” plan was the greatest time-saver that 
ever came along for hardware distributors and 
dealers. 

I said I knew places where handling costs 
had been cut nearly 10°... by having bolts 
and cap screws packed in separate corrugated 


containers, so they didn’t have to be repacked 





to fill smaller orders. 
Our salesman said sure—“N.H.P.” was swell, “National” Products Include: 


but a lot of dealers told him those color-coded Wood Screws @ Machine Screws © Nuts 





labels on “National” packages were what really Cap Screws @ Tapping Screws 
7 . ° t Bol + 

appealed to them. Saves so much time in stock Shee eye Cage See 

Lag Bolts ¢ Machine Bolts 


HODELL CHAINS 
CHESTER HOISTS 


handling, cuts down mistakes, helps them fill 
orders faster, etc. 


Well, maybe we were both right. But I still 








don’t see why that salesman had to call me a nut! 








attona 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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“Selling Is My Business” . . . +00 1 have apptics 


790° 


tion ‘knowhow’? 


FRED E. HARRIS: 


Increase Sales 
By Suggestions 


Sales volume can be substantially 
increased if a salesman is alert in sug- 
gesting additional items when a cus- 
tomer telephones an order, is the 
opinion of Fred E. Harris of ‘Teague 
Hardware Company, Montgomery, 
Ala. 

Mr. Harris has been in the indus- 
trial supply industry for over 23 years, 
the last 15 years devoted to selling. 
Of the many opportunities open to a 

ilesman to increase volume, he says, 
the one always available is to suggest 
illied products when a customer places 
in order for specific supplies or equip 
ment 

As an illustration, Mr. Harris cited 
of beltirg which he had just 

by telephone After noting 
type and specifications, Mr. Harris 
a new type of belt dress 
the had just re 
ved on shipment, as well as some 
items led to other 

gestions and, before the <« 


} ) 
n had been concluded, the orc 


id d into considerabl 


in order 


cived 


iggested 

which company 
w stapk Phe 
versa 
] +] 
ingthen 17€ 
Anoth 


the attentior 


the bringing 


improved 
ompany 
Mr. Harris said 
ippreciated by your 
feel that you have 
st in their operations.” 


Mr. Harris declared that by 


“Suggest additional items?” 


ing familiar with your customer’s oper 
itions and needs, and being well posted 
on your own stock, it is second nature 
to suggest many items which the cus- 
tomer can use profitably. 

Another advantage in making pur- 
chase suggestions to customers is that 
it may save them another telephone 
call later and enable them to obtain 
delivery at one time, thus saving them 
time and clerical work. 

Important before making sales sug- 
gestions, Mr. Harris says, is to know 
your own stock and keep abreast of 
new merchandise being offered by 
manufacturers. 

This type of selling has made Mr. 
Harris an ace salesman and is winning 
new customers for the company. 


ARTHUR W. STANLEY: 


Application Know-How 
Boosts Sales, Service 


In 40 vears’ association with pumps, 
Arthur W. Stanley, salesman for Mills 
& Lupton Supply Co., Chattanooga, 
l'enn., has acquired a comprehensive 
picture of applications. ‘This idea of 
vhere and how pumps are used he has 
idvantage during the last 15 


have devoted to 


used to 


ears, which 


liy 
Secin 


been 
g pumps. 

Mr. Stanley does not limit his calls 
to industrial plants in his search for 
He calls wherever there may be 
1 need for moving water by mechani- 
Such places include large 
construction of all 


sales 


il means 
farms and 
orts. 


jobs 


INDUSTRIAL DISTRIBUTION 


¢ MARCH, 1950 


“Qualify as a ‘top notcher’?” 


Long experience with the product 
and with various applications qualifies 
Mr. Stanley as a trouble shooter. This 
service has been utilized by many 
pump users, some of whom have be- 
come his customers. 


HOWARD A. JONES: 


Selling Requires 
Professional Salesmen 


\ recent bulletin put out by Howard 
A. Jones, sales manager for Watkins, 
Inc., Wichita, Kansas, impresses upon 
salesmen the necessity of being, “One 
of the twenty percent that brings in 
eighty percent of the sales.” 

“Sales records show that a small 
group of salesmen land most of the 
orders. They're the top notchers .. . 
professional salesmen rather than ‘or- 
der takers.” Men who take steps to 
make sure they have more in skill, 
more in knowledge of product and 
prospect, more in ‘know-how’ 
than the next fellow. 

“Regardless of where vou sell, there 
isn’t any reason why you can’t boost 
vour own sales, fatten your commis 
sion checks, and join the ranks of 
the top notchers, the professionals.” 


sales 





If you will do without the things you like 
most and need the least, you will be 
healthier and wealthier 

—A. Nielen 








YOU SAVE Tyce WAYS 


when you put your spring 


lock washer needs up to 


a Reliance Distributor 





1. YOU SAVE TIME, Your Reliance 
Distributor carries large stocks of quality 
Reliance Spring Lock Washers in A.S.A. 
sizes. He is geared to give quick delivery 
service, saving costly production delays 
and shutdowns. 


YOU SAVE MONEY. You don't tie 
up capital in sizes or types of spring lock 
washers not frequently used. Your Reli- 
ance Distributor carries your inventory 
in his stock. 


YOU SAVE TROUBLE. The Red-Seal 
Package is plainly marked with quan- 
tity and A.S.A. size and classification 
as insurance against using the wrong 
size spring lock washer. When Reli- 
ance Spring Lock Washers are used as 
a fastening device on your products the 
bolted parts stay tighter longer. 

The Quality Guarantee Certificate in 
every package assures you of quality 
performance backed by the Eaton- 
Reliance reputation. 


It you don’t know the name of your 
Reliance Distributor write, wire or 
phone your nearest Reliance office. 


RELIANCE Ofex 
aye) \} LOCK WASHERS 


EATON MANUFACTURING COMPANY (s) RELIANCE DIVISION, MASSILLON, OHIO 


Sales Offices: New York, Cleveland, Detroit, Chicago, St. Louis, San Francisco, Montreal 








IDEAS: How they oer 


... increased working area and business 


BEFORE: Service and display area of the W. H. Kiefaber 
Co., Dayton, Ohio, was considered inadequate for a growing 
industrial division and 


AFTER: More space was obtained by moving partition back 


changing position of stairs and lengthening counter. Result 
twice as much room and business 


... Sell merchandise by showing it 


TeGaes: 
RESERVED for customers and prospects. Dehler Bros 


| EFFECTIVE use of display boards in double decks is made 
Co., Louisville, Ky as set aside an adjou 


re for the wv Dehler Bros. Co., with lower tier facing slightly upward 
display of industrial supply items and builder 


| hardware. The ind upper tier facing slightly downward for convenient in- 
room is carpeted, has a center display island, with stand spection by customers and prospects. A work-bench, stocked 
equipment and other large items arranged along the walls by the company, is topped with portable power tools and 
rear from 


ounter room. A sales desk and file make it convenient to 


The front doors ar sed and entrance 


is at bench grinder to give visitors a comprehensive picture of 
the variety and type of supplies carried by the firm. C. C 
onduct sales interviews from display to order McCulloch, president, thinks the room has earned its keep 
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BRONZE, 


CHECK VALVES 


e For use where flow is not 
pulsating—where velocity is 
low or moderate. Has renew- 
able disc, regrinding seat. 
Disc free to rotate, thus dis- 
tributes wear uniformly over 
disc and seat. 


® For services where flow is 
pulsating or velocity high. 
Generally used with Globe 
and Angle valves. Resistance 
to flow greater than Swing 
Check. Suitable in horizontal 
lines only. 








For information about bronze, iron and steel globe, angle and check valves 
— bar stock valves — iron cocks— cast steel fittings—get in touch with the 
R-P&C District Office near you. 


Reading, Po. + Atlanta + Baltimore - Boston - Chicogo - Denver - Detroit + Houston 
New York - Philodelphia - Pittsburgh - Sen Francisco - Bridgeport, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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cniliriduallly 
REGISTERED 
ty 
BU ARENTEED 


TRIMO-ALLOY WRENCH... 
Roxco’s only Rival ...an all alloy- 








steel heavy duty pipe wrench long 
famous for ruggedness. Different 
in design, but has power compar- 
able to Roxco. 


LL A A Rig 


SINAN ANANON ANAS 


ys 


SPECIAL MONEY-BACK 
TRIAL OFFER 


~~ 


Buy one “Registered” Roxco and use it for your toughest 
jobs. If you don’t agree it stands up better . . . is handier, 
faster to use . . . is a bigger value than any pipe wrench 
you've ever used . . . return that one trial Roxco direct to 
us (not the seller), within sixty days with a note of price 
paid and reason for returning. We will refund your money. 
This get-acquainted offer good until Dec. 31, 1950 
Trimont Mfg. Co., Roxbury, Mass 


APAAQAE Be fo pie G0 Mag 


i LX LRLR LLNS 


TY diy, dit hth ddl dd A ah Aa aed 
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“Registered” ROXCO ... First Pipe Wrench Engineered 


by Stress Analysis to Combine Maximum Strength 
with Minimum Weight 


Here, at last, is a pipe wrench that’s a brute for strength, yet a beauty to handle. 

No longer is there any need to tolerate useless weight in order to get dependable 
strength. Through stress analysis during design, useless metal that means tiring 
weight was engineered out of the new Roxco. Extra metal, exactly where needed for 
extra strength, was engineered in. 

The lighter, handier, faster-working Roxco actually exceeds by a good margin 
the strength requirements of Federal Spec’s. for Heavy Duty Pipe Wrenches, Type 
Il, GGG-W-65 la. 

In many other ways, too, Roxco is the most practical pipe wrench ever known. 
Read all its superior features . . . the ratcheting action that matches any man’s speed 

. the tough jaws with induction hardened teeth . . . the unique reinforcing 
shoulder behind insert jaw . . . and all the others. Get a trial Roxco .. . judge it on 
the job. It’s made in sizes 6” to 48”. No gamble because every wrench is... 

Individually REGISTERED . . . Completely GUARANTEED 
Special design and quality control enable us to back the Roxco to the fullest extent. 
Every wrench is given its own serial number and fully guaranteed . . . every part of 
V/; . against breakage in any normal heavy duty use. 


fe , 7) Ny) ‘ ss %y 

Ot = = SAS alll RE I fk 

] Extra Strength Based on Stress 5 Rapid Ratcheting Action: New, simpli- 
Analysis: Extra metal at critical points fied cushion action replaces complicated 


provides much higher resistance to failure. spring. With Roxco tooth design, it prevents 
Withstands unusual stress in “side pull”. seizure on pipe and permits fast ratcheting 


y : ; — as fast as user can move his hand. Accu- 

? Lighter Weight Achieved: Stress anal- rate fit of parts saves lost motion—speeds jobs. 
ysis showed where useless metal could be 

eliminated to produce a lighter, handier 6 Comfort-Shaped, Palm-Fitting Han- 

wrench. dle: New wider, more comfortable handle 

— makes work easier, cuts worker fatigue. 


See dark Hardened area 


Uniform Jaw Hardness and 


Strength: Both jaws are drop-forged 
alloy steel. Teeth are hardened by auto- 
matically-timed, localized induction process 
at wear points, yet tough core of jaws is 
retained for strength. 


7 Reinforced Housing embodies a ham- 
mer face to break cast fittings. 


~ Handy, Accurate Pipe Scale permits 
quick adjustment to desired size. 


Special Metallurgical Formula: Roxco 


4 Reinforcing Shoulder Behind Insert 
Jaw resists unusual stress. Assures long, Metal, combined with scientific heat treating, 
trouble-free service. means superior strength throughout. 


Thin WO gob if 


RECORD-BREAKER ADVERTISING 


Ever see color spreads used to push wrench sales? That is the kind of help ROXCO 
distributors will get, starting in March and running through the year. Ads in 18 
publications will reach all the pipe wrench buyers. Industrial plants . . . plumbers 
... Construction ... mines... petroleum . .. natural gas .. . marine . . . utilities 
... everywhere you go, ROXCO’s superiorities will be known and wanted! 
Unusual opportunity for distributors. No large stock investment required. No 
gamble. Write for the unusual Roxco proposition at once. 


TRIMONT MANUFACTURING CO., Division of Aetna Industrial Corporation, 
55 Amory Street, Roxbury, Boston 19, Mass. 
Makers of Trimo Time-Tested Tools — Wrenches: Pipe, Chain, Monkey, Stillson Type, Spud General Utility. 
Pipe Cutters: Saunders, Barnes and Other Types. Vises: Pipe, Saw, Kit and Portable. 
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Hardware Men 
Install New Officers 


Edward J. Weierstall of North Bros. 
Mfg. Co., Philadelphia, succeeded L. 
\. Hoeflich of Supplee-Biddle-Steltz 
Co. in the recent induction which 
marked the Sixty-Fourth Annual Ban 
quet of the Hardware Merchants & 
Manufacturers’ Association of Phila 
delphia 

Rivers Peterson, managing director 
of the National Retail Hardware As- 
sociation, received the Gold Medal 
ind Scroll of the association, awarded 
annually to an outstanding individual 
connected with the industry, who by 
his activities has reflected credit upon 
\merican business 

Other officers and directors who 
were installed included vice-president, 
Edward K. Tryon, III, Edw. K. Tryon 
Co., Philadelphia; and secretary-treas- 
urer, Thomas A. Fernley, Jr., Phila- 
delphia, Pa. 

Directors who will act during the 
coming vear are Paul A. Griffith, 
Shields & Bro., Philadelphia; J. C. 
Leitenberger, E. J. McAleer & Co., 
Inc., Philadelphia; Charles B. Lein 
bach, Supplee-Biddle-Steltz Co., Phil 
idelphia; Harry D. Moore, Metal 
Sponge Sales Corp., Philadelphia; R. 
O. Recknagel, Corbin Screw Div., 
American Hardware Corp.; and Wil 
liam H. Roberts, Jr., S. L. Allen & 

In Philadelphia 


Corbin Plant 
To Close Down 


Stockholders of the American Hard 
ware Corp. were notified recently that 
its Corbin Screw Division in New Brit 
1in, Conn. soon will be closed perma 
nently 


he 


SOT 


plant employed 800 persons, 
of whom will be transferred to 
other divisions of the corporation 

Stockholders were told that except 
during the war years, the Corbin plant 
has had only a few periods of profitable 
operation, and during 1948 and eleven 
months of 1949 substantial 
losse 5. 


showed 
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HAJOCA CORPORATION has opened a newly acquired branch in High Point, 
N. C., purchased from Rowland Supply Co. The firm has 32 branches now. 





Edgar S. Auchincloss 


Joins Browning Brothers 


Edgar S. Auchincloss has joined 
Browning Brothers, New York distrib- 
utors, as vice-president in charge of 
sales. Mr. Auchincloss is experienced 
in selling in other fields and in the 
selection, training and supervision of 
salesmen. 


Annual Dinner Resumed 


(he Hardware Square Club of New 
York, Inc., will resume its annual 
shore dinner and entertainment, to be 
held this year at the Astor Hotel, 
Thursday, May 11, 1950. The annual 
iffair, headed by Chairman George 
Jungkind this vear, had been discon 
tinued previously because of the mag 
nitude of the crowd who regularly 
ittend the event 


Wuerthele Named President 
At Frick & Lindsay Co. 
W. Wuerthele has been 
elected president and _ treasurer of 
Frick & Lindsay Co., Pittsburgh Pa. 

Other officers elected include Harry 
F. Miller, Henry C. Pfeifer and Harry 
] Wixfort, vice-presidents; and 
Charles Denby, secretary. 


George 
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Crosswy Named President 


At Hendrie & Bolthoff 


John N. Crosswy has been elected 
president of Hendrie & Bolthoff Co., 
Denver distribution firm, succeeding 
the retiring president, H. V. Water- 
man. 

Mr. Crosswy joined the organiza- 
tion in 1917. After progressing 
through the firm’s various depart- 
ments he entered the general sales 
department. In 1944 he was elected 
vice-president, and in 1947, vice-presi 
dent and general manager. 


John N. Crosswy 





SOME POINTERS on chucks pass be 
tween the new store manager at C. S. 
Mersick & Co., New Haven, Conn., 
Carl A. ‘Timmreck, and former store 
manager George E. Edwards (right) 53 


vears with the firm and now retired 





Industrial Steel & Supply 
Open New Building 


Industrial Steel & Supply Div., of 
Aircraft Steel & Supply Co., recently 
staged an open house celebration to 
acquaint customers with its new ware 
housing and supply service facilities. 

Ihe new building was constructed 
to house the firm’s entire operation 
under one roof. The original com- 
pany, Aircraft Steel & Supply, was 
organized 22 years ago to supply air- 
craft tubing and steel to aircraft plants 
Ihe firm’s industrial supply division 
was organized in 1941. 

Che company now has expanded its 
facilities to include aircraft quality 
steels, industrial supplies, machinery 
ind equipment, as well as power trans- 
mission equipment “Our new build 
ing,” said H. S. Carnahan, president 
of this firm, “will make it possible for 
to offer better service to our cus- 
tomers in the Kansas and Oklahoma 
trading area.” 


usc 


Edge of Hewett 
Elected By Traveliers 
Harold F. Edge, Hewett Rubber 


Co., has been elected president of the 
Southeastern Traveliers Club, Atlanta, 
Ga., succeeding Reynolds W. Barker, 
Dodge Mfg. Corp., whe was named 
chairman of the board of governors. 

Other officers elected at the annual 
meeting included: M. H. Luttrell, 
Walworth Co., vice-president; George 
N. Allen, the Carborundum Co., sec- 
retary, and Larry E. Gibbs, Cling Sur- 
face Co., treasurer. 

Named to the board of governors 
were Gene Lowery, DeWalt Inc.; 
P. C. Hobson, S. L. Allen & Co.; 
Charies E. Ewing, Berkeley Pump 
Co.; William C, Bracken, Jr., Bunting 
Brass & Bronze Co.; H. B. Carlock, 
H. B. Carlock Co.; Frank H. Burkitt, 
Lunkenheimer Co.; Frank W. Das- 


hiell, Boston Woven Hose & Rubber 
Co., and Robert D. Fye, Ridge ‘Tool 
Co, 


The Falk Corp. 
Makes Sales Changes 


Arthur L. Larson has been named 
assistant to the sales manager of The 
Falk Corp., Milwaukee, and has moved 
up to the position of manager of the 
sales inquiries division. 

William J. Urban, former special 
representative in coupling sales, has 
been appointed manager of coupling 
sales. 

The new manager of distributor 
sales is Don K. Lambert. Previously, 
he was special representative in the 
distributor sales division. 

Roland E. Govan heads sales pro 
motion, a newly organized department 
at Falk. Working with him are Eu 
gene H. Millmann and A. H. Kelley. 


Three former sales trainees have 


Arthur L. Larson 


been appointed to Falk district sales 
office staffs. Nile E. W. Sweet, special 
representative, distributor division, 
goes to Detroit for special training. 
Harold C. Fleischer transfers to the 
New York district office to handle in- 
quiries and orders, and Elliot G. Heu- 
ser is assigned to the Wisconsin sales 
division, headed by L. H. Billing, 


sales representative, 


House Committee 
Hears Frank Pidgeon 


Frank Pidgeon, Pidgeon-Thomas 
Iron Co., Memphis, Tenn., and chai 
man of the Flood Control Committee 
of the Memphis Chamber of Com 
merce, recently appeared before the 
House Civil Functions Appropriations 
Sub-committee in Washington. He 
spoke in behalf of the 1951 appro- 
priation for the Lower Mississippi Riv 
er, secking approval of the full $72 
million recommended in the Presi- 
dent’s budget for the region. 








OPEN HOUSE celebrated the formal opening of a new 


ilding and the 22nd anniversary of Industrial Steel & 


Supply Div., of Aircraft Steel & Supply Co., Wichita 


firm now houses its entire operation under one roof 
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JAMES THAAR, Grand Rapids Sup 
ply Co., Grand Rapids, Mich., recently 
entered the bowling “Hall of Fame 

with a perfect 300 gam The star 
kegler has been bowling for ten years 
ind was Grand Rapids Singles Cham 
pion of the 1947-48 season with a 
three-game total of 745 


JAMES LARUE SMITH has been 
added to the outside sales organization 
of Machinists’ Tool & Supply Co., Los 
Angeles. He has had over ten years’ 
experience in tooling departments of 
Lockheed Aircraft, Lycoming Motors 
Division of Aviation Corp. and Law 
rence Engineering & Research 
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A SPECTACULAR FIRE at Empire Machinery & Supply Co., Norfolk, Va. com- 
pletely destroyed the building. However, Empire has purchased all stocks, supplies 
and equipment of the Norman Supply Co. and is now engaged in business across 
the street from its former location 














A RECENT VISITOR to The Cleveland Chain & Mfg. Co. plant, Cleveland, was 
Imbrahim E. Imam, commercial secretary, Royal Egyptian Embassy, Washington 
Mr. Imam (center) is inspecting one of a battery of wire forming machines in the 
Cleveland factory. At the left is James W. Dickey, Cleveland vice-president, and 
it right is Emil F. Svoboda, wire forming superintendent 


A FOUR-DAY SALES CLINIC was attended by sales, factory, office, engineering 
and supervisory personnel of the Oster Mfg. Co. of Cleveland. District managers 
conducted a clock-controlled, wire-recorded portion of each conference session. Other 
highlights included an informal “preview” in the plant showroom, a buffet supper 
party and a banquet attended by the men pictured above 
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A MESSAGE TO AMERICAN 


INDUSTRY °» 


80th OF A SERIES 


1950... 
Our Industrial Machine 
Is Running Down 


In his recent Economic Report to Congress Presi- 
dent Truman chalked up a constructive advance in 
his economic reasoning. He pointed out that if we 
are going to attain the worth-while goal of a $300 
billion national income in the next five years, we 
must equip ourselves with more and better indus- 
trial tools. Of all the dynamic forces of expansion 
in America, he said, one of the most important is 
business investment. 


That is fine. It is basic common sense. We have 
been saying that for years and we are glad to hear 
the President say it too. 


But having hit this new high in his economic 
reasoning, the President failed to draw the right 
conclusion. He made the mistake of accepting the 
false conclusion that there is no shortage of busi- 
ness funds to pay for more and better industrial 
tools. “There are immense opportunities for busi- 
ness investment in nearly every segment of the 
economy,” the President said, and further, “there 
are in general sufficient funds available to busi- 
nessmen who want to seize these opportunities.” 


That just is not so — and the lack is not only 
serious; it can well be fatal. 


It is a matter of the most urgent national im- 
portance that the President’s recognition of the 


need of more and better industrial tools should be 
followed by effective action. That calls for changes 
in the national policies that are now blocking and, 
unless changed, will increasingly block business 
from meeting this need. If business cannot get 
enough new tools, the result will not be higher, but 
lower standards of living five years from now. 


The President should talk this matter of busi- 
ness investment over with Senator O'Mahoney, 
the Chairman of the Joint Congressional Commit- 
tee on the Economic Report. Senator O'Mahoney 
would take to the discussion knowledge of the 
investment situation recently acquired through his 
conduct of a series of Congressional hearings. 


If he told the President what he told the press 
during the course of these hearings, he would say, 
“the private capitalistic system is being seriously 
threatened by a lack of venture capital.” That is in 
direct conflict with the President’s conclusion that 
“there are in general sufficient funds available.” 


This serious shortage of adequate investment in 
new plant and equipment is brought forth so that 
all of us can understand it by McGraw-Hill’s an- 
nual survey of American industry’s plans for in- 
vestment in new plant and equipment in 1950, 
which has just been completed. 


continued on next page 














BUSINESS’ PLANS FOR 1950 


These are the major findings of the McGraw-Hill survey of “Business’ Plans 
for New Plants and Equipment” in 1950. Made by the McGraw-Hill Depart- 


ment of Economics, the survey shows: 


1. Industry —as represented by manufac- 
turing, mining, transportation, and utili- 
ties — now plans to invest $12.4 billion 
in new plants and equipment this year. 
This is 13% less than was actually spent 
last year. 


2. Manufacturing industries alone plan 
to spend $6.3 billion in 1950 for new 
facilities. This is also 13% less than they 
spent last year. 


3. Manufacturers as a whole expect their 


plans. The largest part of their funds, 
65%, will go to replace and modernize 
existing facilities. 


5. Profits and reserves are expected to 
provide 92% of the 1950 investment 
funds of manufacturing companies. 
These companies count on new common 
stock issues to provide less than one-half 
of one per cent of the investment funds 
they will need. 


6. Two out of three manufacturing 


companies review their investment plans 
monthly. Almost all companies go over 
them at least quarterly. The survey shows 
that companies changed plans rapidly 
during 1949 to meet changes in their 
prospects. 


7. Other industries are also reducing 
their investment plans in 1950 by 13%. 
This coincidence arises from the fact 
that utility companies, notably the elec- 
tric light and power companies, plan to 
spend only slightly less than in 1949. 
Railroads, on the other hand, are reduc- 
ing their capital programs in 1950 by 
more than 40%. 


1950 sales volume to about equal 1949's. 


4. Manufacturers will expand their ca- 
pacity about 3% in 1950, under present 





A copy of a complete report on “Business’ Plans for New Plants and Equip- 
ment” may be obtained by writing me at McGraw-Hill Publishing Company, 
Inc., 330 West 42nd Street, New York 18, N. Y. 








The results of the survey, which are summar- 
ized above, show that American Industry —as 
represented by manufacturing, mining, transpor- 
tation and utilities — is planning to spend 13 per 
cent less for new plant and equipment in 1950 
than it did in 1949. 


Since the rate of investment in new plant and 
equipment right now ts apparently about 15 per 
cent below the rate for 1949, the present level of 
business investment may be relatively steady in 
1950. That would relieve the fear, expressed by 
President Truman in his Economic Report, that 
“if the downward trend in business investment 
were to continue, our prospects for full recovery 
and continued expansion would be seriously en- 
dangered.” 

BUT, at the rate of investment planned by 
American inanufacturing industry for 1950, it 
would take 40 years to modernize thoroughly our 
present industrial plant and equipment. That 
would still leave undone the job of increasing it 
to meet the needs of an expanding economy of 
the kind sketched by President Truman in his 
message. 


In attaining even this rate of investment, the 
McGraw-Hill survey shows American business 
must rely overwhelmingly on its own profits, 
which have declined as the country has left the 
postwar boom behind it. Most American com- 
panies cannot sell new common stock except at 
rumously low prices. Here is one case where gov- 


ernment action is really needed to help business 
and help to keep a rising American standard of 
living. 

In order to get enough business investment to 
assure the “full recovery and continued expan- 
sion” sought by the President, our country needs: 

1. Lower taxes on business income so as to re- 
lease more money for new plant and equipment. 

2. Liberalized depreciation allowances on old 


plant and tools so that business can buy new 
equipment faster. 


3. Repeal of the present double taxation of div- 
idends which now are taxed once as corporation 
income and again as personal income. 


It is encouraging to have the President explic- 
itly recognize the key importance of adequate 
business investment in providing steadily expand- 
ing prosperity. The next and most important thing 
to do is to make this recognition effective by dis- 
carding national policies which are blighting an 
adequate volume of business investment. 


President, McGraw-Hill Publishing Company, Inc. 











when you sell the 
Air-Cooled Yale Cable King 


The Yale Cable King Wire Rope Electric Hoist is the 
only air-cooled electric hoist on the market today. The 
exclusive air-cooling design combined with exclusive 
positive load brake lubrication eliminates excessive brake 
heat. No more “cooling-off” periods before another lift 
can be made. More loads can be lifted every hour—eco- 
nomically. Your customers will want to know all about 
these outstanding features that add so much to produc- 
tion speed and hoisting performance. Tell them and 
you'll sell them! 


MORE CABLE KING SELLING FEATURES TO TALK ABOUT 


1. Push-button control leaves one hand free to guide 
loads . . . makes “inching” a cinch. 





2. Self-actuating load brake operates whether power is 
“on” or “off”... insures safety for operator and load. 
Motor brake alone holds the full rated load without 
drifting! 


3. Lubrication for entire internal hoist mechanism is 
at one point only. You can’t miss it! 


4. Safety-first load hook opens slowly without fracture 
when overloaded. Gives ample warning. 


5. Adaptable for all lifting operations. Available with 
hook or lug: a geared or motor trolley in either 
parallel or right angle suspension; also winch type for 
ceiling, wall or foot mounting. 

- Capacities from % to 12 tons. Winches 4% to 3 tons. 
6. Capacities fi Yytol2t Winches 4% to 3t 
Let these design and performance features put more 
money in your pocket. Give your prospects all the facts 


about this cost-cutting tool. Start cashing in on the 
Yale Cable King today. 


THE YALE & TOWNE MANUFACTURING COMPANY 
PHILADELPHIA DIVISION + ROOSEVELT BOULEVARD + PHILADELPHIA 15, PA. 
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TO SELL MORE Wrenches. YOU NEED THE ANSWERS 





Don’t get boxed on your 
end of wrench sales for lack 


of know-how. Adjust force 


against these 15 questions 
and learn the combination. 


Answers are on Page 146. 


1. Match the following wrench types 

() open end 

1 45-deg. offset box wrench 

] adjustable spanner 
C Stillson pattern 
[] chain wrench 
with the jobs below for which they 
might be recommended: 

(a) for fast work on live steam, 
gas and ammonia lines 

(b) for general plant mainte 
nance work on pipe 

(c) for nuts and bolt heads in 
counterbores, casting depres 
sions, etc. 

(d) sold in quantity to auto, air 
craft and industrial mainte 
nance fields 

(e) for use on pillow-block bear 
ings, to adjust collars, slot 
ted rings, etc 


2. Which of the following plant men 
would you consider a prospect for 
an open end adjustable wrench? 

[ machinists 

garage workers 

tool and die makers 

maintenance mechanics 

] power engineers 


0 
rm 
rn 
ie 


3.Both open end and box end 
wrenches generally have a 4th inch 
difference in their opening ends 
1 True. © False 


The open end adjustable wrench 
has more universal applications 
than any other. 0 True. O False. 


5. The wrench most frequently found 
in the steam-fitter’s tool box: 
[1 is the monkey wrench 
QO is the open end adjustable 
wrench 
C2 is the Stillson wrench 
. When using an adjustable wrench 
always apply it with the handle 
slanting in the direction of pull. 
O True. O False. 


Combination box and open end 
wrenches generally have the same 
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Know your wrenches? Then test yourself on Question 15. 


opening size on each end. 
lrue. O False. 


.Open end or box wrenches that 


are longer than the standard size 
were so designed 
(1) to provide additional lever- 
age for hard pulls 
] to occupy less space in the 
tool box 
1 to give the wrench better 
balance 


A customer needs a couple of 
dozen wrenches of one kind for a 
great deal of work coming up on 
thin-wall pipe and conduit. You 
would suggest as an all-round good 
single wrench for that type of 
work: 

2) the Stillson wrench 

1] the Parmelee wrench 

J the 6-in. spanner 


.The most common combination 


in double-end wrenches are the 
}-%-in. wrench, and the 3-§-in. 
wrench. 0 True. © False. 


.One of your good industrial plant 


customers needs a good wrench for 
work on pipes above 2-in. and up 
to 18-in. You'd naturally suggest 
a chain wrench. 0 Yes? O No? 


12. The less expensive adjustable end 


wrenches are drop-forged of alloy 
steel and usually are chromium 
plated; the more expensive ones 
are drop-forged of carbon steel and 
nickel-plated or polished? 


O True. O False. 


. Flare nut wrenches were designed 


primarily for use: 
Q) in cramped quarters 
QO on electrical equipment 
QO on fluid and gas lines with 
soft nuts and fittings 


. The object of making an open end 


wrench with the jaw opening set at 
an angle is to permit two position 
adjustment and to give greater 
protection to the adjustable jaw. 
O True. O False. 


. The wrenches pictured in the draw- 


ing above are a sample of those 
used in plants and shops you call 
on. Can you name all six? 








Next Month: 


STEAM TRAPS 
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@ DISTRIBUTOR PROTECTION 


Your assurance of fair dealing and a good profit 
margin. 


@ SALES LEADERS 

Exclusive Laughlin “‘Fist-Grip” Safety Clip, the 
Laughlin ‘‘Missing Link”, the Laughlin Safety 
Hook with the “latch that locks the load” and 
other Laughlin feature items. 


@ PROFITABLE MARKETS 

Laughlin products are used wherever wire rope and 
chain are used — in construction work, mines, 
quarries, railroads, oil fields, materials handling, 
maintenance, marine rigging, agriculture and many 
other fields. 


@ SALES BACKING 


A catalog recognized as industry’s data book and 
that acts as your salesman in the field. 


* 


/ 
y, 
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@ NATIONAL ADVERTISING 


Widespread advertising in leading key publications 
directs business to you. 


@ RELIABLE SERVICE 
You can depend on prompt delivery when you dis- 
tribute Laughlin fittings. 


@ A COMPLETE LINE ALLOWS SMALL 
INVENTORIES 


Laughlin offers the world’s most complete line of 
wire rope and chain fittings . . . a single source of 
supply and frequent shipments keep your inven- 
tories at rock bottom. 


@ FULL COOPERATION 


Laughlin gives you full cooperation through con- 
veniently located sales offices. 


@ OUTSTANDING REPUTATION 
Quality respected throughout the field; 82 years in 
the business. 


@ REPEAT SALES 


Laughlin customers come back for more. 


LAUGHLIN 


pays off on all 


Yad 


Laughlin Protects the Distributor 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


TO counts 


COMPANY, PORTLAND 6, MAINE. 


A Laughlin representative will be glad to tell 
A\) you more.Write: THE THOMAS LAUGHLIN 
NA 
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NEW PRODUCT 


WITH SALES 
POSSIBILITIES 

















Router 


¥2 HP Router Shaper 
Easily Adjusted 


Depth of cut on this 4 hp router 
shaper is easily regulated by raising or 
lowering motor unit on the threaded 
motor casing. Sixteen threads to the 
inch, one complete turn equals Ys in. 
idjustment. ‘The new 18,000 rpm mo 
tor has oversize, sealed for life bearings 
ind oversize shaft for smooth cutting 
ind greater power 

Ihe chuck is collet type and will 
not slip. ‘The universal type motor, 
supplied in all voltages, operates on 
cither dc or ac, 60 cvcles or less. 

Stanley Electric Tools, New Britain, 
Conn.—Industrial Distribution, March 
1950. 














Press 


Motor Mount Removes 
V Belt Weight Load 


[he manufacturer announces sev- 
eral improvements on his recently in 
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troduced one ton plus midget press. 
A new motor mount with a belt ten- 
sion stop now takes the weight load of 
both motor and bracket off the V belt. 
With reduced belt tension, life is in 
creased on motor and flywheel bear- 
Ings. 

[he entire motor mount assembly 
has also been relocated, lowering cen- 
ter of gravity of the press. Frame has 
been generally strengthened and fur 
ther streamlined. Clutch mechanism 
and linkage have been improved and 
easier lubrication is afforded by addi 
tion of pressure lubrication fittings at 
ill wear points. 

Ihe bed had been altered by incor- 
poration of two hold-down slots by 
which the bolster plate is fastened, 
which now permits use of standard 
dies. More open height results. 

Benchmaster Mfg. Co., Los Angeles, 
Calif.—Industrial Distribution, March 
1950. 


Pressure Tape 


Reinforced Tape Binds 
Cartons, Steel Coils, Pipes 


\cetate film backing and glass fila 


ments instead of rayon, it is claimed, 
make this new product one of the 
market's strongest tapes with a pressure 
The filaments are 
permanently imbedded in a resilient, 
shockproof rubber adhesive on the 
tape, providing 500 pounds of tensile 


sensitive adhesive. 


strength per inch of width. 
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The tape is designed for “extra 
heavy duty” packaging, including such 
jobs as banding hundreds of pounds 
of steel pipes, tubes and coils for do- 
mestic and foreign shipment. It is 
applied by being hand-wrapped around 
a load and back on itself. It sticks im- 
mediately on contact. 

The new tape is made in 72-yard 
lengths, and in standard widths of 4, 3, 
and one inch, with other widths made 
on special order. 

Minnesota Mining and Manufac- 
turing Co., St, Paul, Minn.—Indus- 
trial Distribution, March 1950. 














Drill Presses 


Floating Drive Featured 
On 60 Press Models 


A new floating drive with six-splined 
spindle and steel drive sleeve supported 
by two ball bearings, ground steel spin- 
dle supported by two widely spaced ball 
bearings, ground steel quill, new head 
casting design for added ngidity, and 
extra heavy head, column and base are 
among the features of these new drill 
presses. 

The models include fifteen-inch 
floor type, bench type, production base 
and two, three and four spindle drills. 
The bench type, slow speed model 








GOOD BUSINESS... 


for you.:.for your customers 


aQmnse 


AIL teins sistem 


Fastening System 


Most dramatic fastening improvement since the 
invention of the rivet, RAMSET FASTENING 
SysTEM is a big, continuous money-saver for 
users and a repeating source of sales and profits 
for those who sell it. 

Quicker than lightning, the self-contained 
RAMSET TOOL instantly sets drive pins or threaded 
studs into or through steel, into concrete, mason- 
ry, wood, other hard materials. Cuts costs and 
time up to 80% for fastening electrical equip- 
ment, lighting, air conditioning, piping, siding, 
roofing, tool cribs, workbenches, partitions— 
any of the endless jobs in plant maintenance 
and extensions. 

Easy to demonstrate, easy to use, RAMSET 
has proved a self-paying investment for thou- 
sands of owners. And, because every tool sale 
establishes a repeat customer for fasteners and 


supplies, RAMSET is a continuing sales-builder 
and profit-maker. 

Opportunities open for industrial sales outlets 
in many territories. Mail coupon, or write us 
for details. 


STEMCO CORPORATION 


12117 Berea Road, Cleveland 11, Ohio 


MAIL COUPON FOR DETAILS 
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APPPANS 


One of the important problems on many high speed 
production tapping jobs is to get rid of the chips without 
choking the tap or scratching the completed thread. 
Winter Balanced Action Chip Driver Taps (Spiral Point) 
do this successfully. The accurately ground and scientifi- 
cally designed chip driver contours drive the chips ahead of the 
tap, so that no chip choking can occur. These taps are 
suitable for a wide variety of tapping operations, but are not 
recommended for use in blind holes. 
Other Winter products include Precision Commercial and Cut 
Thread Taps of all common types, such as Four Flute, 
Three Flute, Machine Screw and Pipe Taps and many others. 








nol Twist Drill and Tool Company 











THE WIDE APPLICATION 
NATIONAL END MILLS 


~ 
A wide variety of milling operations that cannot 

be done by any other tool can be advantageously 

performed by end mills. 

National End Mills are available in a great many types and 
sizes to meet these varied job requirements. 

Shell End Mills, Heavy Duty Taper Shank End Mills, 

Helex End Mills in Single and Double End construction, small 
diameter Short Series End Mills and many others 

are available from stock. 

National Engineers will aid you in recommending the 

best type for your customer’s application. 

The complete National line also includes Twist Drills, Reamers, 
Counterbores, Milling Cutters, Hobs, and Special Tools. 


“CALL YOUR DISTRIBUTOR" — it is NATIONAL'S firm belief, based 
on jong experience, that the local industrial distributor is the ove 
bes? source for all staple industrial needs — including NATIONAL 
Metal Cutting Tools. 


WATIONAL TWIST DRIZL AND TOOL COMPANY + Rochester, Michigan, U.S. A. 
Distributors in Principal Cities © factory Branches: New Yo‘; © Chicago + Detroit + © Sen frends 





drills to center of 15-in. circle at nine 
speeds 


16-in. maximum base to chuck, 10-in. 
x 10-in. table, operates from 4 or 4 hp., 
1,725 rpm. motor. 

Atlas Press Company, Kalamazoo, 
Michigan—Industrial _ Distribution, 
March 1950. 














Portable Saw 


Adjustable for Bevel Cuts 
For Any Angle Up To 45 


his portable saw is designed as a 
gencral purpose tool, with increased 
motor power and speed of 4200 rpm, 
ind is adjustable for bevel cuts for any 
ingle up to 45°, as well as any depth 
from 3-in. to 1§-in. for pocket and 
straight cutting 

Ihe saw is said to be ideal for saw 


400 to 4,400, 4-in. spindle 
travel, 12-in. maximum table to chuck, 


ing wallboard, plywood and similar ma- 
terials, and when equipped with 6 x 4- 
in, abrasive discs is a practical tool for 
cutting and coring limestone, concrete, 
tile and like materials. 

Cummins Portable Tools, Chicago, 
Ill.—Industrial Distribution, March 
1950. 


Hacksaw Blade 


Blade Claimed Unbreakable 
When Used in Frame 


A new shatterproof hacksaw blade 
that is claimed to be unbreakable when 
used in a frame has been developed 
by the manufacturer. On a test which 
showed the new blade in the least 


favorable performance, the blade aver- 


aged a total depth of cut of 6.42-in., 
23.5 per cent more metal cut than the 
5.20 inches averaged by all of the 
other flexible high speed brands com- 
bined, it is asserted. 

The blades are available in all hand 
sizes and pitches. These blades are 
overall — color, and have specifi- 
cations clearly printed in green on 
them. 

Clemson Bros., Inc., Middletown, 
N. Y.—Industrial Distribution, March 
1950. 














Stop Valves 


Swing Bolted Glands 
Simplify Repacking 


A new line of forged steel stop 
valves can be successfully installed in 
(Continued on page 114) 





Product 


Manufacturer 
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Manufacturer 





Router 
Press 


Pressure Tape 


Drill Presses 
Portable Saw 
Hacksaw Blade 
Stop Valves 
Chucks 

Wrenches 

Valves 

Power Screw Driver 
Precision Gage Rs 
Face Hammers 
Pumps 

Lathe Centers 


Bucket Pump 





Stanley Electric Tools 
Benchmaster Mfg. Co 


Minnesota Mining & Manu- 
facturing Co 


Atyas Press Company 
Cummins Portable Tools. 
Clemson Bros., Inc 
Edwards Valves, Ine 

E. Horton & Son Co 
Plomb Tool Co 

Hancock Valves 
Shakeproof, Inc 

S. Starrett Company 
Greene, Tweed & Co 
Marlow Pumps 

South Bend Lathe Works. 


Lincoln Engineering Co 


Hydraulic Pump 


Grindstones 


Sander 


File Handle 


Hose 


Plier 
Roller Chain 
Wrenches 


Brake Motor 


Electric Winch 





Variable Speed Drive 


Grinder Adapter Base 


Air-Clamping Cylinders 


Lyon-Raymond Corp 


Standard Transmission 
Equipment Co.. 


Boice-Crane Co 


The Black & Decker Mfg. 


Co 

E. F. Hager & Son 

138 
138 
138 
140 
140 
142 


Riverview Foundry Co...... 
U. S. Rubber Co. 

A. Schrader’s Sons 

Utica Drop Forge & Tool Co. 
Chain Belt Company..... 
J. H. Williams & Co. 


Crocker-Wheeler Electric 


Mfg. Co.. 142 


St. Anthony Machine Prod- 


ucts Co... 144 
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IDISTRIBUTORS PROFIT 
§ WAYS with 


MAUREY FHP V-DRIVES 


4 




















1. LOW COST SALES 


19 years of outstanding performance have made Maurey 
the preferred FHP Cast Iron and Pressed Steel V-Pulleys. 
The Maurey Quality reputation and the Maurey guar- 
antee of satisfaction bring you prestige and friends as 
well as easy sales. Maurey performance keeps the 
repeats rolling in. 


. LOW COST INVENTORY 


Two Interchangeable Bushings fit the complete Maurey line of Hi-Q Cast Iron single 


and two groove V-Pulleys. To further reduce inventory these pulleys are furnished 
with combination “‘A’’-"‘B” groove. 


. MORE PROFIT PER SALE 


Because less money is tied ap in inventory; because Maurey V-Pulleys and V-Belts 
have a fast turnover; and because there is at least a 40% profit on every Maurey sale 
. .. the Maurey line is the top profit line for you to sell. 


ORE SALES OPPORTUNITIES 


Maurey Hi-Q Cast Iron V-Pulleys are designed, built and balanced to match the 
performance of heavier, costlier V-pulleys of comparable diameter. That is why 
Maurey V-Pulleys mean economy to V-drive users with no sacrifice in efficiency . . . 
and more sales opportunities for Maurey distributors. 


. MEETS EVERY FHP NEED 


The Maurey line includes: Single and two groove Hi-Q CAST IRON V-Pulleys.. . 
single groove PRESSED STEEL V-Pulleys . . . INTERCHANGEABLE BUSHINGS for 
both Cast Iron and pressed steel V-pulleys, bored to fit all standard shafts .. . 
MOR-FLEX V-BELTS in all standard “O’’, “A” and “B” sizes . . . a complete selec- 
tion of VARIABLE PITCH V-PULLEYS and V-Drive accessories. 


© 6. SERVICE, ANYWHERE, ANYTIME 


Maurey is a fast moving, service minded organization with quick handling facilities 
and heavy inventories that makes possible 48 hour service on stock items. 


7. ENGINEERING} ASSISTANCE 





Maurey engineers stand ready constantly to help distributors solve special FHP 
drive problems. 


8. NEW 100% DISTRIBUTOR POLICY 


Maurey V-Drives are sold only through authorized distributors on a SELECTIVE 
DISTRIBUTOR POLICY that assures permanent, friendly and profitable .distributor- 


manufacturer relations. 





THERE ARE STILL SOME TRADING AREAS OPEN. 
WRITE TODAY FOR DETAILS ON THE MAUREY FHP FRANCHISE, 


MANUFACTURING CORPORATION 
2915 S. WABASH AVENUE + CHICAGO 16, ILLINOIS 
WORLD'S LARGEST MANUFACTURER OF PRESSED STEEL AND 


CAST IRON FHP V-PULLEYS SERVING INDUSTRY SINCE 1917 
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THE “Zuaaltty” OF TOOLS 


iS IMPORTANT... 
IN SERVICE AND SALES 


SJ 


es widespread recognition enjoyed 
by GORHAM Cutting Tools has not been accidental 
... it has come through our constantly producing 
superior tools. These tools are helping plants every- 
where to save production dollars. The demand for 
GORHAM High Speed Steel Tool Bits is incr,casing 
constantly and this makes your cutting tool sales 
most profitable. Whether your customer’s need is 
specialized or just regular, GORHAM High Speed 
Steel Tool Bits will meet any and all requirements... 
find out what selling them can mean fo you in profits. 


@GORHAM STANDARD 


for the Commercial Field 


@GORHAM M-40-B © GORHAM GORMET 


for Heavy Cuts in Hard Material for More Abrasive Materials 


GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE, DETROIT 3, MICH. 
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New Products 


(Continued from page 112) 





almost any service where small OS&Y 
steel globe or angle valves are used. 
These all purpose valves, identified as 
the Fig. 444 series, were designed to 
fill the need for steel stop valves with 
wide applicability, good service char- 
acteristics, ease of repacking, and a re- 
duced pressure loss. 

Swing bolted packing glands and 
large packing chambers make any 
necessary repacking simple. Inter- 
changeability of parts greatly reduces 
maintenance inventories, while bronze 
yoke bushings prevent galling or freez 
ing of stem. 

Constructed of drop forged steel for 
greater strength, they are available with 
bolted or union bonnets in sizes }-in. 
through 2-in., and with screwed or 
socket welding ends. Built of carbon 
or chromium molybdenum steel for 
two ranges of service conditions, they 
are rated for 600 Ib. at 900 F. and 
1,500 Ib. at 850 F. for steam, oil and 
gas service. 

Edwards Valves, Inc., East Chicago, 
Indiana — Industrial Distribution, 
March 1950. 





Chucks 


Chuck Accuracy Unaffected 
By Flame Hardening Process 


The manufacturer has perfected a 
method of flame hardening the jaw 
ways without affecting the accuracy 
of chuck bodies. The jaw ways having 
always been the chuck body’s most 
vulnerable wear point, it is claimed 
that the flame hardened jaw ways will 
prolong the chuck’s life and increase 
initial accuracy and gripping power. 

Available as an optional feature, 
flame hardened jaw ways may be ob- 
tained on the manufacturer’s new “S” 
line of lathe chucks. Other new fea- 
tures of this line include hardened 
and ground replaceable pinion bush- 





and they're selling tools! 


EVERYBODY knows Jacobs Chucks 
. .. knows they’re the finest ever made, 
with an unequalled reputation for grip- 
ping power, accuracy and durability. 

That’s why Jacobs Chucks help you 
sell other products. Stands to reason, 
doesn’t it, that these world-wide favor- 
ites... undisputed leaders with a top 
reputation ... can do a whale of a job 
for you when it comes to opening doors 
so you can close other sales? And you 
can count on Jacobs’ dramatic national 
advertising to keep opening doors by 
pounding home to your customers that 
Jacobs is “foremost in chucks — firm- 
est in grip.” 

So, put Jacobs Chucks to work for 
you. They’ll win and hold business for 
you. The Jacobs Manufacturing Com- 
pany, West Hartford 10, Connecticut. 
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GENUINE. 


- in Name and Service : 


lis very appearance re- 
fleets the unequalled 
power and eflicieney of © 
this original Dixon prod- 

uct. Designed to fit 
straight-end hose, and 
furnished with super- 


Boss’ Offset and 


itaeiie ait Clamps. 


strong 


Stocke 


and Job 


r Coods 


d by Manufacturers 


hers of Mechanical Rubbe 


*Reg. U.S. Pat. Off 


DIZON VALVE & 
PRODUCERS OF Jhe Quality Line COUPLINGS « NIPPLES = 
“KING” 


BIRMIN« 


“BOSS” “GJ-BOSS”’ 


PHILADELPHIA, PA 


“DIXON” 


BRANCHE HI 


116 


© 12,500 lbs. p.s.i. on 


aid hydraulic hose. 
e for pressure figures 


ering other sizes. 


“AIR KING’ 


sHAM © LOS A 


“DIX-LOCK”’ 
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ings, grease fittings, and wider top 
“ of American standard design. 

Horton & Son Co., Windsor 
Bt Conn. — Industrial Distribu- 
tion, March 1950. 

















Wrenches 


Sets Designed For Use 
With Various Impact Tools 


Three new sets of high strength 
power impact socket wrenches have 


; been added to the manufacturer's line. 
| Set. No. 


7400C is designed for use 
with various makes of impact tools 
and wrenches. It provides six basic 
}-in. drive socket wrenches with single 
hexagon openings of ye-in., 4-in., 
fs-in., j-in., te-in. and 3-in. 

Set No. 7400B also has six 4-in. 
drive socket wrenches, but the open- 
ings range from ys-in. to g-in. by 
fs-in, steps 

The third set, No. 7400A, includes 
from three to six each of the sockets 





| in the other two sets, along with a 


universal joint, adapter, stud puller 
and four special sockets. It is intended 
primarily for sellers of power socket 
wrenches. However, it is suitable for 
any industrial plant which repairs its 
own vehicles and for any large garage 
or maintenance shop which uses power 


| wrenches extensively. 


Plomb Tool Co., Los Angeles, 
Calif —Industrial Distribution, March 
1950. 


Valves 


Manufacturer Announces 
150+ Bronze Valve Line 


| A new line of 150# bronze valves 
| with stainless steel seats and discs and 
a diaphragm construction claimed to 
be 125 to 230 percent stronger than 
| found in usual bronze valves of similar 
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Defer CHICAGO ‘Safely PlUS sextet mew erode 


they cut production €Osts The greater strength of Chicago “Safety Plus” 
Screws means that fewer do a better job. 


they increase production The use of fewer ‘Safety Plus” screws effects 
a saving in assembly time — increases hourly production. 


they cut rejects Each type “Safety Plus’’ product is inspected before 
shipping — every one starts and fits —no “second-reaching” required. 





they increase product durability Precision threading — plus 
“Safety Plus’’ greater tensile strength — gives positive, enduring engagement and 
holding power. 


*& Our merchandising policy is based on complete cooperation with the distributor. Write for details and a copy of our catalog CK-49-2 


CHICAGO “Safery Mes” products include: 
“he is H i CAGO Socket Head Cap Screws © Socket Set Screws ¢ Stripper 
‘ ; Bolts © Square Head Dog Point Set Screws ¢ Socket Pipe 
S C REW C 0 | PANY Plugs © Keys for “SAFETY PLUS” Products * Hexagon Head 
Cap Screws © Square Head Cup Point Set Screws ¢ Headless 
Set Screws ¢ Fillister Head Cap Screws © Taper Pins ¢ Milled 
Studs ¢ Semi-Finished Hexagon Nuts ¢ Semi-Finished Hexagon 
Castellated Nuts. 
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BEA 


SPRING WASHERS 
STEADY DEMAND ~ and continuous REPEAT business. 


Almost every one of your customers who uses Nuts, Bolts and Screws, 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS — the 
nationally accepted type. 

BEALL Helical Spring Washers have Long range “live” action and 
adequate PRESSURE POWER to combat ALL causes of looseness. 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze and other metals. 


130 Shamrock St. 


TOOL DIVISION, Hubbard & Co., east atton, i. 


BEALL Spring Washers 
— prompt shipment — 


in cartons and bulk. 2 


HT 


nfter long service 
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type has been announced by the manu- 
facturer. 

The valves are being manufactured 
in sizes of 4 through 2-in. and are 
available in globe and angle types, 
screwed ends. They are designed for 
all pressures up to 150# saturated 
steam. Non-shock cold water, oil, or 
gas, 300#. 

Hancock Valves, Watertown, Mass. 
—TIndustrial Distribution, March 1950. 














Power Screw Driver 


Unit Feeds, Drives 
Screws Automatically 


Practically all types and styles of 
screws in sizes ranging from No. 1 x 
4 in. to 4 x 3?-in., are readily accommo- 
dated by the specially designed hopper 
and driving spindle of this new driver. 
Installation of the unit consists merely 
of plugging into a 110 volt outlet and 
connecting to the compressed air sup- 
ply line. 

Operation of the new driver is liter- 
ally leiausal, it is claimed. The oper- 
itor places screws in the hopper, lo- 
cates the part to be fastened beneath 
the driving spindle and lightly presses 
the air pedal to drive the screw. The 
simple hopper feed positions each 
screw properly for traveling down the 
track to the bit where the screw is 
firmly held in place until one or two 
threads are engaged. As the desired 
torque is reached the clutch disen- 
gages automatically. 

Breaking or scarring of work is 
eliminated because the automatic 
clutch prevents over-tightening of the 
screw. The machine weighs 240 Ibs, 
and occupies 21x24-in. of floor space. 

Shakeproof, Inc., Chicago, Illinois 
Industrial Distribution, March 1950. 
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*, .. I’m still looking for a floor too tough 
for the tires on this truck!” 


FREE fthe Neoprene Notebook— You should see some of the places where these tires roll . . . across 
; rough concrete floors strewn with jagged filings . . . through 


Interesting stories . . . ‘ e P 
new, unusual applica- puddles of oil and grease . . . even through spilled acid solutions! 
tions and products of ’ . ’ . 
neoprene. rite E. I. But I’ve yet to find the plant where they couldn’t take it! For 

ju Pont de Ne . ; i tl » 

& Co. (Inc.), Rubber the tires on this lift truck are made of neoprene, Du Pont’s 


Chemicals Division [en . : > ne > Cx ; 
C-3, Wilmington 98, chemical rubber. And tough, durable neoprene can stand contact 


Delaware. with oils, grease and most chemicals . . . withstands temperature 
Tune in “Cavalcade of America” Tuesday nights—NBC coast to coast extremes, sunlight and aging when used outdoors. What’s more, 
we’ve seen tests that prove neoprene solid tires require less starting 
force and roll easier, even when overloaded.” 
y EO p R ‘ hi F Think this makes convincing sales talk ? It’s one of many 
examples where neoprene tires on lift and hand trucks . . . and 
The rubber made by Du Pont since 1932 other neoprene products . . . set records for long life in tough 
service. Every time you talk about neoprene, you’ve an impressive 
story to tell about the way neoprene’s properties pay off in lower 
maintenance and replacement costs. Du Pont doesn’t make 
finished neoprene products, but your supplier will be glad to tell 
you about his neoprene products and all their sales advantages, 


REG. U.S. PAT. OFF 


Y 0 » Nemours & Co. >, bber Chemicals 
BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY E. I. du Pont de Nemours & Inc.), Rubber Chemica 


Division, Wilmington 98, Delaware. 
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HACK SAW BLADES 
are adaptable for 
use on ALL TYPES 
HACK SAW MACHINES 
in sawing ALL METALS 


P LENOX POWER 
HACK SAW BLADES 
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SAVINGS "ree 





CHESTER 


HOISTS and TROLLEYS 








Send today for new catalog giving 
complete information on capacities, 
prices, reach, chain pull, test load, etc. 

Chester Hoists are available in 
standard and special Spur-geared 
types (14 to 25-ton capacity) or 
Differential type (14 to 1)4-ton 
capacity). Complete line of trolleys, 
parts and accessories. 


THE NATIONAL -Caaw & MFG. CO. 


Chester Hoist Division Lisbon, Ohio 


10-2 





INDUSTRIAL DISTRIBUTION ® MARCH, 1950 




















Precision Gage 


Knurled Thumb Screw 
Sets Gage Smoothly 


A quick adjustment of a knurled 
thumb screw is all that is necessary to 
set this gage smoothly and precisely to 
the exact size required, either from a 
micrometer, height gage, vernier cali- 
per or gage blocks. A clamp nut locks 
the slide securely in place. Both 
thumb screw and lock nut are smaller 
than the gage thickness, permitting 
the gage to be used on its sides with- 
out interference. 

With the scribing attachment the 
gage can be used as a surface or height 
gage. A patented offset attachment is 
also available that permits settings in 
narrow areas or working 4-in. below 
the base line. The 3-in. knurled exten- 
sion provides an increased range of 
9}-in. 

L. S. Starrett Company, Athol, 
Massachusetts—Industrial _—_ Distribu- 
tion, March 1950. 





Face Hammers 


Freer Jaw Play 
Insures Firm Grip 


Four new design features, incorpo- 
rated for increased work efficiency, 
have been introduced by the manufac- 
turer in redesign of his line of replace- 
able face hammers—tools equipped for 
rapid replacement and interchange of 
hammer faces, with faces available in 
rawhide, Basa molded composition, 
plastic, copper and babbitt. 

A freer play between the jaws of 
the retaining head insures a positive 
take-up and firm grip on the faces 
despite any slightest variations in the 











LYON 


"makes Everyone Gour Customer Customer" 


Mere are 6 reasons 
why LYON is the profitable line to stock: 





Diversified Markets—probably every one of your present cus- 
tomers is a good prospective steady buyer of many Lyon items. 
Moreover, a Lyon stock can attract new accounts for other 
items you sell. 


Large Discount—you are assured good mark-up and profit. 


Easy to Sell—a merchandising and selling catalog—simplified 
pricing —unit packaging, backed by direct mail campaigns that sell. 


Direct-to-Dealer-Prices—buy direct from the factory at prices 
based on volume production. 


Factory Co-operation—a Lyon man as near as your telephone. 
Lyon District Offices and representatives in principal cities are 
responsible for serving Lyon dealers in their territories. 


Sex National Advertising—Lyon reaches buying and specifying per- 
sonnel in all markets for Steel Equipment— factories, shops, schools, 
offices, etc. Lyon is the largest user of advertising in the industry. 





MAIL THE COUPON for detailed information. 


| es PRODUCTS, INCORPORATED 
B General Offices: 353 Monroe Avenve, Aurora, Illinois 
¢ i \ Factories: AURORA, ILL., YORK, PA., CHICAGO HEIGHTS, ILL. 
Sold Nationally through Factory Branches and Dealers 


LYON Metal Products, Incorporated 
353 Monroe Ave., Aurora, Illinois 


Please send me information about the Lyon dealership. 


NAME. 








ADDRESS 








City 





A PARTIAL LIST OF LYON PRODUCTS 
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these Carey Asbestos products 
go together on job after job... 
sell them as a package...and 
reduce costs, increase profits! 


Pipe Coverings —Asbestos Air Cell, 85% Magnesia, Wool Felt and other 
insulating materials for low and high temperature 


Asbestos Paper —A standby for many furnace pipe and insulation uses; 
for lining ovens, making gaskets, wrapping furnace pipes. 


Asbestos Millboard—for fire screens, partitions, range lining, radiator re- 
cesses—wherever heat-resistant, fire-resistant material 
is required. 

MW-50 Insulation Cement—The leading monolithic cement. Maximum 

insulation value; toughness, hardness and excellent 

sticking properties. Manufactured with slag wool pellets 
and asbestos fiber. Easily and quickly applied. 


Asbestos Insulation Cements —for all types of heat insulation jobs... 
from pointing up fittings to final surfacing insulation 
Special types for specific requirements. 


Asbestos Furnace Cement — Developed especially for mounting fur- 
naces, stoves, boilers and flue pipes—for setting or 
yatching refractories, cementing joints and cracks ex- 
posed to heat. For temperatures up to 2000° F. 


Asphalt Products —Felts, paints, coatings and cements for all types ot / 


roofing construction, repair and maintenance. 
/ 
e 





these CAREY offices are as nears your telephone 





ATLANTA 

BOSTON 

CHICAGO 
CINCINNATI 
CLEVELAND...... 
DALLAS 


LAmar 5451 
CHarlestown 1725 
DEarborn 4775 
POplar 1323 
HEnderson 6500 
CEntral 6609 


DETROIT . 
INDIANAPOLIS 
LOS ANGELES 
MONTREAL 
NEW YORK 
PHILADELPHIA 


TRinity 5-4680 
Riley 7332 
MAdison 6-1358 
PLateaw 8489 
VAnderbilt 6-1530 
BAldwin 9-6430 


PITTSBURGH 


the house of 


GRant 1-7490 
NEwstead 1930 
SEneca 2351 


WASHINGTON, D.C...... FRanklin 1365 


THE PHILIP CAREY MFG. COMPANY 
CINCINNATI 15, OHIO 


1557 MacKay St., MONTREAL 25, P. Q. 
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circumference of faces. 

The handle has been shaped to fit 
the hand, perfecting balance for fur- 
ther exclusion of worker fatigue. The 
handle is of straight grained hickory 
for elimination of sting and vibration. 

The handle has been lacquered and 
the grip portion has been enameled 
to preserve the tool’s cleanliness and 
neat appearance. Metal parts of the 
hammer are finished in a rust inhibit- 
ing aluminum coating which has been 
baked on to give a hard wearing sur- 
face. 

Greene, Tweed @& Co., North 
Wales, Pa.—Industrial Distribution, 
March 1950. 











Pumps 


Straight Centrifugal Pumps 
Added to Line 


[he addition of a new line of 
straight centrifugal pumps has been 
announced by the manufacturer, 
bringing his full line to 56 basic series 
of pumps. The new centrifugals am- 
pllify the manufacturer’s lines of self 
priming centrifugals, diaphragm and 
plunger pumps to make a complete 
range of four different types, the basic 
models of which in turn are available 
in virtually endless modifications of 
mountings, fittings and materials. 

The new centrifugals are introduced 
for use primarily on installations with 
flooded suctions and are offered in 
close or long coupled construction, 
one to four inch sizes and with capaci- 
ties from 10 to 1,000 gallons per 
minute. 

Consisting of casing, impeller with 
shaft sleeve and the driving motor, the 
unit may be installed and operated in 
either vertical or horizontal position. 
Other features include an enclosed 
type impeller that eliminates need for 
a second wearing ring; volute, regularly 
of cast iron, can be of bronze, nickel, 
stainless steel or other special alloy; 
impeller shaft of high quality steel is 





Two new machines... one great sales advantage... 


Walker 
Turner 
designing 





You—and your prospects—are going to read a lot about 
design in Walker-Turner advertising from now on. 
Machines built with the customer's special needs in mind 
—that’s something for Walker-Turner dealers to keep in 
mind . . . to emphasize in selling. It gives you a sales 
advantage. 

Now, with Walker-Turtier’s new 12” Tilting Arbor Saw, 
and revolutionary 16” Band Saw to talk about—latest 
design achievements in a complete line of metal and wood- 
working machines . . . with sales-building advertising in 
some 22 national magazines to back your sales effort—the 
Walker-Turner franchise is more valuable than ever! 

Play up Walker-Turner designing in your sales calls. It 
will pay you—in extra sales, bigger profits, and repeat 
business. Write today for complete information. 


( 


i Will! 


// 


New 16” BAND SAW 


For the first time in a band saw, all the basic parts of the 
machine are functional. Single speed models for wood and 
plastic cutting. 8 blade speeds—with standard motor 
193-5692 feet per minute; with slow speed motor 126-3700 
feet per minute. Table size 18” x 17”, 





New 12” TILTING ARBOR SAW 

Capacity 412”. Table 48” wide x 3834” deep. 5 h.p. 3 phase 
motor or 3 h.p. single phase. Dado capacity 1/2” wide. 
Saw speed 3600 r.p.m. New rip fence locks front and rear, 
micrometer adjustment “T” slots for miter gauge. New 


improved safety guard and splitter, Exclusive “Synchro 
Belt Drive”. 


KEARNEY &TRECKED 


M ILWAU 43 et SOLD ONLY THROUGH AUTHORIZED DEALERS 
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WITT CANS 


are outstanding because: 


“Right Angle” Sides 
assure greater strength, extra resistance to rough 
handling . . . 


Heavy Gauge Stee! 
provides basic ruggedness, reinforced by 


Deep Rolling Corrugations, 
the strongest known, further strengthened by... 


Structural Steel Bands, 
which protect top and bottom of can, act as shock- 
absorbers. 


Hot-Dip Galvanizing, 
a hand process, assures the heaviest possible rust 
proofing, ofter fabrication. 


Pinch-proof Handles 
and a sturdy, one-piece top completes the WITT Can, 
except for the famous... 


Quality Assuring Guarantee 
... WITT Cans outlast ordinary cans, three to five times 








WITT CANS 
have the 
“right angle’ 


STRAIGHT SIDES 
Provide Rugged 
Strength... 
Greater Resist- 
ance to Rough 
Handling... 
Longer Wear! 


The differences between two Cans, similar in appearance, are truly “uncanny.” 
Beyond the fact that both are Cans, there's little real similarity. The WITT Can 
is designed to give far longer service, hence far greater value. 


It stands to reason that the better Can to buy... 


is also the better Can to 


sell! Every WITT Can you sell creates a bonus of good will . . . assures the re- 
spect of buyers who judge the dealer by the quality of the merchandise he sells. 
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File Handle 


Fits All Sizes 
From 8 to 16 Inch 


The file handle has a tapering groove 
in which the shank of the file easily 
slips, making for quick interchange- 
ability. The slot has a hardened sur- 
face which resists wear. 

The handle is designed to comfort- 
ably fit the hand and fingers without 
cramping. It is claimed that — 
pressure can be applied with less 
fatigue than with the standard type 
handle, as all the pressure is down- 
ward and evenly concentrated along 
the entire length of the file. 

The handle can be used with either 
flat or half round files, and fits all sizes 
from 8 to 16-in. lengths. Carpenters’ 
rasps can also be used with the handle. 

Riverview Foundry Co., Fall River, 
Massachusetts—Industrial —_ Distribu- 
tion, March 1950. 


Hose 


Rayon, Rubber Hose 
Resists Abrasion 


A new light weight, high strength 
hose designed for refueling tractors 
and other motorized farm equipment 
from either barrel or tank has been 
developed by the manufacturer. 

The hose is constructed with an 
oil resistant tube made of Neoprene, 
a rayon braid carcass, built-in static 
wire and a rubber cover especially de- 
signed to withstand abrasion. It is 
available in sizes ranging from @-in. to 
one inch inner diameter in either 
specified cut lengths or random factory 
lengths. 

U. S. Rubber Co., New York, N. Y. 
—Industrial Distribution, | March 
1950. 


Air-Clamping Cylinders 


Small Cylinders 
Provide Maximum Power 


To fill the rapidly growing need for 
a small, powerful air-clamping cylin- 
der, the manufacturer has designed 


| and produced a complete line of ban- 














A section of the special, air-conditioned, temper- 
ature-controlled department at Brown & Sharpe, 
where all finishing operations of Johansson 
Gage Blocks are performed. 

To assure excellent manufacturing conditions, 
the department is divided into three sections; 
one for finish grinding, one for rough lapping 
and one for finished lapping and final inspection. 


Visit Booth No. 849, A.S.T.E. Show, Philadelphia 


* 


Every one of your customers and prospects making products 
to close standards of accuracy is a “natural” for Jo-Blocks! 
With Jo-Block protection, costly errors caused by poorly set 
measuring tools or worn gages can be avoided . .. and specified 
tolerances of finished work can be met with the utmost regu- 
larity. Measuring equipment periodically checked against 
Brown & Sharpe Jo-Blocks is sound and economical insurance. 

There are THREE important uses of Jo-Blocks. Each or ail 
may clinch new business. Jo-Blocks are used (1) as master 
laboratory standards for control of measurement—Class AA, 
(2) for checking inspection gages at the bench—Class A, 
(3) as actual working instruments of measusement—Class B, 
Made in 3 guaranteed accuracy standards; .000002”, .000004” 
and .000008”. 

Brown & Sharpe Jo-Blocks are sold as single blocks or ia 
sets... with or without accessories. No other name means so 
much in gage blocks as Johansson . . . famous the world over. 


Brown & Sharpe Mfg. Co., Providence 1, R. I., U. S. A. 


onown & HARPE We wige buying through the Distributor 


BROWN & SHARPE [Es 














V-BELT DRIVES 


Medart V-Belt Drives give your customers 
these benefits... compactness... positive speed 
... dependability... quietness .. . cleanliness... 
shock absorption ... easy on bearings... low 
maintenance cost...smooth driving and safety. 


Other WMedart Products 


Belt Pillow Shaft 
Adjusters Blocks Couplings 
Literature on each is available. Write. 


) UCT OD SIGN AND 


. continues relentlessly 
to seek ways of economizing ... 
to hammer down costs and keep 
them at the lowest possible level. 


That is your cue for action...that 
is the signal to distributors that 
industry is wide open to the ad- 
vantages of MEDART Mechanical 
Power Transmission Equipment. 


You can get the full profit benefit 
of this opportunity because the 
market around you knows the 
name MEDART...You are equip- 
ped with a line that does a 
selling job that is continuing. 


Make that good sound busi- 
ness move now and send for 
Catalogs No. 56-V, 77 and 88. 


MEDART 
“SL” SHEAVES 


» 


Sleevelock Type. Simple to mount and 
dismount. Bushing is split for entire 
length on one side assuring full length fit 
on oversize, standard or undersize shaft. 


Missa: 
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stalled on one or more machines not 
equipped with pump, or where ma- 
chines are not grouped, making it im- 
practical to use a centralized pumping 
unit. 

The model includes a coupler with 
adapter for assembly to the manifold 
inlet of the most easily accessible bank 
of injectors on the machine. The 
pump is equipped with a five foot hose 
assembly which terminates in a coupler 
nipple. A pressure gauge is incorpo- 
rated in the model to indicate normal 
predetermined operating pressure. 

When lubricant has been discharged 
to all bearings, operator raises pump 
handle to topmost position, which 
automatically relieves line pressure in 
the system permitting injectors to re- 
load. A check holds lubricant in the 
system when nipple on hose is dis- 
engaged. The pump is 23-in, high, 
163-in. wide, and 43-in. deep. 

Lincoln Engineering Co., St. Louis, 
Mo.—Industrial Distribution, March 
1950. 














Hydraulic Pump 


Air Operated Pump 
Is Continuous Acting 


The manufacturer announces the in- 
troduction of a continuous acting air 
operated pump similar in design to his 
single acting pump which was intro- 
duced a short time ago. 

In operation, the new air motor is 
so arranged that it runs continuously 
merely by holding open the valve 
which controls the air supply. A re- 
ciprocating valve alternately diverts air 
pressure from one side of the air piston 
to the other. A relatively large air 
piston is directly connected to a small 
hydraulic piston which pumps oil 
under high pressure. 

The pump is equipped with a 
built-in release valve to permit pres- 
surized oil in the hydraulic cylinder 
to return to the reservoir by gravity. 
\ single, three position, four way valve 
operates the release and controls the 
pumping action. Working oil pressure 
of 1,000 psi. can be obtained from a 

(Continued on page 132) 





CALL YOUR 
SPANG CW 


“ DISTRIBUTOR 
p dj ii g WHEN 


YOU WANT... 


dj d S A Milion Dollars Worth of Satisfaction 


work to 
Win... 











PROFITABLE SALES FOR YOU 


Radiant heating is rapidly gaining accept- 
ance in new homes, commercial and industrial 
buildings. To help you get your share of this 
profitable business, Spang features this pop- 
ular heating system in its advertising. These 
ads draw attention to the fact that Spang 
CW has some advantages that make it 
particularly suitable for radiant heating 
applications. 





In addition these ads continue to point out 
that Spang CW is an excellent material for 
every piping need. And every month Spang 
ads tell your customers about the fine serv- 
ice you give and the complete lines you 
have available. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; A | TY 
Detroit; Houston; Los Angeles; New York; Philadelphia; 
Pittsburgh; St. Louis; San Francisco . 


. 


whelrevel P ype 
1s Use 
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L- an old formula — as old as business — 
but it works. Today, it works better than ever, 
because the important factors are increasingly 
important: Accepted quality plus Better service 
over Competitive price. 





It’s a comparative formula, because there are 
no absolutes in business. But comparisons can be 
valuable. It may pay you to take another look at 
your present valves and compare them, point for 
point, with the Pace-Setting OIC line. 

Accepted quality has distinguished the OIC 
trademark since 1883. It has become a symbol of 
high standards, a safeguard to engineers and dis- 
tributors, an assurance of thorough testing, a 
guarantee of quality materials and workmanship. 


BRONZE 
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-- Your Val ve 


No wonder more and more engineers are 
specifying OIC, “or equivalent,” as the stan- 
dards to be met on their blue-chip jobs. 


Better service implies first the ability 
to serve — with a complete line of forged 
steel, cast steel, bronze, and iron valves for 
a wide variety of applications. The OIC 
line includes them all — in constantly in- 
creasing measure. 


® More new designs will be announced 
this year, as well as improvements and new 
features for the existing lines. 


BP You get the powerful backing of 
nearly three million national ads each year, 
as well as sales-building literature and 
modern catalogs. 


> Fast transportation service from the 
industrial heart of the nation assures quick 
delivery of your orders. 


P Qualified factory representatives hold 
training meetings for your men and give 
them actual on-the-job help in the field. 


PB Your problems get immediate, per- 
sonal, friendly consideration from special- 
ists in valves—not “general store keepers.” 


FORGED STEEL 


Profits 


Competitive prices are becoming 
more important every day. Here, too, OIC 
sets the pace. OIC prices are competitive 
in every way, but OIC does mot compete 
with distributors. Back of the OIC Selective 
Franchise stands a long-established policy: 
“We make the valves; you sell them.” 


All these facts lead to a happy con- 
clusion. It’s more profitable for you to 
handle OIC valves. There are other con- 
tributing reasons, too — many of them. 
OIC will welcome your inquiry. Write 


immediately, for more information, to 


THE Onto INjJECTOR COMPANY 
113 PINE STREET ° WaDsworTH, OHIO 








SS 
SETS THE PACE) 


'N VALVES 


Tne A: monenoe 


re: - 




















CAST STEEL 
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90 psi. air pressure. Higher working 
: pressures are also available. 
T tg This displacement of oil per stroke- 
| cycle is 3.4 cubic inches. 1.0 to 1.5 
ey © gallons of oil can be pumped per 
minute depending on the air pressure. 
| Air consumption is 3.5 cfm. (90 psi.) 

at an average pumping rate. 
J 0 4 N S 0 \ GAS Lyon-Raymond Corporation, Greene, 


N. Y.—Industrial Distribution, March 


FURNACES © BURNERS © BLOWERS © TORCHES 1950. 





Ne. 120 Hi-Speed Steel No. 616 Soft Metal No. 118 Combination 
Heat Treating Furnace Melting Furnace Bench Furnace 


ie 

| Variable Speed Drive 
a Shaft Drilled 
For Forced Lubrication 


No. 33 Needle Flame No. 101 This is the newest and smallest of a 
Ne. 1202 Blower Hand Blow Torch Bench Furnace line which already includes two types 
and six sizes and differs from previous 
models in that the pulleys are die cast 
and the framework is constructed of 
stamped steel. The die cast spindle 
rotates on a bronze bushing over a sta- 
tionary steel shaft. This shaft is an- 
chored to the pivotal frame and is 
drilled for forced lubrication of the 
rotating member. 
The variable speed transmission has 
34-in. pulleys, gives a 3.3-1 speed range 
| with A section belts. Construction is 
| of precision die cast pulleys, stamped 
steel frame. Base dimensions are 34 x 
4-in., with overall dimensions: width 


Push the line that pays hot profits. JOHNSON gas Gin. engin 5+-in., and hegpt Spm. 


‘ h , ‘ Standard Transmission Equipment 
burning equipment is famous for efficiency and Co., Pasadena, Calif.—Industrial Dis- 


economy. Steady national advertising in leading tribution, March 1950. 
trade papers helps you sell. 
Floor Type Among 


Three New Models 


JOHNSON GAS APPLIANCE CO. 3.822%, pnt zrindstone: com 


plete with 4 hp. motor and floor 

588 E AVENUE N. W. CEDAR RAPIDS, IOWA stand, has been added to the manufac- 
ESTABLISHED 1901 turer’s line. Two other new models 

| include one with two grindstones 




















Ne. 60 BCE Concentric No. 20X 
Ring Burner Cross Type Burner 











Grindstones 
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Production 
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@ FInatty, A Disc-Wheel that: 


¢ BEVELS PREPARATORY TO WELDING 

¢ SMOOTHS, BLENDS, STREAMLINES WELDS 
e IS USED FOR PORTABLE CUT-OFF JOBS 

e FLEX CUTS 


At long last a type of abrasive disc-wheel has been developed that 
replaces costly, short-lived, coated abrasive discs. BAYFLEX DISC-WHEELS, 
for use on grinders and sanders last for hours and even days on the toughest 
weld smoothing jobs. The lost operator time of changing worn out coated 
discs is a thing of the past — thanks to Bayflex Disc-Wheels. 


There is no substitute for Bayflex. Our manufacturing methods are 
different. Our finished product is superior. You be the judge of these state- 
ments. Ask for a demonstration . . . no obligation, of course. 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass. 


Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh. 
Distributors — All principal Cities. 


Bayflex’’ is the registered trademark indicoting manufocture by Boy State Abrasive Products Co. 


Top Performance Consistently Duplicated 
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MEMBER OF THE 
GRINOING WHEEL INSTITUTE 


133 








Are you paying 


YOU CAN BUY 
TOP QUALITY 
AND UNEXCELLED 
HOLDING POWER 
WITHOUT PAYING 
A PREMIUM! 


The TRIPLEX SCREW @. 


5307 GRANT AVENUE 


CLEVELAND 5, OHIO 


Write or Wire Your Requirements! 


lil: >| r 
Y=a=y 
vy v 
NN avd 


CAP AND SET SCREWS 


XX “rouen 


BOLTS, NUTS AND RIVETS 
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driven by a single motor and mounted 
on a bench or floor stand, and a hand 


| operated model for field use on farms 
| and by road, park and cemetery com- 


missions or anywhere electricity is not 


available. 


The manufacturer’s grinders have a 


| self adjusting friction drive and have a 
| constant speed throughout their lives. 
| A simplified friction roll drive elimi- 
| nates two pulleys and two bearings. 


There is no countershaft belt to ad- 
just or replace. The one inch steel 
roller is mounted on a 4-in. diameter 


shaft. 


Boice-Crane Co., Toledo, Ohio—In- 


dustrial Distribution, March 1950. 














Sander 


Machine Designed 
For Intermittent Use 


I'he seven inch sander is recom- 


| mended for light sanding, metal fin- 


ishing, touch-up body work, remov- 
ing rust, wood surfacing and similar 
light duty operations. It is a side han 


| dle model with a reversible auxiliary 





TACKLE 
BLOCKS 


ROPE 
FITTINGS 





Only manufacturer of the complete line — wire 
rope, wire rope fittings and tackle blocks... All 
engineered to the job by Upson-Walton for 
LONGER LIFE and BETTER SERVICE. 


THE UPSON-WALTON COMPANY : Cleveland, Ohio 
New York ¢ Chicago ¢ Pittsburgh 
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Weigh the Facts! 


...couldn’t you make more money 


selling this complete line? 
TAPS ¢ TWIST DRILLS ¢ REAMERS 
We submit that the Besly Line of Taps, 
Twist Drills and Reamers today offers 


an unparalleled profit opportunity to 


1. 


BESLY 





distributors who want to—and know how to—really sell 


cutting tools. If you are one of these, here are the 


supporting facts for your consideration: 


THE PRODUCTS 


Besly Taps, Twist Drills and 
Reamers enjoy a steadily grow- 
ing reputation and user accept- 
ance. They are manufactured to 
standards so high that Besly 
Taps, for example, have earned 
recognition as one of the world’s 
most accurate. With the Besly 
line you benefit from one supply 
source—one undivided supplier 
responsibility. 


THE SALES POLICY 


An intelligently applied, selective 
policy eliminates wasteful dupli- 
cation of sales effort. Besly dis- 
tributors profit from the full 
potential of their markets—can 
afford to devote a substantial 
part of their time and enthusiasm 
to selling the Besly Line. 


. THE INVENTORY-CONTROL PLAN 


Tailored-to-your-territory, this 
proven, practical plan enables 
Besly distributors to take a max- 
imum profit from their invest- 
ment, through a stock that keeps 
turning ... with “slow numbers” 
exchanged for fast movers as a 
regular part of Besly policy. 


CHARLES H. 
118 W. CLINTON STREET, CHICAGO 6, ILLINOIS 
Twist 


TAPS 


4. TECHNICAL HELP 


Besly engineers and factory- 
trained service men work shoul- 
der-to-shoulder with you to put 
the right tools on every job. Care- 
fully maintained records show 
that, as a direct result, a high 
proportion of trial orders produce 
BIG volume repeat business in 
steady flow. Besly delivery is con- 
sistently satisfactory. 


. PROMOTION HELP 


Extensive national advertising 
that you can capitalize upon, 
through intensive localized pro- 
motion campaigns—provided for 
you by Besly without cost—help 
you become the Tap, Twist Drill 
and Reamer source and authority 
in your territory. 








If these facts “add up" to you as a 
better deol . . . if you want to moke 
more money from a bigger volume of 
Tap, Twist Drill and Reamer business 

if your organization is geared to 
then Besly would like 
to talk with youl Write, call or wire 


real selling . . 


us now 











MPANY 


FRANKLIN 2-1222 


BESLY & CO 


ODRittS 
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side handle for either right or left 
handed use. The tool is rugged but 
light, weighing only eight Ibs. Hous- 
ings are aluminum castings and the 
sander has heat treated gears and 
grease sealed ball bearings throughout. 
The no-load spindle speed is 3500 
rpm. 

This new tool is equipped with a 
convenient spindle locking pin for 
speedy changing of sanding discs and 
other attachments. Other standard 
equipment includes a seven inch 
molded rubber pad; three seven inch 
sanding discs; clamp washer; and three 
conductor cable and plug. It is pow- 
cred by a universal motor for operation 
on ac or de currents and is available 
for 115 or 220 volts. 

The Black & Decker Mfg. Co., 
Towson, Maryland—Industrial Dis- 
tribution, March 1950. 














Grinder Adapter Base 


Converts Bench Grinders 
To Carbide Grinding Machines 


Almost any bench grinder found in 
the average shop can be converted into 
an accurate carbide grinding machine 
with this new adapter base, it is 
claimed. Although the new attach- 
ment was designed principally for the 
grinding of carbide tools, all single 
point cutting tools requiring exact 
angles can be ground more quickly and 
perfectly with it. 

All front, side and top angles can be 
set exactly in both vertical and hori- 
zontal planes, and firmly locked in po- 
sition to permit trouble free grinding. 

The feed of the tool towards the 
grinding wheel is accurately controlled 
by the feed knobs, which are gradu- 
ated in 1/1000-in. divisions. The tool 
holder, which easily holds single point 
cutting tools up to 1}-in. high, is 
mounted on an arm which swivels 
from one side of the wheel to the 
other, to permit grinding of both right 
and left hand tools. 

E. F. Hager and Son, Queens Vil- 
lage, N. Y.—Industrial Distribution, 
March 1950. 

















Aircraft Factories - Fabricated Metal Products 
Truck Builders - Sheet Metal Plants - Foundries 


Add dozens of industrial prospects to your salesmen’s lists with the complete SKIL Tools 
line. Full ranges in size and capacity make SKIL Drills, Sanders, Nut Runners, Drivers and other SKIL 
Tools fully adaptable to the needs of every industry. With one famous brand, one outstanding factory 
service policy, you offer the best in portable tools to every customer. 

And SKIL Tools are easy to sell. They’re vigorously advertised in leading industrial maga- 
zines. SKIL Tool Distributors get strong merchandising aids to build SKIL Tool sales. SKIL quality 

and dependability are known wherever your salesmen go. Write 
today about open SKIL Tool Distributorships in your territory. 
SKIL Tools are made only by SKILSAW, INC. 


5033 Elston Ave., Chicage 30, Ill. « Factory Branches in Principal Cities 
In Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont. 








STOCK...DISPLAY...SELL 


More Easily, Effectively, Profitably 
with the New CAMPBELL CHAIN 
CONTAINERS 


CAMPBELL CHAIN “CAM-PAK” 
Made from fibre-board—will withstand 
the roughest handling. No wood to splin- 
ter, no nails to snag hands or clothing. 
Takes less storage room. Type and Work- 
ing Load Limit printed on label. For Proof 
Coil and BBB Coil chain only. 

SIZES: | QUANTITY: SIZES: | QUANTITY: 
3/16" 250 ft. 5/16" 100 ft. 
1/4" 150 ft. 3/8” 75 ft. 


CAMPBELL CHAIN Fibre Drums 


Replaces wooden barrels formerly used for shipments of 500 to 
700 pounds. Can be re-used, as lever-action metal head is 


easily replaced after opening. No more nails or splinters. 





CAMPBELL CHAIN Company 


(International Chain & Mfg. Co.) 
York, Penna. 
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protected by a bronze sleeve at the 
stuffing box. 

Motors from 4 to 30 hp. are splash 
protected and equipped with moisture 
resistant insulation. Explosion proof 
or fully enclosed motors are also avail- 


able. 


Marlow Pumps, Ridgewood, N. ].— 
Industrial Distribution, March 1950. 














Lathe Centers 


Tungsten Carbide Tip 
Reduces Scoring, Wear 


Ihe manufacturer has recently in- 
troduced lathe centers with 60 degree 
tungsten carbide tips, for use on lathes, 
grinders and other machine tools. The 
tungsten carbide tip is harder than the 
hardest tool steel point, and scoring 
and wear is therefore negligible, it is 
claimed. Because of their durability, 
these carbide tipped centers are de- 
sirable for production jobs requiring 
high spindle speeds, long continuous 
cuts, and heavy roughing operations. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
March 1950. 


Bucket Pump 


For Use With Single 
Line Lubrication Systems 


\ portable, high pressure bucket 
pump of 30 Ib. lubricant capacity has 
been designed for use with the manu 
facturer’s single line lubrication sys 
tems. The pumps deliver lubricants 
to circuits of lubricant injectors in- 





Ran 45,000 Hours in 12 Years 


NEW IMPROVED GONGOZ WHIPCORD V-BELTS 
New, super-strength cords of synthetic fibers and a 
new pressurized full-mold method of manufacture 
insure the smoothest running V-Belts made. They 
should do even better on the drive shown above. 


QO. U. Thompson, Laundry Manager for the University 
Hospital at Augusta, Georgia has this to say in an un- 
solicited testimonial for Condor V-Belts: 


“This belt (referring to one he sent with his letter) was 
in service on a 42” x 84” Troy Washer for a few weeks 
over 12 years, and was working nine hours a day for 
six days a week . . . and a good many Sundays. In 
round figures | would truthfully say this belt has run 
45,000 hours with only two adjustments. These 
washers are always loaded to capacity every wash. I 
think this is outstanding service for V-Belts and I 
recommend them highly for light or heavy duty per- 
formance.” 


The installation on which these three Condor V-Belts 
served so many thousands of hours is shown above. 
You may have service records on Condor V-Belts that 
are equally impressive. Condor V-Belts have made 
power transmission records on many types of drives 
from multiples of 2 to 20 or more—on light duty, high 
speed drives—and on heavy, difficult drives. 


MANHATTAN RUBBER 


For tough, rugged drives we offer the new brawny 
RAY-MAN V-Belts, which are non-spark, oil-proof and 
heat resistant. 


Product performance records, like the case recorded 
here, help Manhattan Distributors build profits with 
satisfied customers. 





DO YOU HAVE THIS FOLDER 
IN YOUR FILE? 
This useful V-Belt Bulletin #6868C 
will be mailed on request. 
Keep Ahead with Manhattan 











DIVISION 


PASSAIC, NEW JBRSEV 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment * Radiator Hose * Fan Belts * Brake Linings * Brake 
Blocks * Clutch Facings * Packings * Asbestos Textiles * Powdered Metal Products * Abrasive & Diamond Wheels * Bowling Balls 
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Delicate fabrication 
or massive work, Kes- 
ter makes a special- 
ized flux-core solder 
(over 100,000 differ- 
ent types and sizes) 
that will do the job 
perfectly. Kester Sol- 
ders are made only 
from newly mined 
grade A tin and vir- 
gin lead. 
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Kester Flux-Core Solders are not only preferred by 
industry, but individual workers also insist upon 
Kester to enable them to do their best work with a 
minimum of rejects. 


Saves Time 


A Kester Technical Engineer, with his wide experi- 
ence in industry, will specify the most efficient flux- 
core solder for your customers and will suggest the 
best method of application. 


Kester Solder Company 


4201 Wrightwood Ave., Chicago 39 
Newark, N. J. Brantford, Canado 


Send for free manual 
"SOLDER and Soldering 
Technique” 


KESTER 
SOLDER 


Standard for Industry since (899 
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tam sized cylinders for industrial 
applications. 

These compact, push type, spring 
return cylinders are made to provide 
maximum power in a minimum of 
space. Two styles are now available, 
which permit easy installations in 
vertical or horizontal mounting po- 
sitions. ‘The cast brass body, which 
houses the piston assembly, is stream- 
lined and compact to conserve space. 

The cylinders have one and two 
inch stroke lengths and bore sizes of 1, 
2}, and 3-in. 

In addition to the air cylinders, the 
manufacturer has produced a_ three 
way valve, about the size of a cigarette 
package, for use with the air cylinders. 
Built on a sliding disc principle, the 
valve houses a stainless steel disc 
which slides on a bronze ring, provid- 
ing an air-tight sealing action. 

A. Schrader’s Son, Brooklyn, N. Y. 
—Industrial Distribution, March 1950. 








Plier 


Designed to Fit 
Natural Hand Grip 

This new development in m¢ joint 
pliers with offset pistol grip handle 
fits the natural hand grip and enables 
the user to reach hard to get at jobs. 
Normal pull on the handles tightens 
the grip on the work and gives more 
holding power for wire twisting or 
pulling. 

The pistol grip gives efficiency with 
less effort, it is claimed, and reduces 
wrist fatigue, prevents slipping and 
skinned knuckles. The pliers are 
drop forged of alloy steel. 

Utica Drop Forge & Tool Corp., 
Utica, N. Y.—Industrial Distribution, 
March, 1950. 


Roller Chain 


Single Pin Connector 
Simplifies Assembly 


Designed to simplify disassembly 
and assembly of roller chain in the 
field, a five foot basic length of stand- 





“It pays to do business with a Distributor” 


“Sure, I buy everything I can from a distributor. 


It saves me money in the long run... . is even 
more economical than buying direct. 

“It’s simple arithmetic if you figure it out. He 
buys, say from a hundred manufacturers. That’s 
a hundred salesmen he sees that we don’t have 
to. That alone saves us time and money. On many 
things... such as our maintenance supplies... he 
buys in large quantities . .. we buy in dozen lots. 
He buys from a hundred sources . .. we buy from 
one. We get all those products through him .. . 
witha minimum of bookkeeping, delay, expense. 


through our use of a local distributor are almost 
unbelievable. Like the other day when one of our 
supply lines broke down. We would have been 
shut down for longer than I like to think of if he 
hadn't had all the material in stock ... and rushed 
it up here. In fifteen minutes after we called the 
order was on its way! 

“No matter how you look at it, it’s the efficient 
way todo business. It’s a way of working together 
that matches the efficiency of mass production 
and mass sales to the lesser needs of individual 
users, It’s the realistic American way of getting 





“There are times when the savings we make _ things done... in a hurry . . . and at less cost.” 


One of a series of advertisements depicting the part played by the Distributor in the 
American Economy. The series is created and sponsored by The Kennedy Valve Mfg. Co. 








THE KENNEDY VALVE MFG. CO., ELMIRA, N. Y. 


ESTABLISHED 1877 


IRON-BODY AND 
BRONZE VALVES 
PIPE FITTINGS 


OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO © SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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ARBIDE TOOLS 
For Your Copy Today! 
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ard riveted roller chain has a new 
single pin connector assembled at ap- 
proximately the two foot mark and at 
the end of the basic five foot length. 
The connecting link employs one de- 
tachable pin and one rivet. It is nec- 
essary to remove only one pin to dis- 
connect the chain. 

There are no other loose parts, since 
the plates making up the connecting 
link all are securely press fitted to the 
remaining rivet. The new single pin 
connector has a distinctive tear-drop 
shape for easy identification. 

Chain Belt Company, Milwaukee, 
Wéisc.—Industrial Distribution, March 
1950. 














Wrenches 


Bent Handle Wrenches 
Complete Line 


With the introduction of 45° and 
90° bent handle construction wrenches 
in both carbon and alloy steels, the 
manufacturer offers a complete range 
of sizes and styles in construction 
pattern wrenches. 

The 45° and 90° bent handles fa 
cilitate work in close quarters where 
maximum accessibility and leverage 
are required. This type of wrench is 
particularly useful on flange and pipe 
line work in refineries, chemical plants 
and industries using processing equip 
ment. Openings from § to 2-in. 

]. H. Williams & Co., Buffalo, 
N. Y.—Industrial Distribution, March 
1950. 


Brake Motor 


New Brake Lining 
Eliminates Adjustments 


Outstanding features of this brake- 
motor are the prelubricated for life 
cartridge bearings and a new brake 
lining that is said to eliminate the need 
of adjustments, making the unit ideal 
for use in inaccessible locations. Heart 
of the new unit is the recently de- 
veloped brake which can be mounted 
on dripproof, splashproof, or totally 
enclosed motors to make a matched 
brakemotor in ratings from 1 to 60 hp. 





JOB RECORDS SHOW 


Tr ee) le 
SIMPACT 


¥) 





| hs ‘ 

i , 
AUTOMATIC DRIP OILING. Oil pockets in head 
of a Toledo Simpact collect oil and drip 
directly on dies. 


Your customerscan dothejobina 24” long. Amazingly compact— 

jiffy with a Toledo Simpact—a_ the Simpact will thread a pipe 

great tool for all-around use! projecting through a wall as short 
It’s self-contained...one set of as 6%’. Weight complete only 

high speed steel dies for four pipe 20% Ib. The Toledo Pipe Thread- 

sizes, 1” to 2” pipe...sizes changed ing Machine Co., Toledo, Ohio. 

in a matter of seconds...extremely New York Office: 165 Broadway, 

easy to operate... produces ac- Room 1310. SIZES CHANCED INSTANTLY. Simpact dies are 

eit, changed from one size to another easily and 

curate leak-proof threads. Has quickly. Positive, practical die set:ing, 

few moving parts... lightin weight 

... Strong and sturdy. Dies can be 

reground when dull. 3-jaw pipe 

holder is designed for easy hand- 

ling and accurate centering. Handle 


RELY ON THE LEADER 
AGS, 
> 
FO ee PIPE TOOLS 
2 a at Dp SG y Baie 
SIMPLE ... COMPACT. Note the simplicity 3-CHUCK JAWS. Toledo Simpact pipe holder 


of the Toledo Simpact. No complicated with 3-chuck jaws is strong, easy to center, 
cam parts to clog with dirt and wear. has powerful grip. 
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@ Popular fasteners with users and dealers alike, 
Cleveland’s High Carbon Cap Screws are made by the Kaufman 
Process. This famous Double Extrusion method assures more uni- 
form dimensions within the tolerance range in the finished prod- 
uct and creates beneficial changes in the steel’s grain fiow. Com- 
plete range of sizes, diameters from Y%” upward. It pays you to 
stock and sell Cleveland High Carbon Heat Treated Cap Screws. 


THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street Cleveland 4, Ohio 


Warehouses: Chicago, Philadelphia and New York 





ORIGINATORS OF THE 
| KAUFMAN {pL PROCESS 


Specialists for more than 30 yeers in 


CAP SCREWS, SET SCREWS, MILLED STUDS 
Ask your jobber for Cleveland Fasteners 
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Bonded metal brake linings are not 
affected by heat, cold, dampness, salt 
water, fungi, grease or oil. The all 
metal construction of the brake discs 
provides greater wear resistance, elimi- 
nating adjustments and replacements 
for all normal applications. 

The unit is available separately for 
mounting on NEMA Standard D 
flange motors in frames 203-326 or C 
face motors in frames 364-405 with 
standard double shaft extensions. 

Crocker-W heeler Electric Mfg. Co., 
Ampere, N. ].—Industrial Distribu- 
tion, March 1950. 














Electric Winch 


Portable Winch Features 
Double Reduction Spur Gears 


Available in a wide selection of mod- 
els, the portable electric winch is pow- 
ered to furnish a line pull of from 500 
Ibs to 1500 Ibs at speeds ranging from 
55 to 220-ft. a minute. Double reduc- 
tion spur gears, specially fabricated 
from high tensile steel, convert the 
output of a high torque, repulsion in- 
duction motor to a constant speed 
and power ratio on the drum of the 
winch. 

The reducer is coupled to the motor 
direct and is totally enclosed to per- 
mit higher gear efficiency and quiet 
operation while running in a contin 
uous oil bath. A conveniently placed 
lever handle controls both the mechan 
ical brake and the reversing switch on 
the motor. Available in six models and 
capacities, 

St. Anthony Machine Products Co., 
Minneapolis, Minn.—Industrial Dis- 
tribution, March 1950. 





Uns Dishlyy Selle Sips. 727! 


WISS NO. 1 SNIP PANEL 


Here is the best snip “salesman” ever developed. Not every 


dealer, of course, can use a panel of this size, BUT EVERY 


Best By Test ESTABLISHED 1848 


DEALER WHO HAS IT ON HIS FLOOR CERTAINLY DOES SELL 
SNIPS! 

Snips are mounted on attractive jade green plywood panel. 
Stock number and description of each item is clearly marked 
on gold and black decals, which also show the heaviest gauge 
metal each snip will cut. IT’S EASY FOR YOUR CUSTOMER TO 
CHOOSE EXACTLY THE RIGHT SNIP FOR HIS PARTICULAR NEEDS, 
and the information is invaluable to sales clerks when cus- 


tomers need help in selecting the right tool for the job. 





Contents—1 pair each Retail Price 


INLAID BLADES 
Size 
ow 
142" 
13%” 
12%" 
11%” 
13%” 
12%" 


Bulldog regular pattern straight cut. .$ 7.50 
Regular pattern straight cut 

Regular pattern straight cut 

Regular pattern straight cut 

Regular pattern straight cut 

Combination pattern 

Combination pattern 


SOLID STEEL 


Bulldog combination pattern 


GH CARBON IN(AID BLADES 
REOULAR PATTERN 

Foe STRAIGHT CUTTING = | 

at Regular pattern straight cut 

Regular pattern straight cut 

Regular pattern straight cut 


8” 
7" 
13” 


Regular pattern straight cut 
Combination pattern... . 
Combination pattern 


COMPOUND ACTION SNIPS 


53” high x 2412” wide; 
Approx. shipping weight 72 lbs. 


Cuts left 

Cuts right 

Cuts straight— with rubber grips 

Cable cutter—no notch 
TOTAL RETAIL 
DEALER’S NET 
PANEL FREE 


Prices slightly higher Denver and West. 





COLORFUL COUNTER DISPLAY 
OR WALL PANEL No. A-35 


Lame 
| SOLID STEEN spitp's 
, ‘ = 

VE Py / 


Iki dr eur by BINs | 
Re sh Cy NG A ity. OA'BINJT ON P41 |p 
| y 
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with this 7 
fast-selling Qua “a scm 


Snip Assortment 


Popular Wiss Snips are a source of extra regular income for 


GAUGE Limits , 
INDICATE 
STANDARDS D ARE RECOMMENDED 





RETAIL 


the alert hardware dealer. Wiss Solid Steel Snips, medium QUANTITY STYLE PRICE EACH 


> f I h f a 
priced, but of such high quality that many professional tein Reg. Straight Pattern 1.90 
2s - 2.20 


- 2.50 
Let this Panel sell more Snips by helping your customers , “ “ “ 2.75 


select the correct Snips for their needs according to the gauge Combination Pattern 1.75 
of the metal to be cut. The stock number is shown alongside “ “ - 3.30 
each pair, and space for inserting prices is also provided. Retail value—2 prs. each 28.80 
Here are the six most popular Solid Steel Snips in both COST TO DEALER 19.20 
Straight and Combination” cutting patterns from 7 inches 


to 1234 inches in size. The size of the Panel is 15 x 18 inches. DISPLAY FREE 
Weight: 1734 Ibs. 


sheet metal workers choose them, are ideal for garages, 
factory maintenance, farms and homes. 


* For Straight and Curved cutting 











Prices slightly higher Denver and West. 


J. WISS & SONS CO., NEWARK 7, NEW JERSEY 





Compare Wrenches! 


ompare Quality! 
..youll sell Blackhawk! 


That’s a logical decision. Important Blackhawk exclusives bring far 
greater volume, more profit, assured repeat business and faster turnover. 


And you offer the most complete line of Socket Wrenches available 
to industry. 


Only Blackhawk Gives You All These Features! 
And These Big Extras Cost Nothing Extra 


1 EXTRA LEVERAGE — Handle 7 +THUMB-RELEASE disengages 
bar fits into ends of handle. socket from ‘‘Lock-On"’ 
2 EXTRA UTILITY—Handle bar handle. 
fits into grip holes, makes § EXCLUSIVE Ball-head, Two- 
T or L. length and Free- Wheeling 
BEAUTIFUL GRIPS wipe clean. ratchets. 
No ugly cross-knurls. Q NARROW hinge joints get in- 
POLISHED chromium- plated to tighter spots. 
finish. 10 NO STICK, no jam with pat- 
SLENDERIZED balanced design ented brace grip. 
reduces fatigue. 1] HOT BROACHED sockets last 
LOCK-ON grips socket, pre- longer. 
vents accidental disengage- 12 ATTACHMENTS have big ex- 
ment. clusiveness. 


SIDR EAL AL LLDLE ALOE OOPS IA 


THUMB RELEASE BUTTON 
DISENGAGES LOCK-ON PLUNGER naan 
WHEN SOCKET IS TO BE REMOVED 
vaanX INTEGRAL WITH HANDLE — 


y : s ONE SOLID PIECE OF STEEL 
LOCK-ON PLUNGER / , 


ee ee a —- 
HOLDS SOCKET —— 


i Ree 





AVAILABLE IN POPULAR SIZES— 
Y¥," DRIVE ILLUSTRATED 


SPRING PUSHES LOCK-ON : lp 
PLUNGER INTO SOCKET 


Only Blac’ ‘ Has “Lock-On” Yew! Ball-Headed Ratchets 


Unlike ordinary 5 ' . , Blackhawk combinations Here are the smallest diameter ratchet heads on the market. 
can’t fall ap: ¢ me, temper and accidents. They get in where others can’t. Low cost. Positive, simple 
Blackhawk Wr yst uo more—but if they did, “Lock- mechanism cannot be accidentally reversed. They have many 
On” alone woul. 2 worth the difference. more features — all typical of Blackhawk plus-values. 


i 
rl BLACKHAWK MFG. CO., Dept. w-1730 
Milwaukee 1, Wis. 
Mail Industrial Distributor’s information and cat- 
alog on Blackhawk Wrenches. 


WRENCHES ® HYDRAULIC JACK ° PORTO-POWER" 


This invitation to compare Wrenches also appears in 
magazines read by production and maintenance men. 
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Know the Answers 


YOU’RE THE GUY | quiz on poge 106 


who's featured in Pyrene advertising in BUSINESS WEEK and a 1. The chain wrench is good for (a) 
long list of industrial and trade publications. “Buy Pyrenes the ad work b) = steam, etc.; the 
reliable, prompt, economical, easy way—from your local Pyrene om ol cok —— ee 
jobber" is what the ads say. They go on to give the reasons why 45-deg wee ten end’ ay i 
you are the logical source of supply and why your customers auts and bolt heads ia counter. 
and prospects should standardize on Pyrene. How about you? 


bores, etc.; the adjustable spanner 
Are you mentioning Pyrene on every call you make? (e) for use on pillow-block bear- 


ings, etc. and the open end wrench 
PY’ ENE. (d) is sold in large quantities to 
auto, aircraft and industrial mainte- 
nance fields. 
PYRI 2. All of the men mentioned are ex- 
cellent prospects for the open end 
RENE adjustable wrench 











PYRI 


3. False, the difference is only wth 
PYRI r the RIG HT RENE = generally. : 
4. That’s true. 


Se 5. The Stillson wrench is practicall 
PYRE siactve on smost every hind of laces RENE a must for the steaen tte. . 
R E N E 6. That’s true. 
7. True, too. 
8. Longer than standard size wrenches 
RENE 





PY R E h liable, prompt, 


PYRE economical, easy way —from your were designed to provide addition- 
local Praene jobber. al leverage for hard pulls. 
PYRE Not all fire hazards are the same. That's why RENE . The Parmelee wrench. It has a 


. i i isher for every . . . * ‘ 
Poo tare nage we eo ah ienn link train jaw that grips without 
i 


jobber. That crushing. 
source of supply — your local jobber - 
PYR E pene you get immediate delivery, ones R E NE . That’s true, though there would 
. freight charges, and you deal with an estab- be great variation within certain 
pepe ae lished business right in your own community. RENE jo of trad 
v ' 4 E Whether it’s a hand extinguisher or pai . Tade. “ 
matic system, every Pynenisprecision-made . You would suggest a chain wrench, 
py R E in 10 ga. on for sure protection. Pee pcg an 2 E N E yes. The chain wraps around the 
ou » - 2 . ° 
Woite for addreasof your local PynEne jobber. pipe and pins into a toothed head. 


TM. Reg. U.S. Pat. Of 


= 3 It's easy to handle and adjust, has 
PYRE| Ca RENE a grip like a bulldog, and it can 





\ - go as low as }-in. 
‘wes . That's false, it’s just the other way 
PYRE! Wek ee . tENE around. The less expensive ad- 


\ 4 > justable end wrenches are drop- 
PYR El MANUAL AND | Ry RENE 


forged of carbon steel and are 





AUTOMATIC SYSTEMS 


nickel-plated or polished; the 
PYRE?) ousx ea ‘ENE more expensive are drop-forged of 
—_ alloy steel and generally they are 


PY R p t aie ' iq N E chromium plated. 


rit . Flare nut wrenches were designed 
" ; primarily for us¢ on fluid and gas 
PYRE? ‘ENE lines with soft nuts and fittings 
liable to mash under pressure. 
PYRE h ENE | 14. That’s true. 

. The wrenches are (a) open end 


“S” wrench; (b) chain wrench, 
P Y R E N CARTRIDGE-OPERATED | FE N E 


generally used in piping installa- 

eee, cok peo tortion t i tions, though its been used for 

PYREN] « —— = ENE other, equally good purposes; (c) 

open end adjustable wrench; (d) 

PYREN enna. tae oveet ENE open end wrench, double end: 
u . 


EXTINGUISHERS (e) Stillson pattern wrench and 


f) box end wrench. 
ENE 
aie PYRENE MANUFACTURING COMPANY 
PYREN @ 581 Belmont Avenve — Newark 8, New Jersey ENE Hold yourself responsible for a higher 


Afflicted with C-O-Twe Fire Equipment Co standard than anybody else expects of you. 
—Henry Ward Beecher 


























PYRENC , PNRIWE FERCINE FIKENE PYRENE 
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GET AN 


/NSTANT-START’ 


ON NEW 
AND PROFITABLE 


LAMP BUSINESS 
with 


CHAMPION 


-INSTANF-START 


Fluorescent 
Lamps 


Every one of your customers 
and prospects will be reading 
this interesting and attention 
compelling announcement in 
his favorite industrial magazines. 


Now is the time to cash in on 
the demand created for you on 
this new Champion Lamp. It 
means new accounts, new 
volume and profit for you. 


Sf 





Instantaneous operation. No waiting for “warm up”. 
Color choice. Champions come in all standard “whites”. 


Size selection. Champions come in five convenient 
lengths up to eight feet. 


Slimline. Small — streamlined — fits restricted locations. 


Simplified wiring. No starters, fewer sockets, simpler 
fixtures and less trouble. 


Lower maintenance cost! Easier to maintain as well as 
to install. 


Choice of lamp brightness and illumination levels through 
wide range of lamps and auxiliaries. 


NEW long service. NOW, 4000 hours of life on 3-hour 
or longer burning cycles. 


ASK YOUR SUPPLIER FOR CHAMPION Instant Start 

LAMPS. Write us for complimentary copy of the new, 

revised Champion Maintenance Manual, “F” packed 

full of up-to-date information on how you can make 
the most of your lighting. 








CHAMPION LAMP WORKS 
Lynn, Massachusetts 


A DIVISION OF CONSOLIDATED ELECTRI LAMP 
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— 
NEW “fA\D2 GETS GREATER SALES HELPS 
STRENGTH, FLEXIBILITY -4”0M GLASS... from 


a MANUFACTURERS 


" 4 
Touch "BuNoLING’o> 
wy PREFABRICATED STEEL PARTS zi . 
y\ ) MADE EASY WITH EXTRA STRONG ROLLER CHAINS-The material for 
1 WA 











2 a this 24 page bulletin, assembled with 
‘4 } \ PERMACEL-I5 FIBERGLAS THREAD the help and cooperation of designers 


REINFORCED TAPE. HOLDS FAST, throughout the country, suggests the 
SAVES TIME~ REPLACES WIRE, broad application of roller chain by 

STEEL STRAPPING ! means of a representative showing of 
very unusual applications. Each appli- 
cation is described, illustrated with 
photographs and, in the case of com- 
plicated machinery, with simplified 
working drawings——Chain Belt Com- 
pany, Milwaukee, Wis. 


RUBBER-LINED PIPE — An eight 
age catalog section on his rubber- 
fined pipe, fittings and valves has been 
issued by the manufacturer. The cata- 
log sections gives the design, construc- 
tion and service recommendations, 
lists manyy uses and pictures and de- 
scribes the products. These include 
gaskets for flanged pipe assembly, ex- 
pansion joints, connectors to reduce 
vibration in lines, valves, rubber-lined 
and relinable valves. Specifications and 
data are listed —B. F. Goodrich Com- 
pany, Akron, Ohio. 











YOUR PROSPECTS are learning plenty 
‘about Permacel Tapes from striking ads 
like this—in the country’s leading busi- 
ness and industrial publications. 











PERMACEL advertising keeps plugging 
away at your prospects...softening them | OILERS—The new catalog, bound in 
up so you can make faster, volume sales of maroon fiber cover, shows the manu- 


profitable Permacel Tapes. facturer’s complete line of oilers, both 


® | spring bottom and pump types, gaso- 
| line and oil cans and other lubricat- 
ing devices. Pages are arranged to in- 
form the reader quickly of the fea- 
tures and advantages of each item, 
with descriptions, size and capacity 
specifications complete on each page. 
INDUSTRIAL TAPES ~ie riers. war Co., Wells. 
INDUSTRIAL TAPE CORPORATION « NEW BRUNSWICK, N. J. | burg, West Virginia. 
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hermol 


Does A Job 


in every field of industry 


Thermoid has a complete line of top quality in- 
dustrial rubber products to meet all your cus- 
tomers’ requirements. Prompt, efficient factory 
service and full cooperation from experienced 
field sales representatives, help you build good 
will and increase sales. 


To Wrap up More Sales — Tie up with 


Thermoid 


Company 
Trenton, N. J.—Nephi, Utah 

















' Thermoid Quality Products: Wrapped and Molded Hose * Conveyor Belting * F.H.P. and Multiple V-Belts 


* Transmission Belting « Elevator Belting * Molded Products + Industrial Brake Linings and Friction Materials 
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The Union 
with the Air-Refined ..... Malleable Iron 
RECESS ASS 

=" UNIONS 





Agdae 





You assure better performance 
when you sell JEFFERSONS 


You can cash in on the better performance of Jefferson Unions. 
Their permanent leakproofness is a good will builder—an ad- 
vantage assured by the exclusive Recessed Brass Seat for 
which Jefferson Unions are universally known and accepted. 
This outstanding sales feature . . . easily demonstrated .. . 
provides self-seating and free flow through the fitting. The 
seat is fully protected against pipe ends should they be 
screwed in too far. 


TTL 
@eae@ 


Jefferson offers a complete line of unions 


ASK FOR DETAILS 











JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 


9 Green St 
49 Fletcher Ave., 


Lockport, N. Y 


Lexington 73, .Mass 
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CUTTING TOOLS-—Supplement No. 
10 contains list prices, quantity dis- 
counts, standard package quantities 
and specifications on all lines of the 
manufacturer. The supplement super- 
sedes prices and specications on all 


standard tools——Carboloy Company, 
Detroit, Michigan. 


ELECTRIC DRILL KITS — The 
manufacturer has issued a four page 
catalog on electric drill kits, “aa 
combine a portable electric drill with 
various assortments of accessories to 
be used with the drill for buffing, 
cleaning, polishing, sanding, tool grind. 
ing and other operations. The catalog 
gives prices on nine models and also 
descriptions and prices for 15 different 
accessories for this drill—Portable 
Electric Tools, Inc., Chicago, II. 


DUST REMOVER-This four page 
bulletin takes up the twin problems of 
nuisance dust and the recovery of us- 
able powdered materials in rubber 
meneiadnalie operations. The solu- 
tion to this problem, by effective hood- 
ing and piping arrangements which 
trap dust at the source and prevent 
it from being dispersed to the working 
area, is explained in detail—American 
Wheelabrator and Equipment Corp., 
Mishawaka, Ind. 


VALVES-—A four page folder de- 
scribes the manufacturer’s line of cor- 
rosion - resistant jacketed valves. 
Termed Technical Information Bulle- 
tin No. 3, the folder gives complete 
dimensions of valves and fittings.— 
Alloy Steel Products Co., Inc., Lin- 
den, N. J. 


BENCH SHAPER-—-The manufacturer 
has published Bulletin No. 500 illus- 
trating and describing his new 7 in. 
bench shaper. This four page bulletin 
is printed in two colors and is 84x11 
in. in size. In addition to a complete 
description of the shaper, a_ three 
drawer steel stand, motors and tools 
are shown. Prices of all items are 
listed—South Bend Lathe Works, 
South Bend, Ind. 


BEARINGS-This 112 page catalog 
and engineering data book covers the 
company’s complete line of ball and 
roller bearings. The new book points 
out the important construction fea- 
tures and gives list prices, weights, 
load ratings and all necessary dimen- 
sions for the various standard models 
available. Pages are devoted to welded 
steel base plates, lubrication fitting 
data, maintenance and _ lubrication, 
shafting, and photographs of bearing 
installations. — Link-Belt Company, 
Chicago, III. 





> GoopD Riga fF 


POWER PUMPS 


CENTRIFUGAL PUMPS 


Be sure you use the direct mail Worthington has pre- 
pared for your use over your name. Get in touch with 
vs fr latest printed literature on Worthington pumps. 


WORTHINGTON PUMP AND MACHINERY CORPORATION 
PUMP AND COMPRESSOR MERCHANDISING DIVISION 
HARRISON, NEW JERSEY 


Whe Good Right Hand of Industry 


POWER TRANSMISSION: sheaves, V-belts, variable speed drives 
PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 


HAN D 


ox rarpUwU es Tt RF 


Biggest 
Sales Points 
in Pumps 


Nobody else can say: “The people 
who made this pump know most about 
pumps!” 

Nobody else can say: ‘‘ Whatever 
your pumping requirement, we have 
the pump for the job!” 

That’s where the Worthington dis- 
tributor has the advantage. The name 
WORTHINGTON on a pump stands 
for the world’s broadest experience in 
pumps. And since you, as a Worthing- 
ton distributor, handle the broadest 
line of pumps (Worthington makes 
all types), your recommendation is 
sure to be unbiased. 

Sell This Pumping Experience 
To help you gain new customers for 
the Worthington line of pumps, we’re 
advertising that you, as our distribu- 
tor, carry the broadest line of standard 
pumps — centrifugal, power, rotary, 
steam—and that your stock is sup- 
ported by factory service. 

Mention Worthington’s line, Wor- 
thington’s know-how, Worthington’s 
service to all your customers. ce 
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GRINDING WHEEL DRESSER CUTTERS 


Vincent Grinding Wheel Dresser Cutters are made to stand up 
longest on the toughest applications. From the selection of special 
analysis steel right through final inspection and assembly, Vincent 
Cutters are carefully manufactured. Each Vincent Cutter is heat 
treated by an exclusive process right in the Vincent plant—one of 
the three largest and best equipped heat treating plants in the U. S. 
This process gives Vincent Cutters the right degree of toughness— 
not too hard, not too soft. It assures that Vincent Cutters will give 

more dressings—cleaner dressings. And that 

means sure repeat sales. Stock the complete 
' ms line for quick delivery . . . increased profits. 
\ » Us 


wheels 


baa FOR CORRECT DRESSER SIZE 


USE THIS CHART 


STEEL PROCESS COMPANY 
: Heat Treaters of Metals—300 Tons Capacity Daily 4 
Producers of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS — 
CONICAL CUTTERS AND HOLDERS » DIAMOND DRESSING TOOLS — 
TUBE CLEANER CUTTERS ° HIGHWAY SURFACER CUTTERS 














VALVES-—A new catalog gives all 
specifications and prices of the manu- 
facturer’s lines of valve specialties. 
These include pressure regulators, alti- 
tude valve, pump governors and 
strainers, lever, float and motor oper- 
ated valves, relief and non-return 
valves, liquid level controllers, solenoid 
valves, and dia-ball unit and applica- 
tions. Capacity charts are also shown. 
—Davis Regulator Co., Chicago, III. 








PUMPS-—Printed in three colors and 
illustrated, this 24 page booklet covers 
a wide scope of subjects, including the 
main events in the 70 years’ history of 
the manufacturer. Factory views show 
some of the manufacturing depart- 
ments, and pictures include installa- 
tion views of the manufacturer’s 
pumps and various uses of water sys- 
tems. — The Deming Co., Salem, 
Ohio. 








PORTABLE TOOLS—A 23 page 
booklet titled “How to Choose and 
Use Portable Tools” has been made 
available by the manufacturer. Typical 
divisions of the article are the eco- 
nomic approach, fallacies in figuring, 
selecting the right tool, standard and 
semi-standard tools, compressed air 
supply and cost, air power distribution, 
and selecting the right hose——Rotor 
Tool Co., Cleveland, Ohio. 


REAMERS-—A reaming _ instruction 
chart containing detailed instructions, 
diagrams and tables, facilitates ream- 
ing operations. The chart is designed 
for wall-hanging, and attractively styled 
in two colors for easy reading. Infor- 
mation contained on this chart in- 
cludes a general resharpening graph 
for all reamer sizes, accompanied by 
illustrated resharpening directions. 
Other data tells how to eliminate chat- 
ter and reduce reamer size.—W endt- 
Sonis Co., Hannibal, Missouri. 


PIPE TOOLS-—A revised pipe tools 
catalog carries complete information 


2424 Bellevue Avenue Detroit 7, Michigan | 


on the manufacturer’s entire line of 
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PUMPING OPERATIONS (72/2 COST LESS 















































































































































First cost is hardly a gauge of pumping expense. 
What is paid for maintenance and repairs .. . 
what production losses due to breakdowns 
amount to... these are the real measure of 
pumping costs. 
When you elect to sell B & G Centrifugal 
Pumps, your good judgment will be rewarded 
by customer satisfaction. Design, material and 
workmanship all combine to produce long- 
lived, trouble-free pumping units which are 
winning the approval of engineers and oper- 
ating men everywhere. 
To prove to yourself that pumping operations 
B&G HEAT EXCHANGERS can cost less, write for engineering data on 
A complete line for steam-to-water and water-to-water heat transfer 


Illustrated is the “CSU” Steam Converter, as used to heat water for a B & G Series 1522, 1531, 1510-15 Centrifugal 
forced hot water heating system. Write for Catalog BN-1048 Pumps. 


Hydre-Fic PRODUCTS 


B & G Hydro-Flo Products include Forced Hot Woter Heating Equipment . . . Water 
Heaters . . . Centrifugal Pumps . . . Refrigeration Condensers ond Evaporators 


BELL & GOSSETT COMPANY 
Dept. BK-35, Morton Grove, Illinois 


*Reg US. Pat Off 
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Press breaks down = but $2.88 
keeps editions rolling 
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Press broke down at 5 p.M., at end of evening edition’s run. But this publisher 
got replacement parts in a hurry the same way he gets electros, mats, news photos 
—by Air Express. An 18-lb. carton traveled 500 miles, was delivered by 11 P.M. 
Shipping charge $2.88. Morning edition published as usual. 


Air Express is the best air shipping buy 
to keep any business rolling, since low 
rates include door-to-door service. An- 
swers your problems because Air Express 
is fastest and most convenient. 


All Scheduled Airline flights carry Air 


Express. So shipments keep moving. All 
business profits from its regular use. 
Improves customer service; manpower 
or equipment never stands idle. 


Only Air Express gives you all these advantages 


World's fastest shipping service. 


Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 22,000 off-airline offices. 
Experienced Air Express has handled over 25 million shipments. 


Because of these 
shipping buy. 


advantages, regular use of Air Express pays. It’s your best air 
For fastest shipping action, phone Air Express Division, Railway 


Express Agency. (Many low commodity rates in effect. Investigate 


GETS THERE FIRST 


Rates include pick-up and delivery door 
to door in all principal towns and cities 





A service of 
Railway Express Agency and the 
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ipe tools, machines, power drives and 
threading oil. Products are illustrated 
in color and operational advantages 
are fully explained in the text. Names 
of some prominent pipe machine users 
are listed to give some idea of the ac- 
ceptance of these products in indus- 
try—Beaver Pipe Tools, Inc., War- 
ren, Ohio. 
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DISPLAY—With its recently an- 
nounced V-belts and FHP V-belt as- 
sortments, the manufacturer has in- 
troduced a new type dealer display 
rack for 40 belts with an at-a-glance 
inventory feature. The brightly col- 
orec rack is designed to permit ready 
access to each belt without removing 
other belts on the rack. For dealers 
with large or very small belt stocks or 
with limited display spaces, alternate 
small wall racks holding 10 to 12 belts 
or 8-hook metal wall display boards 
are provided.—Raybestos-Manhattan, 
Inc., Passaic, N. ]. 


TAPPING ATTACHMENTS — A 
new brochure has been written in the 
interest of improved tapping efficiency 
and reduced costs. Entitled “Taps 
Last Longez”’, this new literature is 
printed in color and features the com- 
plete line of the manufacturer’s cover 
clamping tapping heads. In addition 
to the heads, it shows an unusual 
group of low cost accessories and adap- 
tors which often double and triple the 
utility of the tapping heads. Cut- 
aways illustrate the design of the manu- 
facturer’s tap holder.—Procunier Saf- 
ety Chuck Co., Chicago. 


MATERIAL HANDLING-This 16 
page booklet shows how proper posi- 
tioning of materials saves: unnecessary 
handlings during production opera 
tions. It contains illustrations and 
descriptions of 12 different types of 
equipment of various manufacturers 





First Gost or Final Gost 2? 


There are bearing bronzes which are cheaper than Bunting's 
if you are interested only in first cost or purchase price. But 
if, as we believe, your interest is in ultimate cost—then you 


will buy Bunting. 


Bunting Bearing Bronze is made to standards of quality 


maintained and improved through the years. Cast in a foundry 
where the temperature and analysis of each ladle is checked 
and controlled, machined on most modern equipment, in- 
spected for conformity to dimensions, structure and finish, 
Bunting Bronze Bearings and Bars cost less ultimately because 
your scrap loss is virtually zero. The Bunting Brass & Bronze 
Co., Toledo 9, Ohio—Branches in Principal Cities. 


BUSHINGS 


PRECISION BRONZE BARS 
BRONZE BEARINGS 
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for positioning. These point out many 
proven ways of positioning materials. 
Two illustrative process charts are 


given as examples for determining the 
extent of handling operations from 
time of receipt of materials to the 
shipment of the finish product. These 
charts also show that positioning oper- 
ations exceed those of transportation 
and tiering combined and _ conse- 
— should receive more attention 
than they do in most industries.— 
Lyon-Raymond Corporation, Greene, 
1 ae 





CUTTING TOOLS-A four page 
folder illustrates the manufacturer’s 
special form ground tools. 29 types of 
spiral tools are pictured, together with 
a description of the manufacturing 
process, including an explanation of a 
new form grinding method.—] & S 
Tool Co., Inc., East Orange, N. J. 
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PUMPS-The manufacturer has re- 
leased his revised handbook on the 

" care of all makes of centrifugal pumps. 
for your old | | The 16-page bulletin gives the how 


i 
“itt 
Ml) 1 


si 
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si 
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j | and why of pump construction and 
©) | their effect on pump maintenance. 
“with this } The booklet tells how to figure head; 

it carries tables to help determine total 
RIGID Tristand friction loss. Causes and cures for 
various sources of troubles are offered 
along with a new maintenance time- 
workbench table.—Allis-Chalmers Mfg. Co., Mil- 


anywhere I need ue waukee. 


ELEVATING POSITIONERS — 
Three basic types of hydraulic elevat- 
ing positioners are described in a new 
bulletin issued by the manufacturer. 
Several optional interchangeable at- 
tachments are described which make 
the positioners adaptable to many 
types of jobs. It is felt that equipment 
of this type will eliminate many extra 


Fei Gen Tristand’s new tray keeps tools §— | nélings and can help speed up many 


operations. — Lyon-Raymond Corp., 
in easy reach—makes it more popular than ever Greene, N. ¥. 


; STEEL—Technical data certified by 
@ No stooping, less fatigue and speedier work now that the metallurgical staff of the manu- 
workers don’t have to bend over every time they change facturer have just been published and 
tools. New tray attaches in a jiffy, makes Tristand rigid so are now available in a 16 page booklet 
it can’t fold up in use. Legs have rubber feet to prevent titled “The Working of Tool and 


: , . 3 ge ° High Speed Steels.” The booklet gives 
creeping. RitniD’s LonGrip tool-steel jaws won't slip, won’t suis Mandan summarized las 


mar polished pipe and tubing. Yoke vise, 2'/." capacity; laboratory and service tests on various 
chain vise, 4." Cash in on the popularity of the rRimarp grades. Typical heads are: design, ma- 
Tristand Vise, by featuring it —- NOW! chining, cutting tool angles, speeds, 
heat treatment, grinding —Allegheny 
Ludlum Steel Corp., Pittsburgh, Pa. 





I’ve got a good 














LUBRICATION-A four page catalog 
i describes the manufacturer’s line of 
PT recess lubricating devices. The booklet con- 


tains application suggestions on how 
WORK-SAVER PIPE TOOLS the waste, dangers and guesswork of 
“trust-to-luck” hand oiling can be 


THE RIDGE TOOL co. e ELYRIA, OHIO eliminated, production increased and 
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® It's simple arithmetic. And it’s good 
business, too. } This PEERLESS High Speed Expansion Reamer is 
the best you can buy, regardless of price. When it becomes dull it may 
be expanded and resharpened, not once but many times. The number 
of times that it may be restored to its original serviceable condition 
depends on the care you give it. ~ For helpful hints on the proper care 
and sharpening of expansion reamers, ask our nearest Stockroom to 
send a Service Representative, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


A\ \ 1242 East 49th Street : Cleveland 14, Ohio 
, Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 1 + San Francisco 5 + Los Angeles 58 
, 4 E. P. Barrus, Ltd., London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER C&eveland TOOLS 


 Gaaree A Ss AAIF 
Li teri 
DISTRIBUTORS EVERYWHERE 
ere ready to serve you! 
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Cl METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 





Capacities: % to 5 tons. 


Industrial buyers and production executives listen when you talk 
CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders. Here are four “stock” items that move. 








Cif CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 


chain. Capacities: % to 10 tons. 


CH COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


Cif PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


you are not selling a satisfactory volume of chain and electric 
hoists, get posted on CM and open up some new business. 


CHISHOLM-MOORE 


HOIST CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: New York, Chicago and 
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Cleveland e¢ Distributors Everywhere 





machine life extended.—Trico Fuse 
Mfg. Co., Milwaukee, Wis. 


POWER TOOLS—A two color bro- 
chure contains illustrations, details, 
capacities, specifications and prices on 
more than 30 precision engineered 
power tools. Designed as a mailing 
piece which, unfolded, becomes a wall 
or window display, this brochure is 
actually a complete pocket-sized power 
tool catalog—Duro Metal Products 
Co., Chicago, IIl. 


SPEED REDUCERS—An improved 
engineering bulletin is designed to pro- 
vide complete engineering data on the 
manufacturer’s line of parallel shaft 
sleeve wom | speed reducers. Engi- 
neering data has been condensed into 
one bulletin which simplifies the pro- 
cedure confronting an engineer when 
using product bulletins. The informa- 
tion contained in Engineering Bulletin 
1110 supersedes all previous material 
issued concerning ine products.— 


| Falk Corp., Milwaukee, Wis. 


ALLOY STEEL—A new 36 page bro- 
chure describes a special der steel 
which is capable of being heat treated 
to excellent physical properties. The 
alloy is being used in the mining, 
quarrying, and earth moving indus- 
tries, where abrasion and impact re- 
sistance are major factors in the serv- 
ice life of steel. The booklet features 


| a complete presentation of case his- 


tories in these various fields. Also in- 


| cluded in the booklet is complete tech- 


nical data with tables on chemical 
composition, grain size, and various 
physical properties relating to surface 
hardness, yield strength, etc.—Jones 
& Laughlin Steel Corporation, Pitts- 
burgh. 





“He manages to keep order by just threaten- 
ing to use it.” 





HALLOWELL 


SHOP EQUIPMENT OF STEEL 


Ready-made, standardized, 
interchangeable units. Sturdy, 
welded construction lasts 
longer, minimizes maintenance. 


BRAKO 


SOCKET SCREW PRODUCTS 


Knurled, slip-proof cap screw 
heads speed ic RtNE Gane —seeeeees GanannanEnIN Som 
Knurled points make set screws 
self-locking . . . ‘they won't 
shake loose !’’ Advanced 
manufacturing methods make 
UNBRAKOS stronger, tougher, 
more reliable. 


SELF-LOCKING NUTS 
One-piece, all-metal, for 
maximum  strength—minimum 
trouble. Positive, automatic 
locking. FLEXLOCS serve as 
both stop and lock-nuts. 
“Positively won't shake loose.” 


WORK BENCH OF STEEL. 


Steel or laminated wood top. 


un 


STEEL STOOL. Strong, 
welded construction. 


KNURLED HEAD SOCKET 
CAP SCREW 


KNURLED 
HEAD 
SOCKET 


STRIPPER BOLT 





SELF-LOCKING STOP 
NUT, REGULAR HEIGHT 





oe 


FOREMAN’S 
DESK OF STEEL 


KNURLED POINT, SELF- 
LOCKING SOCKET SET 
SCREW 


Li 


FLAT HEAD SOCKET CAP 
SCREW 








Ns 


SELF-LOCKING STOP 
NUT, “THIN” 





CARRY-TOOL, the 
handier tool stand. 


Bh. 


STEEL POSTURE STOOL 
with adjustable back, 


KNURLED POINT, SELF- 
LOCKING SQUARE HEAD 
SET Re ee oa 


DRYSEAL PRESSURE PLUG 


. 


EXTERNAL WRENCHING, 
SELF-LOCKING STOP NUT 





See us at Space 128, A. S. T. E. Exposition, 
April 10-14, Convention Hall, Philadelphia 


STANDARD PRESSED STEEL CO. 


JENKINTOWN 13, PENNSYLVANIA 
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6, 6, 10, and 12 in. Sizes 


Another New Product to Reduce 


he Reducible 30%” 


The ‘‘Reducible 30%”’ is an idea with which you can make more 
sales, ..and the new product pictured above will help you do it. 

Costs experts say 30% of total manufacturing costs go into 
materials-handling. Also materials-handling is one type of cost 
still susceptible to further reduction. 

That’s why an item like Bassick’s new ‘‘Alcore’’ caster and 
truck wheel will get attention from your customers. Eager to cut 
materials-handling costs, they'll welcome this 50% lighter wheel— 
power-saving, natural-rubber tread on high-strength aluminum 
alloy core. 6, 8, 10 and 12 in. sizes. 





NEE eee 


Send for new Catalog insert on ‘‘Alcore’’. And talk up the 
“Reducible 30%"’, pointing out how Bassick Casters "e- 
duce that 30% by speeding production, saving wear on 
equipment and floors and giving longer service. 





SSE 


THE BASSICK COMPANY, Bridgeport 2, Conn. Division 
of Stewart-Warner Corp. Jn Canada: Bassick Divi- 
sion, Stewart -Warner-Alemite Corp., Ltd., Belleville, 
Ont. 
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Report on 


Southern Meeting 


(Continued from page 77) 





The Man Age Is Here™ 


By L. F. Perkins, vice-president 
The Henry Walke Co., Norfolk, Va. 


I believe all of us consider ourselves 
to be managers. Let’s look at the word 
manage. It consists of two words: man 
and age. The half century that we 
have just passed through is generally 
regarded as the Machine Age. I like 
to look at the period ahead as the 
Man Age, the age in which manage- 
ment is coming into its own. Good 
management was never so important 
as it is today. 

In one of the best speeches I have 
ever heard, Clarence B. Randall, pres- 
ident of Inland Steel Co. said that too 
many of our industrial leaders have 
come from the ranks of engineers. He 
added that industry has done a re- 
markable job with machines, but a 
very poor job with men. As a firm be- 
liever in the importance of his fellow 
man, Mr. Randall thinks that man- 
agement’s greatest challenge today is 
the development of men, and not ma- 
chines. 

Many of the ills of business and in- 
dustry today have been bequeathed us 
by a generation of hard-hitting, whip- 
cracking, ruthless business leaders. 
Sweat shops, starvation wages, etc. are 
there in the record. With them have 
come militant unions and labor bosses 
—another evil of our century and a 
natural reaction to that which went 
before. 

Further experience has taught us 
that there are good unions as well as 
bad. Therefore, if unions are inevita- 
ble, let’s make sure that they all be 
good unions. This can be accom- 
plished simply by the real leadership 
of good management. Personally, | 
do not concur that unions are inevita 
ble. Good management and good per- 
sonnel relations can make them un- 
necessary. 

Personnel relations is a_ rather 
meaningless and overworked phrase. 
Much of it is mere lip service or 
window dressing. The word “person- 
nel” consists largely of one word— 
person—and, gentlemen, personnel is 
people. That is the fundamental thesis 
and basic truth of any sound personnel 
program. May I suggest that we give 
more thought and sincere considera- 


* Digest of speech given at Southern Mid- 
year Meeting. 








SIMONDS 


ABRASIVE CO. 


FIBREX°RED WHEELS | 


DE MARK 


\- For EXTRA LONG WHEEL LIFE, versatility, fast cutting, here's your answer . . 

ee 

CUTTING Fibrex Red Wheels. They're strong, tough durable for truly outstanding action in 
heading into welds, removing flash and bead and cleaning up rough ragged sur- 


faces, especially on stainless steel. 


Depressed Center Wheels (with adaptor) for all portable disc sanders and right 
angle grinders . . . straight wheels for cutting and all purpose grinding with regular 
equipment. Your choice of grain sizes .. . 16, 24, 36, 50 or 80. Send now for 
FINISHING Bulletin ESA 186 giving full details on these new and amazingly versatile abra- 


sive tools. 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN PRINCIPAL CITIES 


DIVISION OF SIMONDS SAW AND STEEL CO. FITCHBURG. MASS OTHER SIMONDS COMPANIES. SIMONDS STEEL MILLS, LOCKPORT. NY... 
SIMONDS CANADA SAW CO .LTD . MONTREAL. QUE AND SIMONDS CANADA ABRASIVE CO... LTD. ARVIDA, QUE 
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BELMONT 19 for hot 
and cold water rods 
and plungers;lowand 
intermediate steam 


rods 


BELMONT 30...for high 
pressure steam rods 
expansion joints, air 
and gas 


BELMONT 6102 
for rod and 
valve stems 
handling vola- 
tile distillates 


cut 
equipment 


j / 
y 


a ~//// 4 ‘down-time 
——— x A 
—— ZA; 


BETTER SEALING...LONGER LIFE 


Idle equipment affects production schedules . . . influences 
product quality and many times cuts deeply into profits. 


To keep equipment producing, use Belmont, the Packings that 
have individual characteristics and are scientifically designed 
and constructed by packing specialists to seal better and last 
longer. 


EASY TO GET . Belmont Packings are stocked by local Distributors 
in every large industrial center. We tell the buyer this story in every 
Belmont advertisement. The message reaches hundreds of thousands of 
readers monthly. It helps to create sales for YOU right in your own back 
yard. But, this is only one way Belmont cooperates with Distributors. 
Interesting? 


THERE'S A BELMONT PACKING FOR EVERY SERVICE 


THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets RINGS * SPIRALS © COILS * REELS 
Philadelphia 37, Pa. SPOOLS © SHEETS * GASKETS 


FOR STEAM © WATER © OIL © GAS © AIR © ACIDS © ALKALIES © AMMONIA 
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tion to basic principles of sound, hu- 
man relations. 

Let us, therefore, put these two 
thoughts together. Our original treat- 
ment of the word “manage” and the 
word “personnel.” Every man, every 
person has the common desire to be 
treated as a human being. Manage- 
ment is the direction of and working 
with people. 





Who Is Our Competitor?* 


By Ray C. Neal, president, 
R. C. Neal Co., Inc., Buffalo, N. Y. 


Who is our competitor? I think a 
new one is arising. He is not the fac- 
tory man from whom we secure our 
merchandise, nor the automotive dis- 
tributor or plumbing distributor who is 
entering the industrial supply busi- 
ness. He is not the manufacturer 
agent. We, ourselves, are becoming 
our own biggest competitor because 
of the policies of some of those in our 
midst. 

We frown upon the manufacturer 
who sells direct on a basis we cannot 
compete against or which allows us a 
hopelessly inadequate margin of profit. 
We frown upon an undue increase in 
the number of distributor outlets. We 
frown upon inadequate margins which 
often fail to compensate us for our 
paperwork costs. Yet, right among our- 
selves, a few cause the rest of us to 
frown upon their competition when 
not in line with present markets. By 
their conduct, this minority seems to 
create an impression that we are will- 
ing to divide our profits and accept 
business at a lower margin than we say, 
in another breath, to our manufactur- 
ers is necessary for profitable opera- 
tions. 

We are in an industry which has 
attracted the highest type of business- 
man. It has been a fairly profitable 
business despite the fact that it is 
based upon service. However, too 
many overlook the cost of service, con- 
sidering only the sale of merchandise, 
with no thought of recovering a proper 
charge to compensate us for the serv- 
ice which we perform. 

I also asked the question, “Who 
determines our profits?” We seem to 
be under the impression that it is the 
manufacturer who is holding our mar- 
gins down. In a measure, this is true, 
but I think that it is becoming less 
true as time goes on. Today, manufac- 


(Continued on page 166) 
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we built 


an ad around every dresser 


to boost your bread and butter business 


the only complete line of 


You asked for it. Here it is: another big aid for Desmond 
grinding wheel dresser sales: new, colorful, sturdier-than- 
ever cartons. They assure quick positive identification of 
the right dresser for the job. They add spark and color to 
counter and window displays. They help maintain and 
build repeat profits. 

Forceful, readable advertising in leading industrial pub- 
lications continues to spearhead your selling efforts, and 
the Desmond Dresser Guide to Better Grinding—a valu- 
able 9” x 12” wall chart on dresser selection—gives you 
a proven profit-making sales tool. Write for your free 
copies of the “Desmond Dresser Guide.” . . . Promote 
Desmond, it pays for net profits. 


The Desmond-Stephan Manufacturing Co., Urbana, Ohio 


Desmond 


DRESSERS & CUTTERS 
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grinding wheel dressing tools 








“Talk the Trademark that 


Wyre a 
Nee >? 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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SELLS MORE ABRASIVE 
PRODUCTS for You 


-tham any other 


Known and respected trademarks carry weight with the 
men who buy and use the products you sell. Handling 
and recommending products of CARBORUNDUM's 
recognized quality is the easy way of building customer 
confidence into steady, profitable business. 

Abrasives by CARBORUNDUM constitute the only 


complete line of abrasives whose quality is identified by 


THE 


CARBORUNDUM 


COMPANY 


Sales-Making Cooperation 


The Carborundum Company has recognized the im- 
portance of close cooperation between manufacturer 
and distributor by providing a comprehensive sales- 
making program. Our training school for distributors’ 
salesmen is widely praised, and has been the model 
for other manufacturers to follow. Trained representa- 
tives from our Sales Engineering are located where 
they are readily available for help and consultation. 


Engineering data is continuously developed to make 


one name. The Carborundum Company is strongly ; 
committed to building and maintaining the reputation 
of its products and services. This is reflected in the 
quality of its abrasives, the services of its engineers, 
the work on research, development and other support 
that benefits the industrial supply distributor and 
your Customers. 


OUR DISTRIBUTORS 


your sales presentation easier and more effective. And 
simplified, non-technical literature is also available to 
assist in building markets for grinding wheels, coated 
products, stones, and grain. 

The success of our program is best evidenced by the 
ever-increasing business enjoyed by those distributors 
who are participating in the program with under- 
standing and enthusiasm. The Carborundum Com- 
pany, Niagara Falls, New York. 


Abrasives by 


Ts & 63 MAR K 


GRINDING WHEELS e¢ SHEETS « BELTS « DISCS « ROLLS « STONES « GRAIN 
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turers better understand our cost of 
| doing business. They fully compre- 
hend the value of our service, the in- 
| ventory hazards we assume to provide 
that service, and this has resulted in 
justifiable adjustments. 

Distributors themselves, have im- 
proved a lot in the past years. However, 
there is much room for advancement 

+ + | UD ABS OS 24 PUBLICATIONS =| in their merchandising methods. A 
SUCH AS THESE stiffening of the spine, and a few for- 
es | ward steps in the willingness to lose a 
| piece of business now and then, would 
| lead to continued gains. 





Freedom Or 
Collectivism?* 


By Franz T. Stone, president, 
Columbus-McKinnon Chain Corp. 


| Competition, profits, sympathetic 
dealings with human relation prob- 
lems, the very idea of a customer, 
choice of what one will buy, choice of 
what one will make, choice of the 
' channel through which it will reach 
| the user, are things we take for granted 
in this great land of ours, often with- 


. fie ar ; ' 
= es out realizing how unique and precious 
| they are. 


The issue before the world today is 


... HELPFUL COOPERATION, RIGHT DOWN THE LINE | ® choice—a choice between politica 


‘ : , democracy with its economic system 
— Including easy-to-get engineering consulta- | of individual enterprise, or its opposite, 
tion. Simply send in filled-out data form on collectivism with government controls 
prospective job — our experienced Engineers of the economy and of the lives of the 
will recommend best equipment for the job. people. : 
Results in greater customer satisfaction, extra This country came out of the sec- 
sales, more profits. ond world war as the greatest single 
| champion of democracy with its indi- 
vidual rights of freedom of speech, 
| freedom of worship, and freedom of 
Holst-Alle Sse Gomes enterprise. Let us not allow these hard- 
(2,000 & 2 to 5 tons) won rights to slip away. 


a “hea In our system, the hope of reward 

dnoe me) and the fear of loss are important fac- 

| tors influencing each individual in 

| choosing the activity to which he will 

devote his time and abilities. Up till 

| now, he has reasonable assurance that 

he can enjoy the fruits of his own 

efforts. 

"Quik-Lift” Since there is seldom enough of any- 
Electric Hoists a 5 ‘2 

500 to 4,000 Ib.) thing to go around to all who want it, 
the operation of any economic system 

§ always involves decisions as to which 

LIP of those who want, shall get. We do 

Cash in on Coffing Sales Helps! Stock and = (—also IBeam Chain Hoists not leave these decisions to a central 

PUSH Coffing Lifting and Pulling Equipment. a (aand f ton) authority for we do not believe those 


people to whom we give the power of 


‘COFFING HOIST COMPANY = 227°.) ome bk 


than the rest of us who are engaged in 
DANVILLE, ILLINOIS 

















"Mighty Midget Safety-Pull Ratchet 
Pullers” Lever Hoists 
500 & 1,000 Ib.) 4 to 15 tons) 


* Digest of speech given at Southern Mid- 
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Here’s your | ventory 





Bl of soHNSON GP BearinGs 


S.: HOW SIMPLE IT Is for your customers to order 
Johnson Bearings! They look first for inside diameter, then 
outside diameter, then length. Out of more than 850 sizes 
available your customers can select the right size bearing and 
order by number. For example... 1% inch I.D., 1% inch 
O.D., 3” length, is Part No. 401-GP. See that each customer 
has a copy of the Johnson Bronze Catalog. It will get you 
more sales and simplify his orders. 





Remember that nine-tenths of industry’s requirements in 
sleeve bearings are available from your stock of Johnson GP 
(General Purpose) Bearings. They are produced from high 
quality bearing bronze, are uniform in finish and workmanship 
and are made in correct tolerances . . . ready for immediate 
installation. Each bearing is guaranteed. Then, too, Johnson 
GP Bearings are produced in long runs of each size at very 
low unit cost. No charge is made for patterns and tools. 


GH YW UPOWZ 


SLEEVE BEARING HEADQUARTERS 


535 SOUTH MILL STREET © NEW CASTLE, PA. 
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FAST PROFITABLE TURNOVER 
POWRARM 


WORK 
POSITIONER 


In combination with a Wil- 
ton 2”, 242” or 3” Vise, the 
perfected Wilton Powrarm is 
a real boon to toolmakers. 
Work can be turned to any 
position without removing it 
from vise. Special jigs or fix- 
tures can be attached to the 
Powrarm head. Ideal for 
soldering, brazing or in as- 
sembly operations involving 
small parts. Now available 
with 18 different stock at- 
tachments including radio 
holders. 


WILTON PRECISION VISES 


You can sell a Wilton Vise competitively feature by feature and 
always get the order. Its enclosed design keeps out chips and dirt. 
Grease-packed spindle and unbreakable nut. Broached keyway—no 
wobble. Swivel types convertible into stationary vise. No need to 


carry extra stock. 


BETTER PROFIT MARGIN. Write for catalog sheet and latest 
discount information on Wilton Powrarms and Wilton Vises. 


we t.FON 


WILTON TOOL MFG. CO., 936-D Wrightwood Ave., Chicago 14, Ill. 
POWRARMS and VISES 
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other pursuits. Rather, we rely upon 
voluntary adjustments in free markets. 
We believe there should be a continu- 
ous exercise of choice by the buyer and 
the seller. It is these free choices 
which control the direction of our 
economy—control what shall be pro- 
duced, how much and what can be 
charged for it. 

If this country is to fulfill its destiny, 
we must do more than agree that here 
is a good product. We must actively 
promote it and, if businessmen do not 
promote it individually, it is not going 
to be done. We ourselves must tell 
the story of the American Individual 
Enterprise system, what makes it tick, 
and what it really means to each in- 
dividual. 

You represent free enterprise to your 
fellow citizens. To them you are the 
logical spokesmen to explain, defend 
and promote it. Those who wish to 
discredit it are very vocal in their 
vicious attacks. So, be sure you speak 
for it, on every occasion you can find. 





The Buyer Looks 
at Business 








Composite Opinion of Purchasing 
Agents Who Comprise the N.A.P.A. 
Business Survey Committee. 

Purchasing executives report good 
business in January. Production gains 
are at a higher rate than December. 
Order backlogs, though still of a con- 
servative short range, are keeping pace 
with production increases. The price 
structure is creeping up, mostly at- 
tributed to steel. Industrial inventories 
show no marked change but show the 
strongest trend to increase since last 
October. Employment is back to the 
September level. Buying policy con- 
tinues within a 90-day commitment 
range, with 74% maintaining a 60-day 
coverage. 

The January report confirms the 
December forecast of good business 
through the first quarter. The cross- 
section opinion of the men on the 
front line of buying does not support 
the strong optimistic tone of many of 
the first-of-the-year forecasters. “Cau- 
tious” optimism best describes the 
current purchasing attitude, preparing 
for possible quick changes in general 
business. Coal is beginning to pinch 
back industrial activity in several areas. 


Prices 


The greatest number since Septem- 
ber, 1948, report price increases in the 
January Survey. The increases are 








@ A Plumb hammer gets a job done quicker 
because it’s balanced—engineered to do 
fast work. 

The weight of the head (made of special 
analysis steel), is placed onthe hickory handle 
with scientific precision gained through al- 
most a century of experience. That’s why 
it strikes rapid blows, hits hard and accur- 
ately, with more speed and less fatigue. 

Men who use hand tools know that it’s 
important to get a hammer that does the 
job quicker. That's why more artisans and 


craftsmen choose Plumb— it's speedier. ] HAMMERS 
Fayette R. Plumb. Inc., Philadelphia 37, Penna. HATCHETS 
AXES 


FILES 

















Di How ~ e 
iscover my teu0- Seal. 


HOSE CLAMPS 


~) 


\ 


More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook of the 
customer with these advantages — 


Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


EASY TO 
INSTALL 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feedirg once 
‘the clamp-end engages with the 
worm. No loose parts to drop. 


« UNIFORM 
CLAMPING 


True tangential take-up and curved 
saddle form provide absolutely uni- 
form clamping action around 360°, 
leak-proof, ideal for thin-walled tubes 


USE AGAIN 
and AGAIN 


Nine lives is noth- 

ing for Aero-Seals, 

They're ready to go 
back to work after plenty of hose 
changes. Also available in. stainless 
steel for marine use. 


Put an Aero-Seal in a customer's hands and he'll 
buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 





FREE SAMPLE: 


NAME 


Please send free sample by 
return mail without obligation, 





_ ANOTHER COMPANY 





ADDRESS 





BREEZE CORPORATIONS, INC. 


33 South Sixth Street, Newark 7, N. J 


CITY & STATE 
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small, and most of them stem from 
rises in steel costs. Industrial profit 
margins are being squeezed, as sellers 
are becoming more competitive. With 
few exceptions, steel in particular, sup- 
ply and demand are in near balance, 
and steel has been catching up rapidly. 
Continuing shortage of coal will slow 
up recovery of steel stocks. 


Inventories 

The over-all trend is still toward 
lower industrial inventories, though 
the pace has been slowed up consider- 
ably in the past two months. A brake 
on the down trend is noticeable, as 
the largest number since September 
(21%) indicate moderate additions 
to inventory. Satisfactory turnover 
rates are being maintained. Availabil- 
ity of most products and prompt de- 
livery conditions make it unnecessary 
to store more goods than are needed 
for operating requirements. 


Buying Policy 


The forward commitment range re- 
mains within a 90-day coverage, which 


| balances fairly well with production 


programs and the back-order position. 
Buyers expect to continue this cau- 
tious policy. Prices are still consid- 
ered too unstable for even modest spec- 
ulation. Procurement for definite 
needs is the general policy. 


| Employment 


There has been a steady increase in 
re-employment during January. There 
is still quite a way to go to reach the 
presteel strike pay rolls. Severe weather 


| and seasonal slack in several areas ac- 


count for much of the current unem- 


| ployment. 


Good office workers are scarce, as 


| are skilled mechanics in some indus- 
| trial localities. Unskilled labor is gen- 


erally reported available. 


Commodity Changes 

An impressive number of items are 
higher in price this month, though in- 
creases are small and many of them 


| are influenced by the steel price rise. 


Up were: Belting, benzol, bolts, 


| brick, chain, chlorine, cocoa butter, 


conduit, steel drums, dextrose, fasten- 
ers, files, forgings, coal, oil, work 
gloves, pig iron, ual manila rope, 
steel nuts, vegetable oils, kraft papers, 
pipe and fittings, propane, refractories, 
tubber, steel screws, screw machine 
products, starch, stampings, steel, tex- 
tiles, tires, tools, washers, wire rope, 
zine oxide. 

Reported Down: Cable, castings, 
cedar poles, diamond powder, storage 
batteries, poultry, eggs, pork, gasoline, 
grease, hides, boxing lumber, rosin, 
tin, tin plate. 

Hard to get: Aluminum, benzol, 





How Many Slow Moving 
v-belt sizes do you stock? 





Veelos—the adjustable v-belc—can make money for you by reducing your 
investment in slow-moving sizes of v-belts. Perhaps 80% of your v-belt 
business is done in only a few sizes. Yet you must tie-up important working 
capital by stocking all sizes—unless you sell Veelos. With an inventory of 
only 4 reels of Veelos you can take care of any customer's v-belt require- 
J Just 4 reels of Veelos 
ments immediately. 
can replace up to 316 sizes 
You are not only able to give prompt service but also, when you sell 
} of endless v-belts 
Veelos, you assure your customers of: 
ick, easy installation—even over outboard bearings Veelos is made in all standard widths 
e c, eas ‘ ation—eve ye arc . ; , 
Quic y 8 00, 0, A, B, C, D and E. It is available in 
three types: regular, oil-proof and static 


Maximum machine productivity conducting. Also Veelos double V in A 
and B widths 


All lengths immediately available 


Minimum downtime for belt installation. . : 
With Veelos you can save money on v-belt 
inventory —and make money on v-belt 
business 


Smooth, vibrationless power delivery—easy on the machine and 


the belt. 


The Veelos catalog is available — 


write for copies for your customers. 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PA. 


ADJUSTABLE TO ANY LENGTH * ADAPTABLE TO ANY DRIVE 


Made in all standard sizes, fits all standard grooves. Packaged 
on reels in 100-foot lengths. Sales engineers in principal 
cities. Veelos is known as VEELINK outside the United States. 
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OUT OF 1001 TEST TUBES) 


The Chicago Mounted Wheels used in industry 
today look simple enough — abrasive wheels 
mounted on steel shanks, but 


Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 





FORWARD- 
LOOKING 
is the Word 


Recommend Chica- 
yo Mounted Wheels 
for all finishing jobs. 
These were the first 
wheels ever to be 
mounted on their 
own steel shanks— 
and are today’s 


finest. 


AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 
widely used in industry today accounts for the outstandi g results obtained with Chicago 
Grinding Wheels and Cut-Off Wheels. 


FREE ENGINEERING SERVICE 





Let us help your customers with their grinding problems. We furnish special Engineering 
Data Sheets making it easy for anyone to 


mend the abrasives to do the job better. 


submit information from which we can recom- 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, III. 





Write for Free [) Send Catalog Franchise Data for Supply Houses 
Literature and 
Attractive Fran- Name 
chise open on all 
nationally adver- 
tised Chicago Address 
wheel products 
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burlap, chlorine, coal, copper, metal 
furniture, plywood, Western pine, 
tung oil, pipe, steel, wire, zinc oxide. 


Canada 

The Canadian business pattern fol- 
lows that of the United States in only 
one respect—buying policy is within 
the same range, 90 days. Production 
up, but in lower percentage than De- 
cember. Back orders have increased, 
but are lower than in the United 
States. Prices have not advanced as 
much and there are more price de- 
clines reported. Inventories show no 
trend to increase, the decreases being 
substantial. The employment trend 
is still much lower. Weather condi- 
tions in some parts of Canada have 
been unfavorable. Lack of exports 
continues to trouble many companies 
in Canada. 





FROM THE 


= FILES 


25 YEARS AGO 


Unethical practices in the mill sup- 
ply field was the topic of a cautionary 
article by H. L. Jobson, secretary- treas- 
urer, Richmond Belt Dressing Mfg. 
Co. He thought all the faults in the 
business should not be laid at the door 
of the manufacturer, but both sides 
needed to apply the golden rule. 

Atlantic City was chosen as the site 
of the 1925 meeting of the National 
Supply & Machinery Distributors’ As 
sociation. The Southern and American 
Supply Associations had decided for a 
joint convention in Atlanta, Ga. 

A. C. Rynders, president of White 
Star Co., Wichita, Kan. had some 
thoughts for readers on “Friendliness 
in Business”. A distributor should be 
able to (a) meet his competitor with- 
out fear or favor, (b) co-operate with 
him whenever it is possible and (c) 
he’d find it profitable to do both. 

The Sandusky Tool Co. made quick 
work of rebuilding its plant, demol 
ished by the tornado of June 1924. 
New owners were in charge. 

Moore-Handley Hardware Co. of 
Birmingham told how it sold its cus- 
tomers on the idea of reducing special 
delivery orders and similar unreason- 
able service demands. Ruel McDaniel 
authored the article. 

J. C. Richardson resigned as vice- 
president of The Queen City Supply 
Co., Cincinnati, after 23 vears “in 
harness.” 








A completely new method. of 
dust removal for masonry drills! 


The New Carboloy 


SWESTIRAL 


Masonry Drill 
will step up your sales! 


NE LOOK at this new Carboloy “Live-Spiral’”’ 
Drill in action will sell anyone who works with 
masonry! 


A new principle lifts out the dust—permits continu- 
ous drilling—faster, easier, cleaner, deeper. The 
secret—a unique spiral wire, permanently attached 
at both ends of the drill, cleans the hole as it is 
drilled, at any depth. 


There is no packing of dust, no lifting out the drill 
for a new start—the “‘Live-Spiral” goes all the way 
without stalling. The cutting tip of Carboloy 
Cemented Carbide—the hardest metal made by man 
—bites into any masonry, the tougher the better. 


NOW—LOOK AT THIS! These revolutionary 
drills, neatly packaged in a transparent plastic tube, 
can be sold at no increase in price! You get an attrac- 
tive discount, too, for extra profits. 


Get the full story on these drills; get the free drill 
offered. Fill out the coupon; send it in today. 
Carboloy Company, Inc., 11131 E. 8 Mile Road, 
Detroit 32, Michigan. 


30-DAY OFFER EXPIRES MARCH 3Ist— 
Free Demonstration Drill With Every $50 Order! 


” 
14 


6” or 34" “Live-Spiral’”’ Drill free with every order 
totaling $50.00 (list). Use the free drill for intro- 
duction, demonstration, etc. 


‘CARBOLOY. 


CEMENTED CARBIDE 








“Live-Spiral” Masonry Drills 


—the most 
revolutionary 
masonry drill 

ever designed! 
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Ordinary carbide masonry drills will 
drill to depth about 3 diameters of 
tip before loading up with tightly 
packed dust that stalls drilling 
action. 


MAIL THIS COUPON TODAY! Soleenesiestammentanten | 


Carboloy Company, Inc. 


new “Live-Spiral” Masonry Drill. 


Nome__ 


© Please send me full information and resale 








New Carboloy “Live-Spiral” Drill 
with Carboloy tip goes all the way 
without packing, cleans dust from 
hole, drills continuously. . . faster, 
easier, cleaner, deeper, 


11131 East 8 Mile Road, Detroit 32, Michigan 





on your 


prop 


© Please give me the complete facts about your offer of one FREE “Live-Spiral” 
Masonry Drill with each $50.00 worth (list price) we order. 


—_—Title— 





Company 





Address 





City 
= 
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BEST SELLERS 
FOR 70 YEARS 


K&M pressure regulating 
and reducing VALVES 


Easy to sell... and profitable! 


THEY PAY. Dependable service to indus- 
try since 1879 —that's the record of 
Kieley & Mueller's line of pressure regulat- 
ing and reducing valves. K & M quality 
is well known... K & M valves are easy 
to sell. Discounts are liberal; they're pro- 
fitable to sell. And K & M valves are good 
customer-keepers because they provide 
lasting satisfaction. 





4 K & M WEIGHT LOADED For dependable regulation of 
reduced pressures in steam, air, gas, water or oil 
installations. Type 102 double seated. Sizes 2 to 12 
inches. Type 104 single seated for dead end service. Sizes 
Ya to 6 inches. Engineered and constructed to provide 
closest possible regulation. 


4 K & M SPECIAL K & M SIMPLEX 
“1900" Type 461 





These are just a few. 


Pressure reducing for 
steam, air, gas or 
water. Type 449 sin- 
gle seated, Type 450 
semi-balanced, Type 
451 water and air. 
Sizes 2 to 2 inches. 
Simple, compact and 
ruggedly constructed 
for long, dependable 
service. 


For water, air, gas or 
oil. For simple pres- 
sure reduction service. 
Used where initial 
pressures are fairly 
constant as for pro- 
tection to industrial 
plumbing or for in- 
dustrial air pressure 
distribution. 


Wherever regulating and reducing vaives 





are used, the K & M line has a type and size to suit. K & M design 
and construction are outstanding for their high quality. It is the 
line you can make money with. Send today for information about 
K & Mand generous distributor discounts. 


2033 — 43rd STREET 
NORTH BERGEN, N. J. 


PRESSURE REDUCING & REGULATING VALVES 


PUMP GOVERNORS 


FLOAT VALVES ©*® EXHAUST HEADS 


Established 1879 


LEVEL CONTROLS 
BACK PRESSURE AND RELIEF VALVES 
STOP AND CHECK VALVES 
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Pulver Machinist Tool Co. (now 
Pulver Machinists Supply Co., Chi- 
cago) opened for business at 540 
West Lake St. The new company was 
headed by Fred S. Pulver, who had 
been with H. Channon Co. on city 
sales for the previous five years. 

Barrett Hardware Co. of Joliet, Ill. 
completed its plans for a new, large 
concrete and steel warehouse. 


10 YEARS AGO 


Belknap Hardware, Louisville, was 
100 years old, and getting older grace- 
fully. (A hundred and ten now, 
sonny. ) 

Sam Clark of Samuel Harris & Co. 
was on the “outs” with the weather 
in his office. His air conditioning unit 
(“It was swell last summer when we 
put it in!) was running with its 
tongue hung out, trying to keep up 
with Chicago’s blasts of wintry wind. 

Members from Areas 5 and 6 of 
the National Association, together 
with a number of members of the 
American Association, were holding 
their third annual meeting at the Pal- 
ace Hotel, San Francisco. 

All the signs pointed to “the biggest 
ever” for the convention at Dallas, 
35th in the long, fruitful series. 

Ben Currie, salesman for Brown 
Roberts Hardware & Supply, Alexan- 
dria, La. related how he had sold a 
juicy account, a large saw mill opera- 
tion—after upteen “No’s”. Service 
sold them, though the mill was 40 
miles away. 

The Sales Indicator, though it was 
lower than December (1939), was 
still higher in January 1940 than it 
had been a year previously, 120 as 


| against 95. 
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“It’s part of our low overhead policy.” 





BOICE-CRANE 
BAND SAW 


BOICE-CRANE 
THICKNESS PLANER 


ina BOICE-CRANE 
POWER TOOL 
FRANCHISE 


. 4 Why- 


@ The steady demand. 


BOICE-CRANE 


@ The terrific number of leads from 
national advertising. 


SPINDLE SANDER 
As the world’s largest manufacturers 
of certain equipment, Boice-Crane 


offers the lowest prices on a quality J 


line. ¢ BOICE-CRANE 
; SPINDLE SHAPER 


f oe : 
: te 3 
ere ee 


BOICE-CRANE 
GAP-BED LATHE 


The complete line includes many 
items not available in others. 


The recognized flexibility and sturdi- 
ness of Boice-Crane equipment. 


A few territories open. 
Write, phone or wire 


BOICE-CRANE 
COMPANY 


939 CENTRAL AVENUE, TOLEDO 6, OHIO 
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BOICE-CRANE 
DRILL PRESS 


BOICE-CRANE 
TILTING-ARBOR SAW 


BOICE-CRANE 
SAW-JOINTER 


BOICE-CRANE 
SIX-INCH JOINTER 





BOICE-CRANE 
BELT SANDER 


At 














BRIGAAT 


SAVES GEARS AND 


» TRANSMISSIONS £ | 


Oat iia 
ee ee oe 
—says 
AUTOMATIC 
WASHER 
COMPANY 
Newton, lowa 


The use of LuBRIPLATE in a washin 

machine is a severe test. Bearings an 

parts are subjected to moisture, hot 
water, caustics and sometimes acids. A 
lubricant to give efficient lubrication 
under these conditions must be an un- 
usual product. 

Lupriptate Lubricants reduce friction 
and wear, prevent rust and corrosion, 
save power. Because LuBRIPLATE Lubri- 
cants last longer, they are more econom- 
ical to use. 


They write us. 
“We have used Lusriptate in our washing machine trans- 
missions since 1933. Our laboratory tests as well as field 
xperience indicate that through the use of LusRipLaTE we 
reduced the wear on the gears and prolonged the life of the 
transmission 
“The transmission is the heart of any washing machine, 
and the long life and trouble-free performance obtained by 
the use of Lusrirtate in the Automatic Washer transmission 
has been an important factor in the success of our product.”’ 


AUTOMATIC WASHER COMPANY 
F.. Breckenridge 


Executive Vice-President 


Let us send you Case Histories of the 
use of Lusriptate Lubricants in your 
industry. There is a LUBRIPLATE prod- 
uct best for every lubrication need. They 
range from the lightest fluids to the 
heaviest greases. They are different from 
any other lubricants you have ever used. 
Write today for further information. 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Company 
Newark 5, N. J. Toledo 5, Ohio 


DEALERS EVERYWHERE... CONSULT YOUR CLASSIFIED TELEPHONE BOOK 


Qe Oe bo 
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(Advertisement) 


LUBRIPLATE MEETS 
TODAY’S CONDITIONS 


Never in the history of this coun- 
try has the subject of machine oper- 
ating efficiency and upkeep costs 
been of more importance. Obvi- 
ously, this is primarily due to pre- 
vailing high cost of labor, machine 
replacement parts, materials, etc. 
Anything that contributes to better 
and cheaper machine operation is 
especially appealing now to top 
executives, managers, superintend- 
ents, maintenance engineers and 
others. That the use of LUBRI- 
PLATE will reflect in improved 
machine performance, reduction of 
upkeep costs and power consump- 
tion has, without a shadow of a 
doubt, been definitely proven in 
every industry. 

The good health of industry de- 
pends upon its ability to produce 
profits, and profits depend upon the 
wise use of men, materials and ma- 
chines. Although these three funda- 
mentals of a profitable business are 
woven into a complicated pattern 
peculiar to each specific industry, 
there is one outstanding fact in 
common—and that is machines 
hold the whip hand over industrial 
profits. Stop a single vital machine 
and materials cannot be processed 
—men will be idle—labor losses 
will pile up. Machines are the heart 
of industry and, because machines 
cannot run without lubrication, it 
is, therefore, clearly to be seen that 
proper machine lubrication is of 
utmost importance to industry in 
general. In presenting LUBRI- 
PLATE to your trade, you are, 
therefore, rendering a real service. 
That LUBRIPLATE is a highly 
meritorious product has long been 
an established fact. The claims 
made for LUBRIPLATE have 
definitely been well proven in all 
industry. Today, LUBRIPLATE 
is well known everywhere and, as a 
result, it is enjoying ever increasing 
consumer acceptance with mini- 
mum buyer resistance. This splen- 
did situation has been brought 
about by the records of LUBRI- 
PLATE achievements, by the 
efforts of our district representatives, 
and distributor salesmen, by the 
right kind of advertising and sales 
promotional material and by word 
of mouth of satisfied users. 








D-A-T-E+§ 
TO REMEMBER 





Mar. 25-31—National Plastics Exposi- 
tion, Navy Pier, Chicago. 

Apr. 4-7—National Association of 
Corrosion Engineers Conference 
and Exhibition, St. Louis, Mo. 

Apr. 5-7—Midwest Power Conference, 
Sherman Hotel, Chicago. 

\pr. 10-14—Cost-Cutting Equipment 
& Methods Exposition of Ameri- 
can Society of Tool Engineers, Con 
vention Hall, Philadelphia, Pa. 

May 8-12—Convention, Exhibition of 
the American Foundrymen’s Soci 
ety, Public Auditorium, Cleveland. 

May 8-12—American ‘Textile Machin- 
ery Exhibition, Atlantic City. 

May 22-24—Triple Industrial Supply 
Convention, Atlantic City. 

June 12-14—International Conven- 
tion and “Inform-a-Show’”, National 
Association of Purchasing Agents, 
Cleveland, Ohio. 

June 12-16—National Oil and Gas 
Power Division Conference and Ex- 
hibit, Lord Baltimore Hotel, Balti 
more, 

Aug. 14-18—National Power Show of 
National Association of Power En 
gineers, St. Louis, Mo. 

Aug. 28-31—Metal Mining Conven- 
tion and Exposition, Salt Lake City, 
Utah 

Sept. 5-)—National Chemical Exposi 
tion, Coliseum, Chicago. 

Sept. 18-21—National Builders Hard- 
ware Exposition, St. Louis, Mo. 
Sept. 18-22—Fifth National Instru- 
ment Conference & Exhibit, Me- 

morial Auditorium, Buffalo. 

Sept. 26-29—Industrial Packaging & 
Materials Handling Exposition, 
Philadelphia. 

Sept. 26-29—Iron & Steel Exposition, 
Public Auditorium, Cleveland. 
Oct. 3-5—National Lubricating Grease 
Institute, 17th Meeting, Roosevelt 

Hotel, New Orleans, La. 

Oct. 8-11—National Institute of Gov- 
ernmental Purchasing, 5th Annual 
Conference and Products Exhibit, 
Milwaukee, Wis 

Oct. 16-20—National Safety Congress 
& Exposition, Chicago. 

Oct. 23-27—1950 Convention of Na 
tional Metal Congress & Exposi 
tion, Chicago 








No one objects to how much you say 
—if you say it in a few words 





The only fan with the 
ILG Self-Cooled Motor! 


ENGINEERED SPECIFICALLY 
FOR EXHAUST FAN DUTY 


CERTIFIED RATINGS... 
CFM and DECIBEL 


DIRECT-DRIVE 


ELECTRICALLY 
BALANCED FAN WHEEL 
SCIENTIFICALLY 
STREAMLINED 


“ONE-NAME-PLATE” 
RESPONSIBILITY 


Built like a fine watch! 


It gives you the low operating cost of an open type motor with 
the protection of a fully-enclosed motor! You save 5°% to 10% 
on power costs. The motor never “gums up”, requires minimum 
maintenance, adds to long life of the entire unit. No wonder 
engineers, architects and contractors name ILG Self-Cooled 
Motor Propeller Fans their first choice year after year in in- 
dependent surveys. They know that ILG quality pays-off in 
performance. For complete information, call nearby branch 
office or send coupon for FREE Propeller Fan Catalog. 


GET FREE PROPELLER FAN CATALOG! 
ILG ELECTRIC VENTILATING COMPANY 
2897 North Crawford Avenue, Chicago 41, Illinois 


Offices in more than 40 Principal Cities 
[_] Please send me FREE copy of Propeller Fan Catalog No. 148 


Company Name 
Executive's Name 
Address 


City 
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A dependable, self-priming 
sump pump for general use. 
Sonal design keeps motor 
away from sump pit. Capa- 
city 5 to 30 G.P.M. Heads to 
24 feet. 





A compact, simple light- 
weight pump that gives ex- 
cellent performance. Easy to 
install and maintain. Capac- 
ities to 60 G.P.M., heads to 
110 feet. Other close-cupld 
models with capacities to 


2000 G.P.M., heads to 400 ft. 





An efficient, inexpensive cen- 
trifugal for general service, 
irrigation and air condition- 
ing. Capacities 10 to 1800 
G.P.M., heads to 120 feet. 
Sizes 1” to 6”. 





A reliable high pressure pump 
for general water service, 
pneumatic pressure systems, 
etc. Capacities 6 to 58 
G.P.M., pressures up to 250 
Ibs. Sizes 114” to 214” 


2 








A simple, inexpensive motor 
driven rotary for handling 
liquids with lubricating prop- 
erties. Capacities up to (0 
G.P.M., pressures up to 75 


Ibs. Sizes: 14’ to 214”. 





A compact, complete unit for 
automatic condensate return. 
Sizes up to 40,000’ radiation, 
pressures up to 120 Ibs. 


Write Goulds for more information about these pumps 


uld 


PUMPS INC. 


Seneca Falls 
New York 


INDUSTRIAL DISTRIBUTION 


¢ MARCH, 1950 





OBITUARIES 








B. Franklin Bales 


|B. Franklin Bales, 
|Shakeproof Sales Manager 


B. Franklin Bales, 37, sales man- 
ager of Shakeproof, Inc., a division of 
Illinois Tool Works, Chicago, died on 
December 22 in the Evanston Hospi- 
tal, Evanston, III. 


A graduate of Rensselaer Polytech- 


| nic Institute of Troy, New York, he 


was engaged in market analysis and 
business engineering in St. Louis, Mo. 
and Chicago prior to joining Shake- 
proof in 1945. 


Surviving are his widow, three sons. 


Edwin T. B. Penman 
Neal & Brinker President 


Edwin T. B. Penman, president and 
treasurer of Neal & Brinker Co., dis- 
tributors of New York City, died on 
December 24. 

Mr. Penman was in the mill supply 
business for close to half a century and 


| at all times associated with the firm 


of Neal & Brinker Co., New York, 
N.Y. 

He is survived by his wife, Alice M., 
who will continue the operation of the 


| business with Andrew A. Jackson as 


general manager. 


E. C. Dickinson, 
| Pidgeon-Thomas Salesman 


Charles Edward Dickinson, for 20 


| years a salesman for Pidgeon-Thomas 


Iron Co., Memphis, died suddenly on 

January 12 at Vicksburg, Miss. He 

was in charge of the company’s Gre- 

nada, Miss., territory, where he made 
| his home. 





Harold James Racette 
Flexible Steel Lacing Co. 


Harold James Racette, 46, sales 
representative for Flexible Steel Lac- 
ing Co., died at his home in Kansas 
City on November 28 after an illness 
of six weeks. 

Mr. Racette became associated with 
the Chicago manufacturer in 1922 and 
has been their Midwest sales repre- 
sentative since 1934. 

Surviving him are his wife, two 
daughters and a son. 





Frank MeNellis, 
Imperial Brass Head 


Frank McNellis, president of The 
Imperial Brass Mfg. Co. of Chicago, 
died on January 16, at the age of 69. 

Mr. McNellis was associated with | 
his father, Charles McNellis, in the | 
founding of The Imperial Brass Mfg. | 
Co. in 1905 and was elected president | 
following his father’s death in 1914. 

Under his management, the com- 
pany pioneered in the manufacture of 
tube fittings and tube working tools | 
and grew from a small jobbing shop to 
one of the country’s leading manu- 
facturers of these and allied products. 











NEW LINES 


taken on by 
DISTRIBUTORS 








J]. A. Shomer Co., Cleveland, Ohio, 
has been named distributors in the 
Cleveland area for Morse Chain 
Co., division of Borg-Warner Corp. 


The Stanley D. Bowles Co., Dallas, | 
Texas, has been appointed] to repre- oe 
sent Stow Mfg. Co. in New Mexico, This new series of Barnes advertisements corn- Ne rntectne tng 8 ee pert Heng 
Texas, Oklahoma, Arkansas and bines the drama of famous blades of history . 

Louisiana. They will handle Stow’s with Barnes Hack and Band Saw blades— 
complete line of truck shafts, vibra- famous for metal cutting efficiency and de- 
tors and general flexible shaft ma- pendability. 

chines 

















Barnes invites you 
These attention-getting advertisements, to pi ve = 
Associated Suppliers, Inc., Sandusky, | a ernaichateae in various metal working naurg PHILADELPHIA. 
Ohio, recently was appointed dis- | tions, are part of a new program designed to 
tributor for two new lines of prod- assist in the sales efforts of Barnes Distributors. 
ucts in the Sandusky territory: the 
Aeroquip industrial hose lines, and 
Band-It clamps. 





Cae «4 Whe Ahh A hae 


a aa 
7G. RARINERE 
Garrett Supply Co., Los Angeles, a 
Calif., has been appointed distribu- RN 6a) aia 
tor for the complete line of prod- 
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FOR INDUSTRIAL DISTRIBUTORS 








THE SUCCESS of your 
Sales Force depends largely 
upon how effectively 

the story of your line 

can be presented. 


With your sales information 
correctly presented through 
a CUNEO-BUILT catalog, 
your Salesmen can make 
an enthusiastic delivery 

of your story. 





QUALITY CATALOG 


PRINTING 


DEPARTMENT 





Wisconsin 





-~ « 














[4 CUNEO PRESS Ji. 


230 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 


| 
| 
| 
| 


CHICAGO @ PHILADELPHIA @ NEW YORK @ SAN FRANCISCO 





SS eR TR 


180 


INDUSTRIAL DISTRIBUTION © MARCH, 1950 


ucts manufactured by the Smith 
Welding Equipment Corp. 


Liberty Equipment @& Supply Co. 
has been named servicing and stock- 
ing distributors of the complete 
line of Vincent Huntington grind- 
ing wheel dressers, cutters and parts 
manufactured by Vincent Steel 
Process Co. 


Following are the distributors recently 
appointed to sell products of the 
Buffalo Fire Appliance Corp: 


e Smith-Courtney Co. 
Greensboro, N. C. 


e Carolina Machinery & Supply 
Co., Inc. 
Rocky Mount, N. C. 


e Derlin Supply Co. Inc. 
Winston-Salem, N. C. 


e Industrial Supply Co., Inc. 
Clinton, S. C. 


e Radcliff Supply Co. 


Amarillo, ‘Texas 


e The Robert Rom Co. 
Milwaukee, Wis. 


e Rundle-Spence Mfg. Co., 
Milwaukee, Wis. 


e Anderson & White Supply Co. 
Chicago, IIl. 


e Barrett-Christie Co. 
Chicago, II}. 


@ Woodward Hardware Co. 


Cairo, Il. 


e litchburg Hardware Co. 
Fitchburg, Mass. 


e QO. P. Killam & Son 
Marblehead, Mass. 


eC. E. Beckman Co. 
New Bedford, Mass. 


e William T. Manning Co., Inc. 
Fall River, Mass. 


e Osgood Co., Inc. 
Nashua, N. H. 


e Tidewater Supply Co., Inc. 
Roanoke, Va. 


Georgia-Alabama Supply Co., West 
Point, Ga., has been appointed dis- 
tributor of the Black & Decker line 
of tools. 

The Drill Master Supply Co., Evans- 
ville, Ind. has been named dealer for 
AllisCChalmers motors, controls, 
centrifugal pumps, transformers and 





The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


Fastener appearance that contributes 
to the sales value of your customer's product 
—helps him get True Fastener Economy. 
The exceptionally fine finish of RB&W Cap 
Screws and Square Head Cup Point 
Set Screws is the product of more than a 
century of continuous research and progressive 
development in fastener manufacturing 
backed by the skill of four generations ® 
of RB&W men and women. 


ba 
=a 
~ 
” 


DISTRIBUTOR 
1 


THE COMPLETE QUALITY LINE 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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CAN YOU SEE ANY DIFFERENCE? 


—if not, tell your customers about this tool 


SPECIAL BRIDGES TECHNICAL FEATURES 


@ Sole plate grooved to reduce friction and 
ensure positive contact between 
and work 


@ Micrometer adjustment 
setting to scraping limits. Maximum 
cut .0O§ 


@ Delicately spring-loaded and balanced 
workhead ensures that the grinding wheel 
is clear of the work when the tool is 
not in operation 


surlace 


gives accurate 


depth of 


@ Angle of contact between grinding wheel 
and surfacer adjustable from zero to 2. 


@ Standard 3° cup grinding wheel revolving 
rpm 


at 6,000 


THIS PRECISION MACH- 
INE TOOL SAVES TIME AND 
GIVES BETTER RESULTS— 
ON EVERY SURFACING JOB 


These two lathe beds —one 
hand-scraped and the other 
machine surfaced — illustrate 
the big time and money saving 
feature which has created an 
enormous demand for the 
BRIDGES Surfacer amongst 
engineers throughout the 
world. This amazing portable 
tool speeds up the craftsman’s 
skill—it eliminates expensive 
and laborious hand-scraping, 
and does better work in a 
fraction of the time. The same 
equipment can be used for oil 
grooving, rotary filing, fettling, 
polishing, grinding etc. by 
means of a special handpiece 
which is connected to the 
flexible shaft in place of the 
Surfacer. Tell your customers 
about the BRIDGES Surfacer 

itll save them money, and 
bring you added trade and 
bigger profits. 


Buide LOWE PORTABLE 


PRECISION SURFACER 


Manufactured by 


S.N. BRIDGES & CO. LTD., Parsons Green Lane, London, S.W.6, England 
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circuit breakers in portions of Indi- 
ana and Kentucky. 


| Winn Supply Co. of San Diego, Calif. 


has been named a distributor for the 
merchandise products of the chain 
and_ transmission, Baldwin-Duck- 
worth, and conveyor and process 
equipment manufactured by Chain 
Belt Co. of Milwaukee. 


| Teague Hardware Co., Montgomery, 


Ala., has been appointed distributor 
of the Johnson Bronze Co., New- 
castle, Pa. 


Pacific Hardware & Steel Co., Inc. of 
San Jose, Calif. has been appointed 
distributor for the merchandise 
products of Chain Belt Co. 


Dauray @& Bardsley, Inc., of Woon- 
socket, R. I., has had its franchise 
extended to include Allis-Chalmers 
motors, controls, circuit breakers, 
transformers and centrifugal pumps. 
The firm also has been named a 
certified service shop for Allis- 
Chalmers motors, controls and 
transformers. 


Arkansas Bearing Co., Little Rock, 
Ark. has been named a distributor 
for the merchandise products of 
the Chain Belt Co. of Milwaukec. 


Columbus Iron Works Co., Colum- 
bus, Ga., has been appointed dis- 
tributor for DeWalt machines, Chi- 
cago Belting and Cummins port- 
able tools. 


Polson Implement Co. of Seattle, 
Wash. has been appointed an au- 
thorized distributor for the products 
manufactured by Chain Belt Co. of 
Milwaukee. 





” 


. . . then, all of a sudden | found my- 
self not believing everything | told the cus- 
tomers...” 





eee for EVERY chain need! 


° f 
ROUND 


Sling Chain 


Any length. 
Single, double 
3-way, 4-way. 

Any pattern 


3 


ore 


Steel Sash Brass Safety 











Double Jack Single Jack 
Proof Coil or BBB Coil 


SSSSS GAN SA 


Repair Links Cold Shuts 
Liberty Coil—Twist Link 


CLE VELAND (HAIN 


Liberty Coil—Straight Link 


OOOO 7! Sleetene Chute eee co 
Cleveland 5, Ohio 


ay ane Tere Se ROUND Associate Chain Companies: The Bridgeport 


Chain & Mfg. Co. Bridgeport 1, Conn. ¢ The Cleveland 
Chain & Mfg. Co., Cleveland 5, Ohio ¢ Round California 
Chain Co., So. San Francisco and Los Angeles 54, Cal. 
— a a a ¢ The Round Chain & Mfg. Co., Chicago 6, Ill. ¢ Seattle 
Chain & Mfg. Co., Seattle 8, Wash. * Woodhouse Chain 

Buckeye or Brown Pattern em Works, Trenton 7, N. J. 


Lock Weave or Triumph Pattern 
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EASY TO O RDER Complete information available from our 
plant simplifies ordering. De-Sta-Co ‘Suggested Stock Order 
List’’ makes it easy to maintain and control your inventory. 


EASY TO sTOCcK 


Packed in durable cartons to take hard 
knocks in handling and shipping. Distinctively labeled for 
instant identification. Send to customers right in these double- 
duty containers . . . just apply mailing label and ship. 


EASY TO SELt Asked for by name . . . “De-Sta-Co”’. . . KNOW YOUR PRODUCTS, J. P. 
, “a : ; Power tells J. C. Ogletree of Columbus 

because of aggressive advertising in trade papers. This ready Iron Works Co., Columbus, Ga., here 

acceptance of well-known products, proven by use in thousands examining a new portable tooi. 


of shops means . . . PROFITS FOR YOU! Colesties Toon Wess 


DE-STA-CO SHIM STOCK Adds To Sales Staff 

Ihree new members have becn 
added to the staff of the industrial 
supply division of Columbus Iron 
Works Company, Columbus, Ga. J. 
P. Powers, formerly with Noland 
Company, Montgomery, Ala., has 
joined the company to specialize in 


DE-STA-CO FEELER STOCK electrical supplies. At present he is 


ian ao. 1a oo assigned to counter sales as training 
fpr A Demanded by name for years . . . favorite of before being assigned to the outside 
oe ene mechanics and machinists for close tolerance work. sales force. 

mainin opular > tle e a > 
cha an nappy Fourteen standard thicknesses, .0015 thru .O15. : James Ogletree, a graduate of the 
— Available in 12” strips, 42” wide, each identified Georgia Military College, is another 
by thickness, in moisture-proof cellophane envelope, trainee for the outside sales force. Al 
12 pieces each thickness to box. 25 foot coils packed in ; bert Stanford, a graduate of W om 
clear plastic case, each coil identified by thickness every ¢ nee a _— a tig 7 - "1 
foot. yama Polytechnic Institute, has startec 
: his training in the shipping depart- 

Other popular, fast-selling products . . . De-Sta-Co Arbor é g snipping P 

Spacers for spacing milling cutters . . . De-Sta-Co Shims for k ment j nee 
shimming gears and bearings. Preferred by machinists for » < P The a : expanding its ~— 
over a generation. \ of supplies and placing greater empna- 

sis on sales and sales training. 


Steel or Brass, from .00] to .015. Selected ma- 
terials rolled to precision limits, oiled to resist 
stain and rust, clean and free from burrs or ragged 
edges. Handy, durable cartons distinctively labeled 

diniiaah a one for instant identification . . . allow easy, safe 
12 assorted thicknesses .001 to .015 storage without waste or damage to stock. 





FOR COMPLETE INFORMATION ON THIS PROFIT-BUILDING 
LINE THAT’S EASY TO ORDER, EASY TO STOCK, EASY TO National Tube Co. 


cays Sh, SED COWEN NOW Promotes H. L. Bialock 


full details ; 
= in Harry L. Bialock, manager of sales 
DETROIT STAMPING CO. of National Tube Co., Atlanta, Ga., 


has been promoted to manager of 
sales of the Tubing Specialties Di 
vision of the company, with head- 

quarters at Gary, Ind. 
compass Mr. Bialock succeeds David T. Mar 

vel, who has resigned. 
Charles J. Lundvall, now salesman 
in the New York district office, suc 

CITY ZONE STATE 


Besossetentateeeunnenneaetanpenepenenintenunainaemmanenenmminmnaieammaninana ceeds Mr. Bialock in Atlanta 


332 MIDLAND «+ DETROIT 8, MICH. 


NAME 
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cy Al saves 


my time 
your money 








These added values make the P&H Zip-Lift 


America’s most popular little wire 

rope electric hoist 

SAFER — 110 volt push-button control. No open wiring. 

Plugging type limit switch; double brakes. 

LIFETIME CONSTRUCTION — Precision built — shaved 

gears running in oil — grease-sealed antifriction bear- 

ings —- fully enclosed, moisture-proof, dust-proof, acid- 

proof. Motor designed for hoist service. 

ALERT SERVICE — Out-of-stock delivery from qualified 

dealers everywhere — also backed by 19 branch offices 

and conveniently located warehouses. 

And Now ... Still More New Features — 

All Standard Equipment 
@ Lower limit stop — meets all safety codes. 
@ Extra ground conductor in feeder cable and push 
button pendant. 
@ Reinforced push-button pendant. 
@ Grooved drum for longer cable life. 
Available in capacities up to 2000 Ibs. 


VETORS + OVERHEAD CRANES + HOISTS + ARC WELDERS and ELECTRODES + SOIL $ 


4) . 
vi 21P-LIFT 3 TRAV LIFT 


HOISTS i CRANES 


j HEVI-LIFT 


HEAVY DUTY CRANE 


| 





That’s the big thing about this little hoist: 


Skilled workers should never be allowed to heave 
heavy loads by hand. Let them put their time and 
effort where they belong—in production. 

In thousands of plants “thru-the-air” handling 
with the Zip-Lift is saving time—earning money... 
beside machine tools, along assembly lines, around 
loading docks, receiving rooms, warehouses—wher- 
ever the handling of loads up to 2,000 pounds can 
be turned into a push button job. 

What are your chances for making money with 
the Zip-Lift? Any P&H Representative will show you 
where—and how—and how much profit it will 
earn for you. 


Meanwhile, bulletin H20-4 may help you. It’s 
dilled with money-saving ideas. Write for it. Use / 
the coupon below. f 


ELECTRIC HOISTS 


4538 W. National Ave. 
Milwaukee 14, Wis. 


icc ae Pr See 


ILIZER » CRAWLER and TRUCK CRANES « DIESEL ENGINES + CANE LOADERS + PRE-ASSEMBLED HOMES 


HARNISCHFEGER CORPORATION 
4538 W. National Ave., Milwaukee 14, Wis. 


Gentlemen: Please send me your Bulletin H20-4 on the Zip-Lift. 


I aves dacictiecsscnaiirichi dencdeapittnnsicipoanisites 








REPLACE 29 SIZES 
THINNER « LIGHTER 


Now for the first time quality, light-weight, alloy 
steel adjustable wrenches drop-forged to stand 
up under heavy duty jobs. The OTC Slim Twins 
make tough jobs easy ~ save tool and time 
costs -- result in faster, more productive work in 


your shop or on emergency calls. The OTC Slim 


Twin Wrenches replace 29 standard size wrenches. 


OA-24 is 24” long, 7/8" thick and weighs only 
10 Ibs. Adjusts to 13 standard sizes from 1-3/8" 


to 2-7/8". OA-36 is 35” long, 1-1/8" thick and 


weighs only 22 Ibs. Adjusts to 16 standard sizes 
from 2-15/16" to 4-3/4”. 





—= ERIN Vom SSDNA / 




















LOCATED LEVERAGE POINTS 


NEW GIANT ALLOY 
adjustable 
wrenches 


EXCLUSIVE DESIGN 
GIVES ADDED 
STRENGTH IN PROPERLY 





FOR LONG SERVICE. a 





PATENT 
APPLIED 


OWATONNA 
TOOL COMPANY 


373 CEDAR STREET 
OWATONNA, MINN. 
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A NEW SAW, its specifications and 
operation, occupies Burton Hendrix and 
Joe Smathers of Harry P. Leu, Inc., 
Orlando, Fla. 





UR. A. Kelly Co. 
| Advances Earl Wilson 


Earl L. Wilson, a familiar figure in 

mid-west cordage circles prior to 

| World War II, has been appointed 

| manager of The R. A. Kelly Co., 

Xenia, Ohio. He will fill the position 

left vacant by the recent death of 
F. Leon Spahr. 

Mr. Wilson has spent 21 years in 
the cordage industry. Originally he 
was employed by the Columbian Rope 
Co., in the sales department. He 
joined the sales force of the Kelly Co. 
in 1931, when the latter company be- 
came an associate of the Columbian 
Rope Co. 

R. W. Hickok, who has been con- 
tacting the trade for several years, will 
be associated with Mr. Wilson. 





A CHUCK ADAPTER order, just 
phoned in, is written up by Edmund 
K. Gilbert, power tools and machinery 
buyer for N. T. Bushnell Co., New 
Haven, Conn. 











MILLION TON TORTURE TEST 
READY FOR MORE! 








QUAKER CONVEYOR BELTING 


PERFORMANCE-PROVED TO GIVE LONGER SERVICE 





Day in and day out...year after year... 
for eleven years, more than a million tons of 
rock smashed down and was carried along 
by a Quaker Ironsides Conveyor Belt. This 
24” wide belt takes an impact drop of four 
feet and runs a grade that starts at four feet 
off the ground to a height of fifty-five Jeet... 
carries 60 to 100 yards of material per hour. 
After a million tons, it is still good and ready 
for many more. 


QUAKER PACKINGS FOR SAFER SEALS 
Scientifically pre-tested . . . ruggedly 
performance-proved Quaker Packings 
are engineered for every use in your 
plant—for pumps, compressors, water, 
air and steam lines and many other 
places where a positive, long-lasting 
seal is needed. 


Quaker Belting ...as well as the entire 
Quaker line is pre-tested and performance- 
proved to build satisfied customers for you. 
You'll find Quaker quality is tops in any 
product—conveyor belts, V-belts, transmis- 
sion belts, hose, packings and molded 
products. 

To vitalize your sales... Quakerize your line 
for '50. It’s the profit-proved line that is yours 
for more sales! 


QUAKER HOSE FOR RUGGED WEAR 
Pre-tested for flexibility and strength 
. . « built to stand abrasion . . . per- 
formance-proved for rugged resistance 
to wear...every Quaker Hose has been 
scientifically developed for a specific 
application ... to provide longer service 
in your plant. There's a Quaker Hose 
to meet every industrial requirement. 


QUAKER RUBBER CORPORATION - PHILADELPHIA 24, PA. 


[ fH 
New York7 - 


Cleveland 15 


K Porter ¢ mpany Inc 
¢ Chicago 16 + Houston 1 


Western Territory 


QUAKER PACIFIC RUBBER CO. - 


QUAKE 






San Francisco 10 « Los Angeles 21 


RUBBER PRODUCTS | 


custom made for every industrial use 


+ Seattle 4 





are businessmen 
COLD- 
BLOODED? 


OF COURSE NOT! Literally, their normal body tem- 
perature is 98.6—same as laborers, engineers or any other group 
of people. And, figuratively, they’re no more, or no less, cold-blooded 
—as a group. 


We all know unreasonable generalizations can be dangerously 
false. Common sense and on-the-job experience show us the value 
of dealing specifically with ideas, problems—and people. 


Let’s not make the big—and costly—mistake, then, of generaliz- 
ing on religious or racial groups. Adopt and carry out these common 
sense principles: 


. Accept—or reject—people on their individual worth. 





. Don’t listen to or spread rumors against a race or a 
religion. 


3. Speak up, wherever we are, against prejudice. Work 
for understanding. 


Published in the public interest by: 


McGraw-Hill Publications 
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SUPER-7 V-BELTS FOR 
ANY TYPE OF DRIVE 


Complete Texrope line includes A, B, 
C, D and E sections in standard belts 
and Q, R, S and T in wide range. 
Five types are available to cover all 
possible operating conditions: Stand- 
ard, Oil-Resisting, Oil-Proof, Static. 
Resisting and Super-7 Steel. The Tex- 
rope franchise also includes a com- 
plete line of FHP belts to fit thou- 
sands of applications on small indus- 
trial and home machinery. 


Texrope, Super-7, Vari-Pitch, Magic. 
Grip, Tex-lron, Texsteel and Texdrive 
are Allis-Chalmers trademarks, 


A COMPLETE LINE OF 


CONSTANT SPEED DRIVES 


6¢ 


One of the most popular sheaves on 
the market today . . . the famous 
Magic-Grip, has a patented taper bush- 
ing for fast, simple and easy mount- 
ing and de-mounting. It covers a wide 
range of drives from 1 to 250 hp, 
Other constant speed sheaves in the 
Texrope line include Texsteel, Tex- 
drive from one to 25 hp, Tex-Iron 
for FHP applications, Standard cast 
iron from one to 1000 hp, and special 
cast iron sheaves for all unusually 
large drives. These constant speed 
sheaves are stocked in conveniently lo- 
cated warehouses throughout the U. S. 











EXROPE and only Texrope is the line that meets every possible need in 
V-belt drives . . . whether it’s an order for a single FHP belt or a giant 
sheave to transmit thousands of horsepower. And back of this complete- 
line coverage is the engineering staff that originated multiple V-belt drives 
in 1925. A profit-making combination . , . and here’s what it can mean to you. 
It means complete market coverage that your competitors can’t match , .¢ 

a chance to secure orders nobody else can quote on. . . and develop business 
on associated and related products. It means sales help from special applica- 
tion engineers when and where you need it. A few Texrope franchises re- 
main available. Why not investigate Texrope today and make yourself the 
V-belt headquarters of your area. A 2902 


ALLIS-CHALMERS, 1080A SO. 70 ST. 
MILWAUKEE, WIS. 


ALLIS-CHALMERS 


Dealer Sales Organization—General Machinery Division 


INDUSTRIAL DISTRIBUTION © MARCH, 1950 


A COMPLETE LINE OF 


VARIABLE SPEED DRIVES 


New Vari-Pitch Automatic sheave pro- 
vides 2 to 1 speed variation while 
unit is in operation. Fits 11. to 60 
hp variable speed drives, 


Other variable speed drive units in- 
clude standard and wide range Vari- 
Pitch sheaves and Vari-Pitch Speed 
Changers up to 75 hp, 





Interested In These Other 
A-C Franchise Lines? 


re 

€ 

t 

5 

i 

| 

i PUMPS 
'n Single and multi 
- Stage units to 
1 10,000 gpm for 
1 general duty, 

i 

a 

i 

' 

] 

‘ 


MOTORS 
Includes standard 
y tog to 200 hp. 
Also a-c, d-c mo- 
tor-generator sets, 


CONTROLS 


Complete line of 
starters, push but- 
ton devices for 
general duty. 


OTHER LINES 


Distribution and 
instrument trans- 
formers, small 
industrial breakers, 


Race mam amma me 
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R. F. Miller 


Miller Named Assistant 
To Y & T Manager 


R. F. Miller has been appointed 
manager of the sales promotion and 
advertising department of the Phila- 
delphia division of the Yale & Towne 
Mfg. Co. 

Mr. Miller joined the company in 
October 1945 after completing four 
years of active duty with the Intelli- 
gence Service of the U. S. Navy. In 
iddition to performing both advertis- 
ing and sales promotion activities, Mr. 
Miller is responsible for developing 
market research and sales quota sys- 
tems within the Philadelphia division. 

Currently, Mr. Miller is program 
chairman of the Eastern Industrial 
Advertising Club in Philadelphia. 





Goss Reappointed 
To Committee Post 


J. Edward Goss, industrial activities 
administrator of the Brown & Sharpe 
Mfg. Co., has been reappointed to the 
chairmanship of the Apprentice Train- 
ing Standards Committee of the Na- 
tional Machine Tool Builders’ Associ- 
| ation. 
| At its recent meeting at White Sul- 

phur Springs, W. Va., Mr. Goss ad- 











| dressed the association on the subject 


e °® 
| “Machine Tool Builders of To- 
f | morrow.” 





erformance 


—— BAY STATE TAP & DIE CO. 
MANSFIELD, MASSACHUSETTS 


AN INVENTORY CHECK is made 
by two Andrews Hardware & Metal 


Co., salesmen in Los Angeles before 
i istri tarting out on calls. They Bill 
On nearby shelves of Industrial Supply Distributors Rat Raia me aia 
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NIGKEL ~~ METAL 
BABBITT BABBITT 
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BAB BITT:. 








w 
23 
S 
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ss 
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FOR EVERY BEARING NEED! 


Most white metal bearing problems can be successfully 
“nine sae , solved by using one of the Federated Big 4 Babbitts 
rey) Thermodyne, XXXX Nickel, Merit and Record. 
Thermodyne and XXXX Nickel are tough, dense- 
grained tin-base babbitts for heavy bearing loads at high speed operation. 

Merit and Record are ductile, low-cost lead-base babbitts for lighter loads 
at more moderate speeds, 

The Federated Big 4 branded babbitts are scientifically designed to answer 
most white metal bearing needs, and thus to simplify your bearing problems. 
For special requirements, alloys of any composition can be supplied. 

To order, or to obtain more information, call or write the nearest of 
Federated’s 11 plants and 24 sales offices across the nation. 

Federated also makes many other non-ferrous products, ~~ 4d 


including copper-base alloys, aluminum and magnesium alloys, Meld ey 





solders, die casting metals and fabricated lead products. 


Sedvidare METALS 


Division of American Smelting and Refining Company, 120 Broadway, New York 5, N.Y. 
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| The Lindquist 


Originals 


WHEN 30 years ago, C. G. Lindquist 


ette/-bu il : of ‘I he Lindquist Hardware Co., then 


27 years in the field, put his key in the 
front door that set him up in business 
for himself in Bridgeport, Conn 


ae hil 


Cy 


c Liberates a clean, dry, odorless, 
inert gas under high pressure 
without pumping. Snuffs out 
flames in seconds. 
Especially effective on highly 
inflammable liquids — gasoline, 
oils, and greases, alcohol, sol- 
vents, paint, lacquer, etc. ... THE MAN who “walked in with 


Safe and certain in fighting the Boss” was Charles E. DeCesare, 
now traffic manager in Lindquist’s 


fires of electric origin-——-a non- shipping department. 


conductor of electricity. 
Non-damaging to any equip- 
ment, finish, fabric or other ma- 





terial with which it may come in 
contact. 
Fully effective indoors or out — for Class 
B and C fires. Won't freeze or déteriorate. 
Improved Squeeze Grip Valve, pressure- 
seat type with recoil preventors and safety 
pressure relief disc. 


Approved by Underwriters Laboratories, 


Sold through better mill supply houses every- 
where. A few territories now open. Why not 
write us? 


Established 1895 


‘ ... THE NEXT MAN in was Eric R. 

B UFFALO I: IRE AP PLIANCE Helm, who became the firm’s general 
CORPORATION manager and purchasing agent and 
DAYTON 1. OHIO was responsible for many of the changes 

and improvements in the company’s 


EE LS eT TN eT activitics 
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OUR NEW CATALOG 


DRILLING * REAMING * PUNCHING! 


Tools that will perform these operations most efficiently, regardless of materials, will be 
found in this new catalog. In this book are drills and reamers made of High Speed, 
Carbon, Cobalt steels—and Tungsten Carbide. The punches are of Carbon anc High 
Speed. Management, engineers, tool supervisors, buyers and distributors will need this 
book as an up-to-the-minute reference guide. 


To all you men in industry—we dedicate this new catalog! 


Request for a catalog should be made on your 


company’s letterhead. wiB> 


WHITMAN s BARNES | 


PLYMOUTH, MICHIGAN 


NEW YORK « CHICAGO + LOS ANGELES + HOUSTON 
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Georgia Sales Branch 
Moved By Black & Decker 


9) 
° r BLU F [) FY || The Black & Decker Mfg. Co. of 
Sp eci f y Towson, Md. has moved its Atlanta 


Factory sales and service branch to a 
k S re W P a d uC t S new building at 316 Techwood Drive, 
Socket o¢ N. W., Atlanta 3, Ga. 

At its regular monthly meeting, re- 
cently, the board of directors of the 
| company elected Maxwell R. Sacra as 

a director to replace Harry O. Norris, 

who resigned from the board several 

months ago. Mr. Sacra, who is export 
| manager of the company, has been a 
| member of the Black & Decker organi- 

zation since 1927. 

The new Atlanta building was built 

| to the specifications of the manufac- 
turer and offers greatly increased facili- 
ties for the prompt, efficient servicing 

| of its products. It is manned by fac- 
tory-trained personnel to repair and 
service the company’s products and 

has a large show room to display a 

wide range of portable electric tools. 
| Ample parking space has been pro- 
| vided at the new location for the con- 

venience of customers. 





Trask and Bukowsky 
Advanced By Roebling’s 


E. A. Trask, former head of the 

San Francisco office of John A. Roe- 
Socket Stripper Bolts mex bling’s Sons Co. of California, has as- 
—also used for cam os sumed his new duties as manager of 


motions, link attach- sales of the company’s Chicago cor- 
ments, and other ap- poration ; 


plications which re- , 0 eee ee 

quire a long-wearing Socket Cap Screws G. Cc. Bukowsky, former manager 

stid. 3 of the Portland, Ore. branch has suc- 
Sturdy, cold formed ceeded Mr. Trask in his old position. 

ead — continuous 


See cteetinte. Mr. Trask joined the Roebling or- 
ee ganization 25 years ago, starting as a 
warehouseman and splicer. He be- 
Flat Head 
Socket Cap Screws 
New flush type sock- 
et cap screws fit 
standard counter- 


sink. Socket Set Screws Socket Pipe Plugs 


Néw precision- 
ground threads Safer and stronger 
than common malle- 


assure finest su- : - 
per-smooth finish. able iron pipe plugs. 
Heads don’t pro- 


trude. Made of high 


grade alloy steel. Pre- 
Socket Screw Keys cision-cut threads 


In all sizes—short or provide excellent seal. 
long arm series. 


Sold through authorized 
wil Industrial Supply Distributors 











SVU SLAW MODES 
SAFETY SOCKET SCREW COMPANY 


4454 N. KNOX AVENUE «+ CHICAGO 30, ILLINOIS 
11 Park Place New York 7, N. Y. A. Trask 
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Two new G-E fluorescent lamps 
bring out all colors for the first time... 


ENERAL ELECTRIC'S two new fluores- 
cent lamps show colors as never before 
possible with fluorescent lighting! These two 
lamps— De Luxe Cool White and De Luxe 
Warm White achieve excellent color rendi- 
tion in fabrics, paints, finishes—meet the 
need for better lighting of color-critical areas 
throughout industry. 
The reason: a revolutionary new phosphor 
“D-R’”’, developed by General Electric Lamp 
research and used on the inside coating of 
the two new lamps. Now available in the 
40-watt size, the De Luxe Cool White and 
De Luxe Warm White lamps will soon be 
available in other standard sizes. 


FLUORESCENT | 
Lames) | 


New, simplified lamp line makes selection easy! 








EFFICIENCY, USE 


IF YOU Wits Wee STANDARD COOL WHITE 





WANT COOL 





EFFECT, USE 


presspuces Se See coos x | DE LUXE COOL WHITE 








EFFICIENCY, USE 


IF YOu eseeadisntage 4 STANDARD WARM WHITE 





WANT WARM 





EFFECT, USE 


ATMOSPHERE WITH BEST COLOR DE LUXE WARM WHITE 














The new De Luxe lamps, plus General Electric’s 
two standard lamps, create a 4-lamp line that fills — 
practically every fluorescent lighting need and makes 
selection easy. The chart at left shows how to 
choose the right lamp for your customers’ needs. 


STANDARD COOL WHITE (formerly 4500 white) — 
high efficiency with reasonable color rendition. 
Preferred for most working and selling areas. 


DE LUXE COOL WHITE — gives excellent color 
rendition with good (but not highest) efficiency. 
For areas where color rendition is most important. 


STANDARD WARM WHITE (formerly Warm Tint) 
provides high efficiency combined with color 
impression of filament lighting. 


DELUXE WARM WHITE combines 
excellent color rendition with good 
(but not highest) efficiency. For 
warm environment where excellent 
color rendition is essential. 


FREE SELECTOR GUIDE Shows which 
lamps customers need for their 
lighting requirements. W rite General 
Electric, Division 166-1D-3, Nela 
Park, Cleveland 12, Ohio. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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Good Profit For You In 


EVERLASTING 
DUPLEX VALVES 

















That's largely because 
of their long and nation- 
wide acceptance by in- 
dustry. And that, in turn, 
is due to their fine per- 
formance and service 
records in a great diver- 
sity of applications. 


Because EVERLASTING Valves 
never let users down in service value, 
they never let distributors down in 
sales value. When you stock the 
EVERLASTING line — it includes 
valves for general service and boiler- 
room requirements — you are in a 
position to sapply something on 
which plant engineers and mainte- 
nance men are already sold . . . but 
good! And you'll find EVERLAST- 


BOILER 
BLOW- 








ING’s 40 years of experience and 
prestige in the valve field a good 
builder of customer confidence in 
your own service. 

Send for supplies of bulletins cov- 
ering the EVERLASTING line of 
valves — and distribute our literature 
to your customers. You'll never put a 
postage stamp to better use — nor 
find a better time than now to use it! 


EVERLASTING VALVE CO., 49 FISK STREET, JERSEY CITY 5, N. J, 


Everlasting 


Trade Mark 


“EVERLASTING” 
Reg. U.S. Pat. Off. 
EV-316A 


«Sor everlasting protection 
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G. C. Bukowsky 


came a salesman in 1931 and nin 
years later was made manager of the 
San Francisco branch. 

Mr. Bukowsky, a graduate of the 
University of Ore., also has been asso 
ciated with the Roebling Co. since 
1925, starting as a salesman in the 
logging and mining territories of 
Idaho, Oregon and Southern Wash 
ington. He was elevated to the man 
agerial post at Portland in 1942, and 
had served in that capacity until his 
recent transfe1 


Simonds Names Kishman 
Ohio District Manager 


John H. Kishman has been ap 
pointed district manager for Ohio, 
with the exception of ‘Toledo, and for 
western Pennsylvania, centering in 
Cleveland and Pittsburgh, for the 
Simonds Abrasive Co. of Philadelphia, 
Pa. 

Mr. Kishman has been sales repre 
sentative for the company in southern 
Ohio territory for many years with 
headquarters in Dayton. 





- 


DIORAMA of the Vulcan Copper & 
Supply Co., plant on Sycamore St., 
Cincinnati, Ohio, is set up in recep- 
tion room. The display was created by 
Herb Silver, captain of watchmen 





So you won't break, eh? Then stretch if some more! 
Stretch — stretch — s-t-r-e-t-c-h+ goes the section of 
8” Columbian Manila — as the relentless Rhiell Test- 
ing Machine puts it through a strain equal to a 
50,000 pound pull. Yet terrible as this strain is, 
Columbian Rope proves it can stand even more 
without breaking. That's the kind of tensile strength 
testing Columbian Rope must endure before we call 
it strong, 


Equally emphatic quality control assures you of other 
Columbian features — IT'S MORE FLEXIBLE, easier 
to handle — IT’S PLIABLE WHEN WET — IT'S ROT 
PROOFED, non-kinking, too. IT'S MADE TO LAST 
LONGER. 


You can count on these features when you specify 
Columbian. Every foot is guaranteed for quality, 
strength, durability, service. 


COLUMBIAN ROPE COMPANY 
320-50 Genesee St., Auburn “The Cordage City”, New York 
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@ “WIRE-NUTS" ® 

and WIRING TOOLS 

“Wire-Nuts” — the patent- 

ed*, solderless, tapeless 
wire connectors—have been the con- 
tractor’s and industry's standard for 
over 26 years. Wiring tools include 
B-X cable cutters — voltage testers— 
fish tape, reels and pullers—fuse re- 
ducers—fuse clip clamps—test lites 
fuse pullers—cable rippers—joist bor- 
ers—wire skinners. 
*Pat. No. 1,933,555 


@, 


@ THERMO-GRIPS * 

Resistance heating prin- 
ciple soldering tools that 
make difficult soldering 
jobs in production or main 
tenance easy for 
every job. 


@ WIRE STRIPPERS 
Production: Brush 
operated bench — rotary 
and lever types. Also fa 
mous “‘Stripmaster” hand 


type 


Sizes 


foot 


All this and national magazine 
advertising, too! 


Every month IDEAL’s big, continuous di- 
rect-by-mail campaign reaches the large users 
and prospects in. your territory with pin- 
point accuracy. It is producing sales and 
sales leads in BIG volume. All sales and 
leads are channeled through IDEAL Dis- 
tributors . . . In addition IDEAL furnishes 
you with free direct mail—imprinted with 
your name—to tie you in with IDEAL’S na- 
tional advertising program . . . IDEAL is 
all-out to bring you more sales, bigger sales 
and new accounts. The market is vast—the 
demand is there—the profit margins are lib- 
eral. Make up your mind, right now, to cash 
in as never before. 1950 is an IDEAL year! 


*Average number of direct-by-mail pieces each month. 


@ CLEANERS 
Hand-type vacuum 
cleaner — sprayers — 
blowers — dryers — pop- 
corn blowers — curry 
combs. All-purpose 

tank-type cleaners for indus- 

trial cleaning, scrap-collec- 
tion, water pick-up. 


@ MOTOR MAINTENANCE 
EQUIPMENT 
Commutator and slip ring re- 
surfacers—commutator clean- 
ers—brush seaters— precision 
grinders — mica undercutters 
— commutator saws — coil 
winder drives and heads—in- 
sulation testers—growlers. 


@ MACHINERY PRODUCTS 
Live centers to speed and im- 
prove lathe output — electric 
etchers — dust collectors — 
tachometers demagnetizers. 


> 


Sold Through America's 
Leading Distributors 





IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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THAT LOOK of pleasure follows Herb 
Wisham and Jack Robinson’s discus- 
sion of the new sales outlook at S. B 
Hubbard Co., Jacksonville, Fla. 


Curry and Toner 
Buy M. L. Curry Oil Co. 


Charles H. Curry, Jr, and John V. 
loner, Jr., have purchased the M. L. 
Curry Oil Co., formerly Curry Broth- 
ers Oil Co., in Boston, Mass. Mr. 
Toner and Mr. Curry have entered 
into a partnership, and will continue 
the policies and line representation 
instituted by the former firm, adding 
to their present lines as the company 
develops. 

The firm has been in the family for 
more than 90 years. It was founded 
in January, 1851 by Daniel Curry 


| when, at the age of 18, he struck out 


for himself with the purchase of 2 
horses, a wagon, a cart and a sled. He 
became a leading manufacturer of oil 
products for the region, and began to 
invest his surplus earnings in ventures 
in articles with which his daily busi- 
ness made him familiar. Finally he 
acquired an amount of capital which 
encouraged him to make a change in 
his business, and moved the firm stead- 
ily into the industrial supplies area of 


Charles H. Curry, Jr. 





Whats new in Socket Screws? 
Ask PK* Distributors— 


They had the first Ground Thread Socket Set Screws 
oa <i 


They had the first (and still the only) 


Size-Marked Socket Head Cap Screws 


a 


Now they have 


Another Sales Producer— 
The New Size-Marked 


Engineered Hex Keys 





It's a new time-saver for their customers . . . a new business 
builder for them. No wonder Parker-Kalon Distributors will tell 
you, “If it's P-K ... it’s O.K."—for sales-producing features, for 
smart merchandising, for steady profits. 

Certain territories are open for appointment of new distributors 
of P-K Socket Screws only. Parker-Kalon Corporation, 200 
Varick Street, New York 14, N. Y. 


/\ 


P-K PARKER-KALON' (4/7 SOCKET SCREWS 


SIZE-MARKED SOCKET HEAD CAP SCREWS *« GROUND THREAD SOCKET SET SCREWS 
*Trade Marks Reg. U.S. Pat. Off. « FLAT HEAD SOCKET CAP SCREWS « STRIPPER BOLTS + PIPE PLUGS « HEX KEYS 


MANUFACTURERS OF SELF-TAPPING SCREWS, WING NUTS, THUMB SCREWS + HARDENED SCREWNAILS AND MASONRY 
| NAILS « SHUR-GRIP FILE AND SOLDER IRON HANDLES «© METAL PUNCHES + DAMPER REGULATORS AND ACCESSORIES 
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Help Production Speed 


Many manufacturers looking for ways to cut production 
costs have found that Klein Pliers on their production 
lines will save valuable minutes on assembly line which 
rapidly add up to important man-hours. 

There are two reasons for this: 

First, the Klein line includes pliers specially made 
for every job. 

Second, Klein quality assures perfect alignment of 
jaws—matched cutting knives that stay sharp—the cor- 
rect spring to hand-fitting handles that minimize fatigue. 


If you are interested in saving production time—in 


increasing workers’ efficiency—see your Klein supplier. 


ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


The Klein Pocket Tool Guide, showing 
the Klein line and containing useful 
information, will be mailed on request. 


John V. Toner, Jr. 


activity. At one time he had almost 
the entire control of the rosin trade in 
Boston, and largely that of New York 

Charles W. Curry entered the firm 
in the 1890’s. In 1910, when it lo- 
cated in the same city block from 
which it now operates, Curry Brothers 
was formed by Charles H. and Mal 
colm L. Curry, sons of Charles W. 
Curry. They carried on until January, 
1947, when Charles H., the elder son, 
died suddenly. In August of 1948, 
Malcolm §. Curry died after a short 
illness. It was in July, 1947 that 
Malcolm, then the sole owner, 
changed the name to M. L. Curry 
Oil Co., which still is retained. Re- 
tained, also, is J. J. “Joe” Levine, 
inside man, who will serve in the 
position he has held for the last 40 
odd years, 

The major portion of the firm’s 
business has carried it, over the years, 
into the industrial equipment field, 
until at the present time it repre 
ents about two-thirds of its annual 
volume. 


Thor Co. 
Erects Denver Office 


Transfer of the Thor factory branch 
sales and service operations in Den- 
ver from 1017 19th Street to its newly 
erected Thor headquarters at 1040 
Speer Blvd. now is completed. The 
new telephone number is Alpine 3668 

Clarence H. Gabriel, newly ap 
pointed Denver branch manager, 
supervised the move, the fifth Thor 
new branch office building installation 
this year. Other branch offices mov 
ing to more spacious, better located 
sites earlier in the past year included 
the Chicago branch, which occupied 
a new 5000 sq. ft. building at 1405 
W. Washington Blvd in May; Pitts- 
burgh, at 204 Thomas St. in June; 
Toronto, 1909 Davenport Road, in 


ings and include facilities for service 
and repair of tools. 


preg June; and New York, at 32-34 Green- 

WEEE & Sons point Ave., Long Island City, in 

Established 1857] Chicago, 111, U.S.A June. All were in newly erected build 
BELMONT AVENUE HICAGO 18 ILLIN I 
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MICHIGAN ABRASIVE COMPANY 


bases its 
sale of its products 


through distributors! 


QEUIsTnnss 


QAO : 


ANOS 


Here is an opportunity to sell profitably quality abrasives 
under a marketing policy tailored for the distributor. Les$ 
inventory, less red-tape, more profit on small purchases, 
You as a distributor are the main sales force and have 
abrasive sales in your territory under your control. This 
marketing policy is made to order for you. 


Michigan Red Coat Brand Abrasives are quality products 
and are widely used today by many large industrial and 
automotive manufacturers. They stand up under hard 
usage and prove economical on the job. 


Why not write and discuss the possibility of handling the 
complete line in your area? 


Being a distributor for the Michigan Red Coat Brand Abra- 
sive line is the kind of experience most distributors have 
hoped for. It's more profitable, it's cooperative, it’s to 
your advantage ... try it, write for full information today. 


ABRASIVE BELTS 
ABRASIVE ROLLS 
ABRASIVE DISCS 
ABRASIVE SHEETS 
LAPPING COMPOUNDS 


MICHIGAN ABRASIVE COMPANY, 2360 W. Jefferson Ave., Detroit 16, Michigan 
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Catalogs Recently Delivered 
REPEAT ORDER 
Marshall Supply & Equipment Co., Tulsa, Oklahoma 


STC 
Viarsitar L SUPPLY] 
& EQUIPMENT CO. | 


MARsUC] =. 


‘FIRST TIME’ ORDERS 
R. L. Fulghum Co., Atlanta, Georgia 
The Greene-Wolf Co., Brooklyn, New York 





THE 
GREENE WOLF 
Co. 


PIPE VALVES -FITT 


TULSA, OKLA HANOBOOK OF 


ATUL 
A) 


“ATLANTA CA BROOKLYN, N.Y. 


An Important Check List... 


Points to Consider in Buying a Catalog 
to Do a More Profitable Job of Selling 


Will you get these services and features from the people who 
compile and print your catalog? 


Decades of experience in engineering and building successful 
catalogs for leading American distributors. 


A practical knowledge of the merchandise presented. 


A modern system of skillful and uniform compiling—one of 
the master-keys to the kind of catalog buyers use by preference. 


Undwided Responsibility for compiling, type-setting, printing, 
and binding. 


I'he competence and good service of the compiling organiza- 
tion endorsed by countless repeat orders. 


Fast delivery—on a reliable production schedule. 


A fair price on a distribution tool really built for results. 


Dou are 


hundreds of users of Donnelley-compiled catalogs. If you are thinking about a 


neu catalog, drop us a line. 


cordially invited to check these or any other points with any of the 


One of our experienced catalog men will be glad 
to call and give you the details of our service. Consulting us, please remember, 


does not commit you in the slichtest. 


Ax 


R. R. DONNELLEY & SONS COMPANY 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16 


PRINTERS * BINDERS * ENGRAVERS * LITHOGRAPHERS 
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Black & Decker 
Oyster Party 


REGISTERING guests at the annual 
Black & Decker oyster party in Chi- 
cago, Fay Reynolds, (Black & Decker) 
greets Andy Beaufils, H. Channon Co., 
Chicago, in her usual charming manner. 


STERLING Products Co., Chicago, 
was represented at the Black & Decker 
oyster party by Pete Schwan and Lillian 
Moriearity. Al Fehsenfeld, (Black & 
Decker) did the hosting. 


. * ~ =~ 

SERVING R. V. Pittman, Boyd-Wag- 
ner Co., Chicago, Black & Decker host, 
Ray Horner, finds oysters-on-the-half- 
shell are well received by distributor 


guests. 





The best time for the salesman to say 
nothing is when a prospect wants to 
say something. 








Newton R. Crum 


Crum Will Represent 
Flexible Steel Lacing Co. 


Newton R. Crum, a native of Los 
Angeles and now a resident of Alham- 
bra, is the new representative for 
Flexible Steel Lacing Co. of Chicago, 
Ill. in Calif, 

Mr. Crum has had some 15 years 
experience in selling mill and mine 
supplies to the industrial trade. For 
the past four years he was owner of 
Western Industrial Supply Co. in 
Sacramento. For two years before that 
he managed the northern division of 
The Republic Supply Co. in Oakland. 


Buffalo Bolt Co. 
Advances Zettel 


Clarence E. Zettel has been trans- 
ferred from the New York office of 
the Buffalo Bolt Co. to become Chi 
cago district manager of the firm’s 
midwestern territory. Mr. Zettel has 
more than 20 years of service with the 
company. 

William J. Phalen, formerly Chi 
cago district manager, has retired. He 
had seen 45 vears of service with Buf- 


falo Bolt. 





CONFERRING on sales activities at 
Zonne Electric Tool Co., are George 
l.. Stoddard, salesman, and R. G 
Spangler, sales manager 


Joxn EIM 


DOUBLE-ACTION 


4 


Better in many ways! 


HIGH VACUUM! 


s 20 gallons per 100 strokes 
| conditions —— 


pumps 
Deliver 


20-ft. lift under norma 
_no foot valve needed. 


self- 
priming - 


DOUBLE ACTION! 


pumps on both forward 


No wasted motion af 
steady flow of liquid 


ond back strokes 





te- locked. 
easy to operate easily 





SINGLE DIAPHRAGM! 


ilt 
The only double - action hand pump bui 


diaphragm! Long lived molded 


ith a single 
or no piston leakage 


diaphragm reinforced 


— tests 95% efficient by volume. 








— ae 


This remarkable new 
Tokheim Double-Action 
hand pump is setting new 
performance records for 
users everywhere. Farmers, 
oil men, paint dealers, 
factory maintenance and 
production men all hail 

it as the most efficient hand 
pump ever designed for 

its purpose. Fast, easy to 
operate with unusually high 
suction. Pumps on both 
forward and back strokes. 
Handles petroleum prod- 
ucts, paint oils, and other 
industrial liquids. Light 
weight. Low cost. Trouble- 
free. Available for dram or 
underground tank use with 


hose or spout outlets. 


FOR USE WHEREVER LIQUIDS ARE HANDLED 


FACTORIES 


PAINT STORES 


SERVICE STATIONS 


DEALERS—DISTRIBUTORS: There are many uses for this pump—in 
industry, factories, farms, orchards, boat liveries, paint stores, 
garages, used car lots, service stations, construction, etc. At- 


tractive dealer terms. Write today! 


General Products 


Division 


TOKHEIM OIL TANK AND PUMP CO. 


1656 Webeash 
Factory Branch: 


Avenue, Fort 
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Wayne 1, 
1309 Howard Street, 


indiana 
San Francisco 3, Calif. 





R & M HOIST 


with the 
DOWN-TO-EARTH PRICE 
your customers demand 





EXPANSION of business is announced 
by E. B. Graft, Oscar P. Stocker and 
ADJUSTABLE TROLLEY Henry A. Pelle of Graft-Pelle Co., 
MOUNTING AND Louisville, Ky. 

ADAPTERS FOR ALL 
MONORAILS (HOOK OR 


STATIONARY MouIeTINe : Graft-Pelle Buys 
United Supply Unit 


Graft-Pelle Co., Louisville, Ky., ac- 
svecas ; quired the industrial supply division of 
HIGH-TORQUE . ' bias the United Plumbing and Mill Sup- 
HOIST MOTOR : ili Maine, iv} | pliers, Inc., in a three-way sale an- 
Sa | nounced recently. United Plumbing 
and Mill Suppliers, Inc., was the for 
7 mer Laib Co., which was acquired by 
SINGLE-UNIT Re i Fred G. Burdorff, Sr., about five years 
HOUSING ; mas ago. The plumbing division was sold 
to Crane Co., Chicago, which also ac- 
quired a 10-year lease on the building. 
Oscar P. Stocker, president, and his 
associates, E. B. Graft and Henry A. 
WESTON-TYPE | Pelle, of the Graft-Pelle Co., stated 

LOAD BRAKE : bps 
; | that the new industrial supply division 
ROPE OR ; | was “purchased for an undisclosed 
poo pi amount.”” Graft-Pelle has been in the 
industrial supply business in Louisville 
for more than 30 years and will con- 
= j-1 tinue operations at its present quarters, 


WIRE-ROPE CABLE 





ENCLOSED BLOCK 


WITH SWIVEL HOOK 309 W. Main St. 
1000 LB. CAPACITY In the transaction, Graft-Pelle Co. 


You know today’s story: your customers $904°° also acquired new personnel, including 


George Schmitt, Roy Grimm, J. M. 
want plus-value. R & M has the snewer Bottorff, Bernie Moss and Jim Butch- 


in the new wire-rope “J” hoist. You can HOOK SUSPENSION, er. Other personnel previously asso 
sell it profitably as low as $204. And you ROPE CONTROL ciated with Graft-Pelle and continu- 
ing with the firm are Chester Miller, 
; Norman Yost, Norvin Silliman, Henry 
plenty versatile . . . lug, hook or trolley Ferree, Roy Grimm, Ed Wolf, Marion 
mounting . . . adaptable to 7 different Leonberger, James Bennett, Francis 
beam sizes. It has adequate lift for prac- Stites and William Belviy. 
Graft-Pelle has added a parking lot 
on Third Street, between Main and 
by Robbins & Myers. The “J” has the rugged construction for River Streets, to its facilities. 
long service with little maintenance. Skilled, experienced hoist Mr. Burdorff plans to devote his 
time to his furniture business, park- 
ing lots and other interests. 


don’t have to rebuild it because it is 10 FT. LIFT 





tically all applications. Motor is especially built for hoist use 


builders have incorporated every technical advance and quan- 
tity-production economy into this value-packed package. 
Requires little headroom. Easy to install. Push-button control , 
for easy, fast spotting. Single-unit housing for positive align- Wolf-Parker Co. 
ment. Sizes—!/,, 14, and 1 ton. Write for bulletin 451-ID. Changes Firm Name 

SOME TERRITORIES STILL AVAILABLE. Wm. Barcus, general manager of the 


Wolf-Parker Co., Aurora, Ill., an 
nounces that the firm hereafter will be 


ies '@) 34 B j nd s ~ MY t R & + | wR C e known as the Dietz Industrial Supply 


Co. 
SPRINGFIELD 99, OHIO * BRANTFORD, ONTARIO The original firm, established in 


MOTORS - HOISTS © CR i > MOYNO PUMPS 1895, was purchased by L. M. Dietz 
eA ond - wie Rp OES « FARS ¥ and M. FE. Dietz in 1944. 
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James J. Jackson 


Jackson Serves South 
For Pyrene Co. 


James J. Jackson has been appointed 
sales representative to cover ‘Tennes- 
see, Arkansas, and Mississippi for the 
Pyrene Mfg. Co., fire extinguisher 
makers of Newark, N. J. 

Prior to joining Pyrene, Mr. Jack- 
son was district manager for the St. 
Louis Terminal Warehouse Co. His 
home is in Memphis, Tenn. 


Morse Chain Co. 
Advances R. G. Holmes 


Robert G. Holmes has been ap- 
pointed branch manager of the Chi- 
cago sales office of Morse Chain Co., 
division of Borg-Warner Corp. 

Mr. Holmes has an extensive back- 
ground in the industrial power trans- 
mission field. He has been a sales 
engineer for the last 12 years in the 
Chicago and St. Louis areas. 


LOOKING AT THE RECORD is 
Mrs. June Hoffmeier, bookkeeper and 
assistant treasurer at the Bingham Tool 
& Supply Co., Cincinnati, Ohio. 





DEPENDABLE 
POWERFUL 


DURABLE 


ECONOMICAL 


VERSATILE 





| 
} 


EFFICIENT 


COMPACT 


EASY 
OPERATING 


FACTORY 
TESTED 


SPEEDY 














| 
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By ANY Rule 


THE BEST BUY IN 
HYDRAULIC JACKS 





HEIN-WERNER 


Hydraulic Jacks for 
Industrial Use 


Your customers can save manpower...time...and 
money at 1,001 maintenance and production jobs 
in their plants with dependable, easy-operat- 
ing Hein-Werner Hydraulic Jacks. They’re made 
better to give better, more economical service 

. and feature the exclusive Heinite Piston, 
proven to outwear ordinary cups and packings 
10 times over. By any rule of performance, 
economy or efficiency, Hein-Werner Hydraulic 
Jacks are outstanding. Write for complete details 
and catalog today. 


Made in models of 
1%, 3, 5, 8, 12, 20, 
30, 50 and 100 
tons capacity. Also 
manufacturers of 


 -Memer 
(ALS, 


HEIN-WERNER CORP., WAUKESHA, WIS. 


H-W Double-Acting 
GAC Push or Pull 
Hydraulic Utility 
Units. 
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add up the answer for 


Protection is an important extra that 

pays off in the profit column. Peoria Mall- 

able Castings Company sells a complete line 

of every size of malleable iron chain — under 

a factory sales policy that guards your profits. Check Stephen H. Cross 
your stocks . . . either order immediately or write for catalog. 





H CLASS 
REFUSE CHAIN 


H CLASS DRIVE CHAIN 
DETACHABLE CHAIN 
F. O. Fuller 


400 CLASS Cc CLASS 
PINTLE CHAIN “COMBINATION” 
CHAIN 





700 CLASS 
PINTLE CHAIN 


ROLLER TOP oa 
TRANSFER CHAIN SSy/ 
= 


ROOF-TOP ELEVATOR BUCKETS 
TRANSFER 
CHAIN 


E. W. Ellsworth 


PEORIA MALLEABLE CASTINGS CO. Cross, Fuller, Ellsworth 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS Advaneed by Stanley 
CHAIN MAKERS FOR OVER 30 YEARS | Stephen H. Cross has been named 


| general manager of Stanley Electric 
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Tools, New Britain, Conn.; Fred O. 


Fuller has been appointed sales man- 
ager of the company, and Elmer W. | 
Ellsworth has been made assistant sales | + 
manager. 
Mr. Cross joined the Stanley organi- 
zation, as a member of the cost de- ' _ 


partment, in 1929. In 1930 he was 
transferred to the Electric Tool Divi- 
sion where he has handled cost ac- 
counting and other positions of re- 
sponsibility. 

Mr. Fuller became affiliated with 
Stanley as a member of the purchas- 
ing department in 1918. With the 
purchase of the R. L. Carter Co. by 
Stanley in 1929, Mr. Fuller was made 
sales manager of Stanley-Carter tools. 

Mr. Ellsworth joined Stanley in 
1929, when a separate sales force was 
organized to promote the sale of Stan- 
ley Electric Tools. After a sales train- 
ing course he represented the company 
in the New England area and handled 
other special territory directly under 
Henry W. Blackman. 


Blackman, Knouse Retire 


Henry W. Blackman has retired 
from active duty as sales manager for 
Stanley Electric Tools, a post he held 
for the past 20 years; and Lucius M. 
Knouse, vice-president of The Stanley 
Works and general manager of Stanley 
Electric Tools, also has retired. Mr. 
Knouse had had 46 years of service 
with the company. 

Mr. Blackman’s record of employ 
ment with Stanley covers 26 years and 
started in 1903 when he became an 
order clerk with the Staniey Rule & 
Level Co. He joined the sales force 
two years later, covering New England 
and eastern Canada. Later he trav- 
elled in practically ail the territory east 
of the Mississippi River. In 1929, Mr. 
Blackman became sales manager of 
Stanley Electric Tools when that com- 





G.W. GRIFFIN CO. 


Franklin. New Hampshire 


General Sales Agent—JOHN H, GRAHAM & CO., INC, * 105 Duane St., New York 8, nu. Y. 


H. W. Blackman 
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Plenty of Sizes to Convey 
Plenty of Products — 





Lucius M. Knouse 


pany was made a_ separate Stanley 
division. 

Mr. Knouse joined the Stanley sales 
organization in 1903 and remained in 
Denver until January 1913, when he 
was transferred to the Portland, Ore. 
office to cover the Pacific northwest. 
He came to New Britain in March 
1929 and was responsible for the 
growth and extensive development of 
Stanley Electric Tools. 


Tipps Eng. & Supply Co. 
Constructs New Facilities 


: NITI OST , RFOR A new concrete and steel shop 
— — — PROVEN - sacanee building of more than 10,000 sq. ft. 


& is under construction by the Tipps 
Offering a wide range of Eng. & Supply Co., Memphis, Tenn., 
shapes and sizes, sturdy Buffalo of which J. F. Tipps is the owner. 
Solid Woven Cotton Belting is ‘ : The building, of concrete and steel, 
ideally suited to a variety of will be equipped with electric tram- 
conveying jobs. Made from top ' rail, overhead conveying system for 
quality yarns, batch-tested for the fabrication of sheet metal and 
tensile strength and tightly woven , ‘£ light structural steel. 

on custom-designed looms, Buffalo ' 

Solid Woven Cotton Beltings give 

long - lived, trouble - free belt 

performance. 








For your protection, Buffalo Solid 
Woven Cotton Beltings are trade- 
marked with blue and brown 
stripes— your assurance of the 


For the Most Satisfactory 
Handling of Many Conveyor 
correct number of plies, and of 
Problems, Stock and Recom- 


mend BUFFALO Solid Woven 


Buffalo finest-quality construction. 


Also available treated for special 


‘ aS 
applications. Cotton Beltings! 


Write for full information and 


samples to: 


Fv. BUFFALO WEAVING & BELTING CO. 


209 Chandler St. Buffalo 7, N. Y. F. J. SIKOROVSKY has been clected 

; president of the Federal Drill & Tool 

A fundamental policy of our company —to strengthen Works, New York and will make his 

the position of the distributor by selling through him—not around him head petal ls eaneieia’s aimed 
by remaining a belt source, and not a competitor.” ny gens I — 
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EASY 10 SELL 
DARNELL CASTERS 


AND 
E-Z ROLL WHEELS 


Robert H. Tait 


1. HELP your customers save money . 
2. BUILD business for the future 
3. INCREASE your list of:customers . . . 


C. R. Presnel 





Demand For Creative DARNELL CORP. LTD. | 60 Walker St., New York 13,N. Y. 
Selling Is Here " Long Beach 4, Calif. { 36.N. Clinton, Chicago 6, Ill. 


Creative selling by industrial supply 
salesmen and creative thinking by sales 
executives is a “must” in today’s | 
market, according to Roy T. Stanley, 
president, and Robert H. Tait, vice- 
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BALL 
BEARING 














HEAVY-DUTY 
VALLEY GRINDERS 
Accuracy and Performance 
Records already established 


In the more than 30 years that Valley Grinders have 
been used by many of the country’s largest indus- 
trials, they have established fine records where 
accuracy and performance count. These grinders 
are all powered by Valley Motors and every unit is 
built to a single high standard of quality. This 
means complete satisfaction in service which builds 
profitable demand for these efficient, low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. 


DON'T BLOW YOUR TOP! 


Blow Dirt, Dust, and Grit out of your he ag ih ADVERTISING 
machinery with a CLEMENTS- ds fy LIKE THIS 
CADILLAC blower - suction Pros 

cleaner. Save your temper 
—save time and trouble— 
by using this powerful 
cleaning tool regularly 

for good maintenance 

of motors, generators, 
switchboards, tool 

bins, stock bins— 

all of your 

equipment. 








DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH-IN- DEMAND 
CLEANING TOOL 


—~ zy 


« 
= 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





ah tae -saoeyagp ma IF vou 
de in 5 models 
sen may “Made in 5 models WANT A 
TO MACHINERY 
PORTABLE COMBINATION 
x EL 
BLOWER-SUCTION CLEANER at 
CLEMENTS MFG. CO. § FOR DETAILS 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL 
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difference 


i 


For many yéars fhere have been tools 
to lift, pull bind fighten. Most of them 
were the old-fashioned ratchet wheel 
and pawl. Now homes ‘Tugit’ so much 
better and” so ‘different that every 
owner of the old-style tool is a made- 
to-order prospect for ‘Tugit’. 


In almost. every factory there are 
times wheat a /Tugit’ is invaluable, 
especially for installing, moving, or 
dismantling machinery. A farmer 
stretching @ wire fence alone needs a 
‘Tugit’. So does every road crew in- 
stalling telephones, read fences, un- 
derground sonduits for cables where 
lifting, pulling and tightening is part 
of the job. Far work in close quarters, 


it is ideal.) 


How p>. - ‘to sell ‘Tugit’ Hoists — 
their great mechanical and handling 
advantages. How they fit in any tool- 
box, making them easy to carry. How 
they lift 2000 and 4000-Ib. loads, and 
spot them within 3/32nds of an inch. 


Check your supply of 
Bulletin No. 388. If you 
need more, write for them. 


MAXWELL 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties, Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol 

idated' Safety and Relief Valve American 

Indusfrial and ‘Microsen’ Electrical Instruments. 





president in charge of sales, of the | 


Southen Pump & Supply, Inc., 
l'ampa, Fla. Messrs. Stanley and Tait, 


both veterans of more than a quarter- | 
of-a-century of industrial supply sell- | 


ing, and still active on the sales front. 

Along with C. R. Presnell, Messrs. 
Stanley and Tait acquired control of 
Southern Pump and Supply from L. 
A. Gabel in 1947. The new officials 
concentrate their sales effort on power 
transmission and pumps prospects in 
the Florida market. 


Malhiot and Siebert 
Advanced By Redington 


C. J. Malhiot, has been elected vice 
president in charge of production, and 
FE. A. Siebert has-been named vice 
president in charge of sales at the 
I’. B. Redington Co., Chicago, Ill. 

Both Messrs. Melhiot and Siebert 
have been in the employ of the firm 
for more than 30 years. Both started 
in 1918, Mr. Malhiot as a draftsman 
in the engineering department and 
Mr. Siebert as a clerk in the manu- 
facturing department. 


» J. Mathiot 


E. A. Siebert 





BETTER MEASURE 
WITH {UF KIN 


Famous Mezurau and Wizarp ur. 
Tape-Rules Now Available With The 
Exclusive LUFKIN Chrome-Clad Finish! 


Now—with the exclusive satin Chrome-Clad 
finish, the always-popular, fast selling Lufkin 
Mezurall and Wizard, Jr. Tape-Rules are the 
unquestioned “Best Buys” of all time! Sell 
them to assure customer satisfaction and 





goodwill. Check all these features: 


e@ Exclusive Lufkin Chrome-Clad non-glare satin 
finish. 
@ Black markings razor-sharp against : 
chrome white background. de 1ST TO Re 
MARKINGS 
THAT ARE DURABLE 


e@ Rust, corrosion resistant. . . 
will not crack, chip, or peel. 

@ Replaceable blades with simple connection 
for quick removal and replacement. 





@ Self-adjusting hook permits 
butt-end and hook-over measuring. 


@ Smooth manual blade operation into and out 
of case. 


@ Attractive, improved nickel-plated case 
inset side plates in red and white. 


@ Marked in feet, inches, 16ths. 
(first 6-in. to 32nds.) 


@ Stiff concave blade will flex 
for measuring irregular shapes. 


DIAGRAMMATIC CROSS-SECTION VIEW 
1. Hardened Steel Tape. 2. Rust-resist- 





ant Coating. 3. Multiple Coats of Elec- 
troplating. 4. Hard, Smooth, Non-glare 
Chrome-plating. 5. Black Markings 
Bonded to Steel, Sunk below Surface. 


IMPORTANT NOTE: Tic-in and profit with the big, new, nationwide Lufkin advertising 
campaign. More than 14,000,000 newspaper and publication ads every month help sell 
the Lufkin Line to your customers. Add to this the complete Lufkin trade paper 
advertising campaign that pre-sells your prospects in the industrial, engineering, and 
school fields! A supply of three-color Mezurall and Wizard, Jr. envelope stuffers 
No. MW 100-999, with your imprint, will be supplied on request. 


When you stock ‘em .. . you'll sell ‘em . . . Lufkin Chrome-Clad Tape-Rules 
Your customers KNOW they'll get “BETTER MEASURE WITH LUFKIN“! 
TAPES «+ RULES 


Sell OF KI. PRECISION TOOLS 


THE LUFKIN RULE CO. 


SAGINAW, MICHIGAN -+- NEW YORK CITY + BARRIE, ONTARIO 
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CAA VED A RAYL 


INDUSTRIAL 


BRUSHES*-BROOMS 


Get your share of the profitable markets open to you by 
supplying CAPITAL Industrial Brushes and Brooms. The 
season is always a “selling” one in metal working plants, 
ilroads, wareh foundries, public buildings, hotels. 
whieh fact wherever people gather to work or play 
there is a prospect for some one of the CAPITAL Brushes 
[ and Brooms. We urge users to buy through 








their local distributor. Returns are good—and 
steady. 


(5) Floor 
Brush 


(2) Genera’ _——— mill (3) bate and Mill 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 ~— INDIANAPOLIS 7, IND. 








A REVOLUTIONARY NEW IDEA 


IN STEAM TRAP CONSTRUCTION! 


CLARK DUO-STEP “SHIFTS GEARS” TO 
DOUBLE DRAINAGE CAPACITY! 
Double drainage capacity means double value for 
steam trap users! Because it increases drainage 
capacity over 100% Clark Duo-Step Leverage 
makes it possible to use smaller, less expensive 

steam traps for big volume drainage jobs. 
This is accomplished by using TWO fulcrum 
points—one for power to “crack” the valve from 
the orifice and one to move the valve away from 
g the orifice. 

Send for the whole DUO-STEP story today, and 
Start saving money on your steam trap require- 
ments. 

THE CLARK MANUFACTURING CO. 

1844 East 30th St., Cleveland 14, Ohio 


SEND FOR THE AMAZING DUO-STEP STORY vosavi | 
Please send me the Duo-Step story: | 
NAME 
COMPANY | 
STREET . | 
city 3 

| 





this Free Folder Today! 
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Faster Cutting 


Means Faster Selling 


with 


NEW shatterproof 


blades! 


Sales literally multiplying with 
Victor’s New “Molyflex” High 
Speed Hand Hack Saw Blades...the 
blades that in a recent test averaged 
23.8% more metal cut than all the 
leading brands tested. More uni- 
form, completely shatterproof. All 
hand sizes and pitches available. 


VICTOR STEELRITE 
METAL MARKING CRAYONS 


Another Victor profit-producer ... 
attractively boxed and available in 
a variety of sizes. Ideal for marking 
on hot, cold, damp or grimy metals. 
Withstand pickling, yet do not af- 
fect enamel application. 

Don't forget that Victor is con- 
sistently telling its 
sales story in leading 
industrial papers to 
over 400,000 interested 














buyers. And that 
Victor's famous Wall 
Chart and Metal Cut- 
ting Booklets are still 
available. Put 

these free sales boosters to 

work for you! 


Hand and Power Hack Sow 
ames and Bond Sow Blades 





ROBERT O. IREY has joined the 
sales staff of The Webb Belting Co., 
Kansas City. Mr. Irey will cover a por- 
tion of Kansas and southern Nebraska, 
providing engineering service for Webb 
customers in this territory 





Fairbanks, Morse & Co. 
Changes Sales Personnel 


J. A. Cuneo, formerly branch man- 
ager, Los Angeles, Calif., has been 
transferred to Chicago to assume the 
duties of manager of Fairbanks, Morse 
& Co.’s Chicago branch. A. M. Mc- 
Laren succeeds Mr. Cuneo as Los 
Angeles branch manager. 

John S. King, formerly manager of 
the Chicago branch, has been moved 
to Cincinnati, Ohio, as branch house 
manager of that sales area. He suc- 
ceeds J. S. Peterson who has been 
transferred to Chicago and will be at- 
tached to the sales manager’s office. 

William H. Kingsley, who has for 
the past twelve years been district 
manager of the New York office of the 
Ideal Electric & Mfg. Co., has joined 
the Fairbanks, Morse organization to 
become manager of the electrical di- 
vision, with headquarters in the com- 
pany’s executive offices in Chicago. 


Mullane Will Cover West 
For Harrington Co. 


Denis J. Mullane has been ap 
pointed West Coast sales manager for 
Che Harrington Co., manufacturers of 
chain hoists, electric hoists, trolleys 
and cranes. He will cover the territory 
including California, Washington, 
Oregon, and possibly Salt Lake City 
and Denver. His office is located at 
1052 East Thomas St., Seattle, Wash. 

Prior to assuming his new position, 
Mr. Mullane was West Coast district 
manager for Manning, Maxwell & 
Moore, Inc., assistant sales manager of 
Tvle-Bord Co. of Seattle; and indus 
trial sales representative for Dayton 


Rubber Co. 





ARROW TOOL and REAMER COMPANY 


You 


34 YEARS EXPERIENCE IN 
CUSTOM TOOLING— 


This is the background that supports the service 
and sales of Distributors handling the Arrow Tool 


and Reamer Line. 


ARROW TOOL & REAMER 


COMPLETE Liye 


bh 


ARROW END MILLS PAY 


t 
WITH ein ears 


CO. « Established 1916 


Fascut 


END 
MILLS 


OFF 


<——_— 


Because ... 

34 years Experience 

and the skill of Arrow 

Tool Engineers combine to make 
Arrow Tool & Reamer Company 
a major supplier of metal cutting 
tools with a complete—more effi- 
cient line of End Mills. 








ARROW LIVE CENTER 
@ Adjustable for wear 
@ Tapered, interchangeable inserts 


Rugged, and d ble, the Arrow 
live center has been shop tested and is 
equipped with Timken precision roller 


bearings. 








SPECIALS—CARBIDES 


Special ctting tools, fvrn'shed according 
to spec fica'ions represent a large part of 
Arrow production. Skilled workmen and 
modern machinery, plus 34 years experi- 
ence ar? reasons why Arrow is a pre- 
ferred source on specal tools. Arrow 
also carries a complete Ine o' standard 
Reamers. 


ARROW TOOL & REAMER CO. 


418-422 LIVERNOIS AVE 
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MORGAN 


SEMI-STEEL 


VISES 


® Machinists Bench 

@ Combination Pipe 

®@ Sheet Metal 
Workers 


MORGAN VISE 


® Woodworking 

® Quick Action 

®@ Solid Nut 
Continuous Screw 


You're ready for any competition when you 
have the MORGAN line of Vises on your sales 
staff. Nationally known — nationally adver- 
tised — 56 years of manufacturing and sell- 
ing experience. These are some of the things 
that make selling easy. There is a type for 
each individual job and industry gives its 
approval to them in great numbers. Prompt 
deliveries . . . we urge users to buy thru their 
local distributor. 


108-112 N. Jefferson St. 
CHICAGO 6, ILL. 


COMPAN 





HALLOWELL Solid Steel Collars, function- 
ally proportioned throughout . . . precision- 
machined so faces run perfectly true . . . are 
beautifully polished all over. .. yet they cost 
less than common cast iron collars. 3” bore 
and smaller are made from Solid Bar Stock. 
To make sure the collar won't shift on the 
shaft, they are fitted with the famous 
UNBRAKO Knurled Point Self-Locking Socket 
Set Screw—the set screw that won't shake 
loose when once tightened. HALLOWELL 
...@ “buy word” in shaft collars. . . avail- 
able in a full range of sizes for IMMEDIATE 
DELIVERY. 


Write for name and address of your nearest 
~~ eae and UNBRAKO Indystrial Distrib. 
utors. 


See us at Booths 128 to 138 inclusive, AS.T.E 
Exposition, April 10-14, Convention Hall, Phila 


STANDARD PRESSED STEEL CO. 
JENKINTOWN 13, PENNSYLVANIA 


%& WINDPROOF 
LIGHT 


te STREAMLINE 
DESIGN 


%& RUGGED 
BUILD 


Sell AIR PILOT 
—-THE LANTERN THAT 
MAKES GOOD ON THE JOB 
* 
Order From Your Distributor 
For More AIR PILOT Facts, Write 


EMBURY MANUFACTURING COMPANY 


A QUICK LOOK through the manu- 
facturer’s catalog puts Carl Lyon, vice- 
president and buyer of industrial sup 
plies at C. S. Mersick & Co., New 
Haven, Conn. in position to know 
what’s available. 





ASTE Survey Indicates 
Equipment Buying Rise 


A national survey of projected 1950 
purchases of new machine tools, ma- 
chine tool accessories, materials han 
dling equipment, etc., just completed 
by the American Society of Tool En- 
gineers reveals that, of the companies 
reporting, 80% state that they plan 
to buy either more equipment or the 
same amount as in 1948. 

Conducted in connection with 
plans for the technical society’s Indus- 
trial Cost Cutting Exposition in Phil- 
adelphia next April, the study was 
carried on through questionnaires 
addressed to members of the Society 
—representing a high proportion of 
industry in the United States. 


Interesting Trends 


The returns indicate a number of 
interesting trends, including the fol- 
lowing: 

1. The larger companies show the 
biggest increase in planned purchases. 
Seventy-nine. per cent of the com- 
panies in this group state that their 
1950 purchases will exceed those for 
1948. Only seven per cent say they 
will buy less equipment. 

2. Medium sized companies show 
the following totals: More than 1948 
About the same—29%; Less, 
or very little—l16%. 

3. Twenty ight percent of the 
smallest companies state that they will 
buy more equipment than in 1948. 
However an additional 50% estimate 
their planned 1950 purchases as equal 


—55%; 


270 ALLEN ST. WARSAW, N. Y. to the 1948 level. ‘Twenty-two percent 
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say they will buy less. 

For all companies the totals show: 
% will buy more than in 1948; 
will buy about the same amount, 
@ will buy ‘less’; 13% will buy “very 
little’. 

Of particular interest are the rea- 
sons given for these planned capital 
expenditures, as well as a general 
breakdown of the type of equipment 
to be purchased. Following are some 
of the findings: 

Large Companies:—Eighty-six per- 
cent plan to buy new machine tools to 
reduce present manufacturing costs. 
Seventy-eight percent plan to buy vari- 
ous types of machine accessories to 
modernize their existing equipment— 
again to reduce cost. Fifty-seven per- 
cent plan to increase their materials 
handling facilities to reduce costs. 

Medium Sized Companies:—Sev- 
enty-five percent are planning to buy 
new types of machines to reduce costs. 
Sixty-six percent plan to buy machine 
accessories to modernize existing 
equipment. Forty-eight percent plan 
on replacing obsolete equipment. 
Twenty-seven percent plan to pur- 
chase new materials handling equip- 
ment. 

Smaller Companies:—Reasons for 
purchases of new equipment by 
smaller companies are fairly evenly 
divided between new equipment to 
cut costs, replacement of obsolete 
equipment and modernizing of exist- 
ing equipment to cut costs, with the 
last mentioned showing the highest 
percentage. In this group 22% state 
they are planning to buy new materials 
handling equipment. 

All Companies:—New machines to 
reduce costs 64%; Modernizing of 
present equipment 64%; Replacement 
of equipment 54%; New materials 
handling equipment 27%. 


4 
3 


5% 
5% 
‘ 


Breakdown given 


The returns from all companies 
planning to buy “more than in 1948” 
have also been analyzed by the ASTE 
to provide an idea as to how much of 
the total new-equipment budgets will 
be used for the various classes of 
products. 

This analysis reveals that 52% of 
the companies will spend the largest 
portion of their budgets for new ma- 
chines to cut costs; 26% will spend 
most of their budgets in modernizing 
existing equipment (through such 
things as automatic devices for faster 
loading and unloading, higher speed 
operation; etc.); 12% report that re- 
placement of worn out and obsolete 
equipment will represent their largest 
outlay; 10% say that materials han- 
dling equipment will take the largest 
portion of their budgets. 


| 
} 
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Taylor Chain manufactures many grades and sizes 
of chain and chain attachments—each for a defi- 
nite pulling, binding or lifting job. Only false 
economy — needless chain wear and costly acci- 
dents—can result when incorrect chain is used for 
a variety of jobs. A few of the popular grades of 
chain are described below. For specifications on 
the complete line see the Taylor Chain Catalog! 


PROOF COIL 


Manufactured from C-1008 steel having an approximate 
tensile strength of 5,000 P.S.1. Formed and butt welded 
into short links. 


BBB COIL 


Manufactured from the same analysis steel as Proof Coil 
Chain. Formed and butt welded into shorter links for flex- 
ibility and greater distribution of load among more links. 


HI-TEST 


Manvfactured from C-1017 steel having an approximate 
tensile strength of 85,000 P. S. |. Formed, butt welded and 
heat-treated. It is tougher and has greater resistance to 
wear than BBB or Proof Coil Chain. 


STEEL LOADING 


Manufactured from the same analysis steel as Hi-Test Chain. 
After welding it is heat-treated to produce a chain which 
will stretch at lower loads than Hi-Test Chain. High qual- 
ity chain with a visible factor of safety. 


S. G. TAYLOR CHAIN CO. 


77 141st Street, Hammond, Indiana 


Send for free copy of new catalog! Con- 
tains data on all types of Chain. 


A GREAT NAME IN 


Taytor Mave 


© MARCH, 1950 


e 
SINCE 1873 
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SELL | famnco| FOR 


SATISFACTION 


AND PROFIT! 


nN 





ARBOR 

PRESSES 

in 32 stock plain lever, 
simple ratchet, combina- 
tion compound and sim- 
ple ratchet models, bench 
and floor types. Deliver 
up to 15 tons pressure. 





DRILL 

PRESSES 

Best buy in 15” drill 
presses. Complete line of 
single and multiple spin- 
die models, bench and 
floor types. Many exclu- 
sive Famco features. 





FOOT 

PRESSES 

in 10 bench and floor 
type models of sturdy, 


semi - steel construction, | 


accurately machined for 
trouble-free operation. 
Deliver up to 33%, tons 
pressure. 





POWER 

PRESSES 

Open - back, inclinable, 
bench and floor type. 
Heavy semi-steel, cast 
iron frame and drop- 
forged, one-piece crank- 
shafts. Most models; 
highest quality in small 
presses. 





SQUARING 

SHEARS 

In 3 power and 5 foot 
models. Cutting widths 
22” to 52”. Capacity up 
to 18 gauge mild steel. 
Inexpensive, ruggedly 
built, many features. 





METAL CUT-OFF 
BAND SAWS 

High quality machine tool 
mode in both dry and 
wet cutting models. Ca- 
pacity up to 6” round 
and 6” x 12” rectangular 
stock. Many exclusive 
Famco features. 


cat 


Every product in the Famco line of cost 





cutting machines incorporates the finest 
workmanship and materials for the price. 
Every distributor in the Famco world-wide 
sales organization is backed by nearly a 
quarter century of manufacturing experi- 
ence and service to the trade. Watch for 
further expansion in the line; meanwhile, 


write for full profit particulars. 


famco (.) machines 


FAMCO MACHINE COMPANY 


Sales Dept., 1321 18th St. + Racine, Wis. 
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A. C. Pontius 


Pontius and Richards 
Advanced By J. H. Williams 


A. C, Pontius has been advanced to 
the position of assistant manager of 
J. H. Williams & Co.’s automotive 
tools division; and R. W. Richards has 
been appointed district manager for 
the New York area for the company, 


| manufacturers of drop-forgings and 


drop-forged tools. 

Born in New York, Mr. Richards 
attended Bushwick High Schoo] and 
N. Y. University, joining the Williams 


| organization as an office messenger in 


1928 when the firm’s general sales 
offices were located in New York. He 
served in various sales capacities until 
his transfer to the Chicago office as a 


| field representative. His success in this 


work led to his present appointment. 

Mr. Pontius moves from the district 
managership of New York to take up 
his new duties at the home office of 
the firm in Buffalo. He started his 
career as an office boy, served many 
years as a sales representative in the 
Metropolitan Area and in January 
1947 he became district manager in 
charge of the company’s New York 
sales office. 


R. W. Richards 
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USED AS 
INTEGRAL 
PART 


Flange mount- 
ing pump head 
with mechani- 
cal seal. For installation as integral 
part of original equipment. 
Sizes 1 to 300 G.P.M., 
pressures up to 300 P.S.I. 


FOR WIDE 
RANGE OF 
JOBS 


Pump Head 

with mechani- 

cal seal. Sizes 

4, to 50 G.P.M; pressures up to 150 
Ibs. P.S.1.; 1800 R.P.M. Supplied with 
flange or foot brackets. Packed box 
also available. Self-priming, operates 
in either direction, handles total suc- 
tion lifts up to 25 feet. 


USED BY OIL INDUSTRY 
For transferring gasoline and oils at 
refineries, bulk stations, tank termin- 
als, and industrial plants. 
Sizes 40 to 200 G.P.M., 
pressures up to 60 P.S.I. 


FCO SeS OSS SSSSSSSSSSESEHSSSHOSESEESES, 


POe TI 


FOR HYDRAULIC POWER 
Motor driven unit for general use. . . 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes 4 to 300 g.p.m. 
Pressures up to 300 P.S.I. 


Peeeeeeeeesesoseseseoseoseseesesee® 


ait Send for Catalog Today 
Complete information on 
the entire line of Roper 
Rotary Pumps. 


Ask about Roper direct 
field sales assistance 


GEO. D. ROPER CORP. 
333 Blackhawk Park Avenue 
ROCKFORD, ILLINOIS 





THE ENTIRE SALES ORGANIZATIONS of the Rocky Mount and Goldsboro 
(N. C.) branches of Dillon Supply Co. were out 100 percent strong at the recent 
hoist sales training session put on by Sim Boyd of Yale & Towne Mfg. Co. 


Dillon Supply And Y & T 
Hold Joint Sales Session 


The Rocky Mount and Goldsboro 
(N. C.) branches of the Dillon Sup- 
ply Co. recently came out in force 
at the joint sales meeting held by the 
distributor firm and Yale & Towne 
Mfg. Co. Sim Boyd presented the 
“course” in hoist sales training. 

Among the 21 representatives of 
the two branches present were Frank 
Ellington, Rocky Mt. salesman; A. H. 
Cansey, Rocky Mt. store salesman; 
E. R. Walker, Goldsboro store sales- 
man; C. E. Smith, Goldsboro sales 
man; Walker Strailman, Goldsboro 
store salesman; Fred McCracken, 
Goldsboro stock clerk; Bud Wilson, 
Goldsboro office manager; Mr. Hum- 
phreys, Goldsboro manager; Phil 
Thompson, Goldsboro salesman; Sim 
Boyd, Yale & Towne; Ermest Shearin, 
manager Hocky Mt.; Fred Jennings, 
Rocky Mt. salesman; Hugh Clack, 
Rocky Mt. assistant manager; Fred 
Cash, Rocky Mt. office manager and 
Joe Summerville, Rocky Mt. store 
salesman. 


Seattle *““Tool House’”’ 
Services Trade Needs 


Specialized service for the smaller 
industries of Seattle, Washington, as 
well as for mechanics, machinists and 
carpenters is supplied by The Tool 
House, a division of Cragin & Co., 
Seattle industrial supply firm. 

A 50x100 foot building is devoted 
to the needs of these smaller indus- 
trial buyers. Approximately 1900 
square feet are devoted to display, 
with many hundreds of tools mounted 
on offset panels which are visible both 
from the display floor and the front 
sidewalk. All tools are numbered, and 
reader boards adjacent to each panel 
give a description of the items. 

A long display and service counter 
extends practically the full width of 
the store, and all stocks are carried 
either in the counter or immediately 
adjacent to it for efficient over-the 
counter service. 

The store has been in operation for 
a number of months, and, according 
to Manager William A. Morrison, has 
met with wide customer acceptance. 


TOOL DISPLAYS line one corner of the walls of The Tool House, specialized 


division of Cragin & Co., Seattle, Wash., designed to meet needs of small industries 
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Tom te) 43 


with) UMORE, 


As a Dumore Distributor you 
offer the world’s most complete line 
of high-speed flexible-shaft tools to 
the trade. You hold “top-hand” in 
the competitive flexible-shaft market, 
because with 4 models, Y20 to 4 
HP, you can fit your customer's re- 
quirements price-wise as well as 
performance-wise. 


69 


V4 HP — 20,000 RPM 
Heavy-duty production tool for full- 
shift operation. Handles all 1%,” 
and 4” shank wheels and cutters, 
including carbide. 


52 


Vis HP—2 OUTPUT SHAFTS 
500-3,500 RPM 
3,000-15,000 RPM 
Full-shift production tool with 2 
speed head. Handles Yg" shank 
wheels and cutters. 4 handpieces, 

rheostat available. 


447 


hs HP=—5,000-15,000 RPM 
Full-shift production tool for work 
with 1” shank wheels and cutters. 
Choice of 4 handpieces. Speed- 
control rheostat available. 


ao HP — 20,000 RPM 
For light and intermittent industrial 
applications. Handles all 1%” and 
3/33’ mounted wheels and cutters. 
Rheostat available. 
*Prices slightly bigher west of the Rockies. 


Over 35 Years of Selling 
Through Distributors 
Protection of our Distributors is 
POLICY with Dumore. Occasion- 
ally, a full or limited line franchise 
is available. If interested, write for 

the full story. 
THE 


~~ JUMORE 


COMPANY 


WISCONSIN 
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o FAST-SELLING 
ALING COMPOUNDS 


Your KEY to Added 
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KEY GRAPHITE PASTE 
...the ideal sealer for all lines carry- ....for sealing pipe joints on lines carry- 
ing oil, gasoline, kerosene, and high- ing water, gas, low-pressure steam, 
pressure steam. Listed by Underwriters’ compressed air, etc. Does not affect the 
Laboratory. taste or odor of potable liquids. 


Pipe joints sealed with Key positively will not leak, yet are easily opened, for Key 
will not freeze in the joints. Nationally advertised. Attractively packaged in litho- 
graphed containers. Immediate delivery 


A few territories for distributors are still 
available — write for free samples and 
full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Louis, lil. 


= »& 


SCREWS SCREWS 





MILLED COUPLING 
STUDS BOLTS 


Ottemiller products ill Supply Houses. Write 
for free folder which i ribes the complete line. 


*Wm.H.O Company 


YORK, > sasemmenccanll PENNA. 
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open challenge! 


When a prospect tells you his lifting 
problem is a tough one and he doesn’t 
see how an ordinary electric hoist 
will do the job, he’s given you an 
open challenge to sell him a ‘Load 
Lifter’ Hoist. 


Ask him about his difficulties — 
more floor space ded, not 
overhead lifting space, a 24-hour a 
day lifting job — whatever it is, get 
all the details so that you may be in 
a better position to recommend the 
right capacity and the right type of 
‘Load Lifter’ to fit his needs. If you 
need any help, we've thousands of 
case histories of tough lifting jobs 
solved by the ‘Load Lifter’ and we'll 
gladly tell you about them. 


hh 
s ) 





Tell your prospect about the special 
features built into each ‘Load Lifter’ 
that makes its day-in-and-day-out per- 
formance possible in the lifting of 
capacity loads. Explain its safety fea- 
tures. How convenient it is to service 
a ‘Load Lifter’ due to its one-point 
lubrication. Why not leave him a copy 
of Catalog No. 215 after calling his 
attention to pages 12, 13, 14, 15, 18, 
and 19 so that he may see the many 
jobs ‘Load Lifters’ do, their mechanical 
superiorities, special features! 


Need more copies of CataJog 215? 
Then write us for a supply. 


MM ; LOAD LIFTER 


vac Hoists 


ee ey 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments, 





A HEARTY WELCOME was extended to P. B. Niles, left, who recently joined 
Yale & Towne as vice-president, by Earl Clapp, also of Yale & Towne, Frank 
Harbison of Charles C. Lewis, Springfield, Mass.; W. D. Kirkpatrick of American 
Chain Co. and F. Marsena Butts of Butts & Ordway Co., Cambridge, Mass 


N. E. I. & H. Association Holds 57th Banquet 


Cast iron pulleys’ by 
Sprout-Waldron have long 
been an assurance of com- 
plete customer  satisfac- 
tion. This is why Indus- 
Ac trial Distributors every- 
OLD FRIENDS met when Bill Ryan CHASE PARKER MEN Stanley Shel- : where look to S-W today 
Jr. of Cutter, Wood & Sanderson, don and K. E. Macomber, of Boston, as their Pulley Head- 
Cambridge, buttonholed H. W. Black took time out from a chat with Harold . quarters. 
man, who's just retired from Stanley Bergquist, Cleveland Twist Drill Co. to 
Electric Tools “set set.’ Whether it’s a rough 
materials handling job 
which demands the ulti- 
The New | ngland Iron & Hardware mate in belt-saving fea- 
Association held its 57th Annual Ban tures ... or a simple task 
quet recently in the Copley Plaza of power transmission — 
H | B <1) there is a wide selection of 
otel, Boston, with some 500-odd “Blue Face” Pulley types 
members and guests in attendance, and sizes to meet the 
including members of the National application. 
Supply & Machinery Distributors As 


sociation, the American Steel Ware Write for Bulletin P- 
house Association and the National 848 today! Sprout, Wal- 
WI r H 1 "A 3 ' — dron & Co., 3 Waldron St., 
1G CSal¢ arawalc ssociation Muncy, Pa. 
Charles L. Hildreth, president of the 
association and of The Emery Water 
house Co., Portland, Me., presided at : 
the session. The speaker of the eve \ 
ning was Thomas J. Dodd, the emi- : Hy 
s st igurc oO ' - 
SURROUNDED was Harry Rinehart. nent jurist who figured pr minently . PROUT ALDRON 
in the war crimes trials at Nuremberg, 
secretary of the National association, : ; a 
when Art Klebes and Bob Smith, Smith Germany. His subject was An Amer 
& Klebes Inc., New Britain, Conn., ican Looks At the World.” William 
closed in on him Continued on page 221) 
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Manufacturing Engineers 


MAUNCY « PENNSYLVANIA 
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Standard on every 
assembly line 


“Yankee” Spirals take the twist out of 
assembly lines, do the hard wrist work, 
reduce many motions to just one... a 
simple push. Wherever assembly shops 
are looking for time-saving, money-mak- 
ing shortcuts, you’ve got a sale for 
“Yankee’’ Spirals. Made in three sizes and 





TFT cu curs 


Swift Glass Body Oil Cups are a high 
quality product in polished brass finish. 
The glasses are tough, crystal clear 
Pyrex, unaffected by heat and resistant 
to straining. The glass bowls are all es- 
tablished standard sizes, readily avail- 
able from mill supply stocks. 


The Fig. 50 Sight-Feed Oil Cups are 
intended for gravity feed oiling of bear- 


ick-Return. : : . 
a i rh cam ae ings and other points where there is no 


back pressure. Lids are equipped with 
spring loaded slide openings to keep 
dust and dirt from the bowl. Capacities 
from % oz. to 32 oz. 


The Fig. 49 Gas Engine Lubricator is 

made for gravity feeding of oil against 

pressure as on gas engines, blowers, 

vacuum pumps and low-pressure air 

pumps. Capacities from 1 oz. to 18 oz. 

WRITE FOR LATEST BULLETIN 
24 HOME STREET 

Deere? tweescATOR CO., INC., 


ELMIRA, N. Y. 


NOW... 


se 
At New Low Price! 
Typewriter assembly with “Yankee” 30A. Rapid 


spiral saves woikers’ muscles, gives you more of 


their skill. IMMEDIATE 
DELIVERY! 


Parking meter assembly with a “Yankee’’ 155, 
Qu'ck-Return Sp-ing brings back handle after each 
push, makes d-iving a one-hand job. Centering 
sleeve p,cveuts slippage. 








<o" 


A NEW Standard for 


LOAD-BINDERS 














Weight—only 13 Ibs. Barrel length—10 inches 


Ratchet-Type Load Binder 
Operates Safely-Easily 


This NEW standard for Load Binders pro- 
vides the maximum amount of safety for 
the operator—no kick-backs, no exerting 
thrusts over an eccentric. It operates easily 
by one man in a matter of seconds. Full 
8-inch take-up by the ratcheting principle 
allows load to be tigh d or | d 
any degree without having to readjust 
the load. 

Light in weight, easily maneuvered, this 
low-cost Load Binder helps prevent shifting 
loads and provides greater safety for the 
traveling public. 

Don't fail to stock this ratchet type load 
binder. For information on choice distribut- 
ing territories, write direct. 


[ Park Place New York 7, N. Y. Aronan FORGE AND MANUFACTURING CO. 
a 


812B Shore Avenue Pittsburgh 12,Poa 





Body assembly with “Yankee"’ 130A. Quick-Return 
Spring keeps bit in slot and worker's eyes on the job. 





We" : Advertised Extensively in Trade Magazines 

s're telling your customers to 

go to you for “Yankee"’ Spirals 

NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE’’ TOOLS NOW PART OF 


STANLEY 


ce eg. U.S. Pot. OFf. se anretaRy 


Write for information on our 
Profitable Distributor Proposition 
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T. Ryan, Jr. of Cutter, Wood & San- | 
derson Co., Cambridge, Mass., offici- | 
ated as chairman of the committee on 
arrangements. 


INDEPENDENT CHUCKS 


Models for medium and heavy 

duty tool room and general ma- 

chine shop work. Available in 

sizes from 4 14" to 36’ with semi- 

steel, steel, or forged steel bodies. 

All other parts are heat-treated 

alloy steel. Jaws are solid re- 

versible or two-piece with re- 

versible tops for either internal 

or external gripping. The body surrounds more than 60% of each operating 
screw for the full length of the screw to assure proper alignment at all times. 


PLYMOUTH PEOPLE at the annual 
banquet included T. S. Fogarty and 
James D. Clark, both of Cobb & Drew, 
with C. F. Ford of Congdon & Car- 
penter Co., Providence, R. I. between 
them. 


SCROLL CHUCKS 


Self-centering models for light, 

medium and heavy duty jobs in 

tool room or for production runs. 

Available in sizes from 3” to 21’ 

with semi-steel or forged steel 

bodies, and heat-treated alloy 

steel for all other parts. Provided 

with two sets of solid jaws or P a 

two-piece jaws for holding in- : 
ternal or external work. Lands on the jaw, jaw steps and end bites are ground 
after the chuck is assembled. i 


AT EASE on the sidelines were Jack 
Kiley, Stanley Works; J. T. O’Connell 
of Barker Chadsey & Co., Providence; 
and Jack Tweedy, Bullard & Tweedy, 


Boston. POWER CHUCKS 


Self-centering models for heavy 
duty production work on engine 
and turret lathes and automatic 
machines. Sizes from 6” to 21” 
with forged steel bodies, and with 
either 2 or 3 non-adjustable jaws 
are available. The wedge angle is 
such that work is gripped pos- 
itively regardless of jaw position. 
The chuck will not release the work, even if air line is broken, until operator 
actuates draw bar. Skinner also has a complete line of power chucking accessories. 


THE SKINNER CHUCK COMPANY 


Hand and Power Operated Machine Chucks — 346 Church Street 
UP FRONT and enjoying themselves Air Chuck Equipment—Face Plate Jaws— ) 48 
were F. F. Chase, = iggy & Machine Vises—Complete details in free a p New Britain 
Co., J. W. McLean, Edwards & Catalog No. 61. 9, * 
Walker Co., Portland, Me. and Frank sori ata Connecticut 


Hopkins, Decatur & Hopkins, Boston TWE CREST OF QUALITY 
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GREATER PROFITS 
CLIPPER 


Y v Constant Consumer Demand 
Y ~No Factory Sales to Users 
SY W Nationally Advertised 

¥ Firm Resale Price Policy 
v Highest Uniform Quality 


form is a “must” for the distributor, in 
‘] the opinion of G. Donald Lightner, 
ij personnel manager at Mid-Island Sup- 


& ADVERTISING in some productive 
» 
’ 


Sold ONLY (3 ply Co., Long Island City, N. Y. 
¥ Through Authorized Distributors K 





Gap In Foreign Trade 
Needs Narrowing 





On the basis of current inflated ex- 
port levels, imports (in quantity) can- 
not be expanded to a degree that will 
narrow the foreign trade gap, for the 
simple reason that there are, tradi- 
tionally, definite limits on the quan- 
tity of imports which the U. S. 
population will consume under any 
combination of circumstances. 

* Hollow Set The notion that our current high 

_ level of exports is desirable, or even 
‘pee eutce / essential, to the well-being of the 

nation, probably would not have such 
© Beatie Set —_——_—————_ wide acceptance if American taxpay- 
* Stripper Bolts ers understood that their taxes were 
underwriting the trade deficit. 

The true yardstick probably lies in 
new thinking about imports of goods 
and services, rather than the easy 
dependence on inflated exports, to es- 
tablish a proper level of foreign trade. 








* Wrenches 








Holding 
Power 


Means users to buy 


thru their 
| Plant local distrib- 
utor. 
TAS Economies 
ECONOMY | | sion 
PRODUCT wse flat belt 


@ These Screw Machine Products “ i drives, for bet- 
Power'’ two ways they HOLD on the job and . 
they HOLD your customers. One direct result o ter traction 
using ECONOMY Screw Machine Produ more and longer 
efficient and more economical plant operation 
ime loss because of shut belt life 

owns hey re needed use m great num ” 
bers and customers repeat over and over aga 
Let us send facts. 


ECONOMY MACHINE PRODUCTS CO. CANTOL WAX GEARS ON DISPLAY are examined 


: PRODUCTS CO. ae geese: 
5217 Lawrence Ave._Chicoge 20_] | meonigten, inden Honioed Boo. Col San Fence. 

















222 INDUSTRIAL DISTRIBUTION * MARCH, 1950 





Michael M. Carmody 


Michael M. Carmody 
Joins NoMotor Corp. 


Michael M. Carmody has resigned 
as sales manager of the paint division 
of Aluminum Industries, Inc. to ac- 
cept a position as vice-president and 
general manager of NoMotor Corp. of 
Cincinnati, 

Since 1923, Mr. Carmody has been 
associated with the manufacturing and 
selling of industrial paints and_var- 
nishes. In his new capacity with the 
NoMotor Corp., he will direct the 
sales organization of the company in 
the distribution and sales of a new 
type, motorless, non-electric paint 
ind insecticide sprayer. 


PHONE BUSINESS is handled at 
Andrews Hardware & Metal Co., Los 
Angeles, by Joe Cohen, Bob Smith 
and Joe Farrell, Their desks are adjacent 
to the counter, where they fill in when 
telephone business is slack 


—Threadwell Tools 
do man jobs | 





THE ACID TEST.. 
THEY'RE THREADWELL SPIRAL POINTED TAPS 


they can do your tough ones 


Threadwell Distributors are getting more 
business from their customers through the 
solution of cutting tool and 
gaging problems by Thread- 


well Field Engineers. Are 
you taking advantage of 
their services? hi 


THREADWELL TAP &@ Greenfield 


Taps ® Dies ® Drills >untert 


DIE COMPANY 


Massachusetts 
res ® Keywoy Br hes @ fa . . 3¢ °F T 
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You can sell “Molyflex” to customers 
who never bought high speed blades 
before — because its extreme flexibility 
brings “Moly” High Speed cutting 
performance to awkward jobs and 
unskilled hands. It’s shatterproof and 
unbreakable in a frame — cuts 23.8% 
more metal than average high speed 
flexibles 


STAR STEELRITE 

METAL MARKING CRAYONS 

Attractively packaged, ideal for 

marking on hot, cold, damp or 
grimy metals. Withstand pickling, yet 
do not affect enamel application. 


CLEMSON HELPS YOU SELL 
Remember ...Clemson’s national ad- 
vertising features your “star” sales 
story in leading industrial papers. And 
Clemson's famous Wall Chart and 
Metal Cutting Booklets are still avail- 
able...to help your customers solve 
their cutting problems. Write for your 
free supply . . . today. 


CLEMSON 


BROS., INC. 
Middletown, N. Y., U.S.A. 
Makers of band and power back saw blades, 


frames, metal cutting band saw blades and 
Clemson Lawn Machines 








AN OPEN HOUSE celebrated recently 
featured the opening of new offices by 
the Mid-states Welder Mfg. Co., Chi- 
cago. F. V. Lockefer, president, and 
H. J. Cleys, secretary-treasurer, demon- 
strate the firm’s portable tool for the 
benefit of guest distributors. 





Full Employment Economy 
Hinges On New Steel Uses 


If full employment is to be main- 
tained in the next five years, new 
uses must be found for steel, accord- 
ing to David F. Austin, a vice-presi- 
dent of the United States Steel Corp. 

The Big Steel official pointed out | 
that one forecast of need in the future | 
puts steel production at 133 million 
ingot tons. Production of that pro- | 
portion would result in 96,000,000 | 
tons of finished steel products. Based | 
on present estimates, Mr. Austin said, | 
76,000,000 trucks, buses and passen- 
ger cars would have to be manufac- 
tured in 1954, compared with the 
41,000,000 vehicles now in use. Only | 
the emergence of an entirely new and | 
major use for steel itself could bring | 
about that tremendous expansion in 
demand. 











A $1,000,000 
HOSE INVENTORY 
COSTS ONLY 3¢ 


We know you don’t stock $1,000,- 
000 worth of flexible metal hose. 
Nobody does! Because a 3¢ stamp 
activates a million dollars worth 
of Atlantic production and order 
lilling services that are tops for 
efficiency. And if you have design 
problems, we have many broad 
engineering shoulders to handle 
them. Order ATLANTIC when or- 
ders say HOSE and CUSTOMERS 
will order from YOU! 


“ATLANTIC METAL HOSE 


is best for 


@ chemicals ® steam 


*oils © tars © asphalt 


@ alkalis © gases 
® light solids 
® refrigerants 


® gasoline 


ATLANTIC METAL HOSE 


© absorbs vibration 
® corrects misalignment 
® provides mobile service 


®@ eliminates thermal ex- 
pansion strains 


Bronze, steel or stainless steel 
depending on application . . . 
Ye" - 36” LD. inclusive .. . 
Standard or special couplings, 
flanges, nipples, fittings . . . 
With or without braid or armor. 


Write for Complete Catalogues 


ATLANTIC 


CARL F. JENSEN, Illinois Tool 
Works sales executive, recently com- 
pleted a 13-week advanced manage- 
ment course at Harvard Graduate 
School. 
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METAL HOSE CO., INC. 


104 West 64th St., New York 23, N. Y. 








od 


TAKING IT EASY for a second after 
going through the morning’s mail is 
L. F. Atwood, president and general 
manager of Atwood Machinery Co., 
Los Angeles 





Van Alystyne Named 
By Fairbanks, Morse 


R. L. Van Alystyne recently was 
appointed manager of all scale factories 
of Fairbanks, Morse & Co., Chicago 
manufacturers. His duties include the 
administration of the new Scale De- 
velopment and Research Department, 
as well as the supervision of both the 
St. Johnsbury, Vt., and East Moline, 
Ill. scale factories. 


Frank Sullivan 
Joins Chicago-Latrobe 


Frank Sullivan has joined Chicago- 
Latrobe, as a new sales and service 
representative for the New England 
territory. He resides in New Haven, 
Conn. 

Mr. Sullivan has had a good back- 
ground in the tool field. He had pre- 
vious experience as a sales engineer in 
the field, as well as a term teaching 
machine shop practices and theory in 
New Haven. 


Frank Sullivan 





YOU CAN 





USE A DART 





OVER AND > 





OVER AGAIN ~ 
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The True Ball Joint 
Makes Possible Repeated Use 


A Dart Union is the economy — the money saving — union, 
for you can use it in many successive installations. Because the 
two bronze seats are spherically ground, a Dart closes tight 
without excessive wrenching. You don’t need to jam or stretch 
the seats to get tightness. After use, 
it uncouples easily — seats are unin- 
jured — ready for another installation. 


Y 


} 


Wi) 


Sell Darts — and you'll 
make satisfied customers. 


aul 


E. M. DART MFG. CO, 


PROVIDENCE 5, RHODE ISLAND 
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~NEW! FEATHER WEIGHT 


BANTAM & 


PATENT 
PENDING 


A. LAST! An iron so light, so well balanced its 
weight is hardly noticeable. When you pick it up, when 
you work with it, you'll know why HEXACON calls it 
FEATHER WEIGHT. It’s the perfect iron for long, 
delicate work where fatigue works against quality. It 

» can work for you—improv- 
ing and speeding production. 
More comfortable and prac- 
tical than a pencil iron. No 
transformer required. Price 
only $5.00. 


HEXACON MODEL 30H. Weight 
5% oz. (less cord). 40, or 60 Watts. 
Both %” and %” tips furnished. 
Ask for literature on complete line 
of screw tip, plug tip and hatchet 
irons. 


HEXACON ELECTRIC CO, 


138 W. CLAY AVE., ROSELLE PARK, N. J. 
3 
Se Ra SREB eee ee 





CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


\\ BUILT RIGHT—Best materials throughout tool 
Right and Left hand Weneded Bushings 


. for Automatic Tightening. 


a steel cutters... 


EASY TO HOLD— Extra 


AN Weight well distributed 


\ for smooth handling. 

Me = oe * ,  " 
. ; KARR ANN \NO RS 
Fine Diemend Dressing Tools 
SN SAN NN 


NON 
“SOLD ONLY ae ace DISTRIBUTORS 
\ \ ns \ cy" +. x Ne : \ ‘A 


CALDER ‘MANUFACTURING | co. 


2049 North Prince Street . 


\ \ 


Lancaster, Pennsylvania 
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| Society recently. 


Bernard Rogers 


Rogers Named Secretary 
At Georgia-Alabama Supply 


Bernard Rodgers, general sales man- 
ager of the Georgia-Alabama Supply 
West Point Ga., has been elected 
secretary of the company. He retains 
general supervision over sales. 

Mr. Rodgers is rearranging part of 
the company’s sales territory to effect 
easier and more intensive coverage. 


Federated Metallurgist 
Addresses Foundry Group 


R. A. Quadt, director of Aluminum 
Developments, Federated Metals Di- 
vision, American Smelting & Refining 
Co., spoke before the Milwaukee 
Chapter of the Non-Ferrous Foundry 
Mr. Quadt featured 
a question-and-answer period dealing 
with aluminum castings alloys and 
casting practices. 

Mr. Quadt, a member of the 

A.I.M.E., A.S.M. and A.F.S., directs 
me developments now being carried 
on by Federated in the aluminum 
field. 





CHECKING INVENTORY at the 
H. N. Crowder, Jr., Co., warehouse, 
Allentown, Pa., Fred Gangewer (left) 
and Jim Burrell pause to flash a couple 
of smiles at the camera. 





Bom \G 
ROBERT F. DELAY has been named 
manager of advertising and sales pro 
motion for the Herman Nelson Corp., 
Moline, Ill 


A. 8S. T. E. Meeting 
Held Across The Border 


More than 600 persons were in at 
tendance recently when the American 
Society of Tool Engineers met in Can 
ada’s Mount Royal Hotel for thei 
17th Semi-Annual conference. At- 
tendance at both the technical sessions 
and the plant tours that followed was 
much higher than anticipated. 

The consensus of those attending 
seemed to be that equipment in the 
better Canadian plants was, in general 
on a par with and, in some cases, bet 
ter than equipment in similar plants 

having comparable volumes) in the 
United States 

Elected to the nominating com- 
mittee of A, S. T. E. (for national 
officers) were: Irving F. Holland, 
Hartford (Pratt & Whitney Div. Niles 
Bement-Pond), Jack Schron, Cleve 
land (Jergens Tool Specialty Co.); 
Anton Peck, Los Angeles (Peck Steel 
& Die Supply); George Exley, Balti 
more (Bendix Radio Div.) and 
Thomas Barber, Chicago (Tool Serv 
ice Industry). 

Among the speakers heard were Vic- 
tor Drury of Canadian Car & Foundry, 
Sam Tour, chairman of the board, 
Sam Tour & Co., Inc. and the Honor- 
ible C. D. Howe, who spoke on in 
dustrial development in Canada 


Associated Suppliers 


Buys Building 


Associated Suppliers, Inc. of San 
dusky, Ohio, has purchased a one 
story building in Sandusky as part of 
an expansion program. The building, 
with 2500 sq. ft. of floor space, will be 
used as a warehouse. 


SELL THE Right sanoen 


FOR EVERY FINISHING OPERATION 


National has a complete line of portable sanders... 
air or electric driven with either straight-line or orbital 
action. Below are illustrated various models in op- 
eration on different kinds of material and types of 
work. With the National line you are able to offer your 
customers the sanding machine best adapted to their 
needs. See how you can fit into National’s selective 
distribution system. Write for details today. 


Dealer Aids and Advertising to help you sell... 


Polish Sanding .. . Model 500 Padding Filler... Model 300 
NATIONAL AIR SANDER, INC. 


2810 AUBURN STREET, ROCKFORD, ILLINOIS 
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BOOST SALES 
AI oe 


WwW 


VICTOR} arene 


ALL-PURPOSE 
NEOPRENE BELTING 


Here's an all new belting that spells ready 
sales and real profits to you! VICTOR 
SUPRENE is available in four styles to 
meet practically every requirement in 
the conveying and elevating of materials 
and the transmission of power. There's 
hardly an industry or an application 
where this all-purpose belting can't give 
a good account of itself. 

VICTOR SUPRENE is made of specially 
woven duck impregnated with an exclu- 
sive VICTOR-developed Neoprene com- 
pound for extra strength and durability. 
It has every feature users want: excep- 
tional strength...excellent traction on 
pulleys and drives...it’s waterproof... 
sanitary... withstands temperature ex- 
tremes...is built for complete depend- 
ability ...low maintenance. 





Don't delay. Write or wire today for com- 
plete details on VICTOR SUPRENE ALL- 
PURPOSE BELTING. It will pave the way 
to the easiest sales and profits you've ever 
made with any type of belting 





tector 


Botace & lextile Letting Ce 


©, New York 7 


300 W Hubbord Street 
Factory Easton Pa 


Chicago 10 





A GOOD DISPLAY suggests to a cus- 
tomer another tool which he can profit- 
ably employ. Anyway, Jack Pettigrew 
of Sullivan Hardware Co., Anderson, 
S. C. works from that premise. 





The Cleveland News 
Interviews North On Outlook 


H. D. North, president of Ferry 
Cap & Set Screw Co. recently “made” 
the Jack Cleary column in the Cleve- 
land News with an interview in which 
Mr. North assessed the year’s business 
and said he foresaw “a high level of 
general manufacturing activity after 
the first of the year, and continuing 
for at least six months... .” Mr. 
North thought it would take that long 
for industry to catch up. 

Some companies, he said, have been 
finding their inventories have fallen 
too low. In addition, many supplies 
shrank during the period of the steel 
strike. That naturally called for in- 
creased production. 


SKF 20-Year Roll 
Includes 362 Employees 


A total of 362 employees have been 
associated with SKF industries, Inc. 
for 20 or more years and of this num- 
ber, 267—appr oximately nine percent 
of the present work force—still are in 
active service. 

[he Philadelphia ball and_ roller 
bearing firm recently added 10 more 
employees to the honor roll. At the 
sane time, special recognition was 
accorded to Walter C. Hutchinson, 
assistant plant superintendent, who is 
marking his 40th year. He joined the 
company in 1909, two years after Wil- 
liam L. Batt, now president, was 
named research director. 
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. rated Chain 
Blocks is eey once you's ie found the 
right spot _ a place where load lift- 


Tipps ot men 


to be free tp do the u 
a ie 





ing means Waiting f 


by L\ 

The need for a abe, hand- 
operated ‘Gadow’ Chein Block may be 
the leading! and unigading platforms 
ofa fecterd wareh#use, or store. It 
may be a gerage or 1 service station. 
Farmers and dairymen need them. 
Boatyards need them to lower boats 
into the wafer a take them out 
again. Stone om monumental 
works, scropyards) need them. The 
market is unlimited — it's wherever 


spot lifting “ue. 


Light weight makes a ‘Budgit’ Chain 
Block a one-man lifting device for one 
man can pick it up, carry it from job 
to job, hang it up, lift the load. Its 
modern design makes easier, faster 
lifting possible. This saves time, 


money. 


Write us for additional 
copies of Bulletin No. 393 


if your supply is low. 


mi BUDGIT 
i Chain Blocks 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 





G. Haggist 


Haggist Joins American Mfg. 


G. Haggist has rejoined the sales 
staff of American Mfg. Co., cordage 
mill. He had long been associated 
with the company but left in 1946 to 
become sales manager for U. S. Cord- 
age Co., New York City. 


Sam McLester 
Joins Poe Hardware 


Sam McLester, formerly with Ha 
joca Corp., Charlotte, N. C., has 
joined Poe Hardware Co., Greenville, 
S. C., as outside salesman. He will 
have his headquarters in Charlotte 
and travel North Carolina and parts of 
South Carolina. 

Bill Wallace has been transferred 
from counter sales to the outside sales 
force covering South Carolina and 
parts of Georgia. He will specialize in 
textile mill supplies. He is being suc- 
ceeded on the counter by Jim Haw- 
kins, formerly in the warehouse. 





NEW SALESMAN James B. Pettway 
gets some good pointers on gages and 
indicators from Paul P. LeChien of 
Mississippi Hardware Co., Vicksburg, 
Miss. 


spor Profit Lines 


HACK SAWS 
HAND AND POWER BLADES 


KUTAL Molybdenum high 

speed, HIGH SPEED STEEL, 
FLEXARD for general maintenance and 
service jobs. All hard and flexible 


for general cutting jobs. 


BAND SAWS 
METAL CUTTING - WOOD CUTTING 


also Linotype and Dry Ice bands, 
Band Saw Knives, and Butcher saws. — 


COMPASS SAWS . 
WOOD CUTTING - METAL CUTTING © 


Metal cutting made in 14 and 
24 teeth, Metal and Wood cut- 
ting made in 14”-—-10 teeth. 
This is a combination blade. 


HACK SAW FRAMES 


Solid Steel Rod and Steel Tube 
Cast Aluminum Handle 


Electricians, machinists, plumbers, 
and others have found this frame 
highly satisfactory. 


TOOL BITS 
KUTALL * SPAR-KING ¢ SPARGROUND 


Kutall Bits for general purpose 
work, Spar-King for the higher 
grade jobs and for extra special 
work we offer Sparground. 


These lines have Built Repeat Sales for 
many Distributors. You need not stock all five 
to have Stocking Discount. This will apply 
to any of our Line You Do Stock. 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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For Safety's Sake . . . SELL WHEN YOU USE 
DAYTON SAFETY LADDERS | Bitte 


N Maintenance men everywhere rely on ‘om | ie: i, ie ae Ge ko om 


Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 


constructed of tested airplane spruce 





and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 

Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 


ladder is in use. 





A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 

WRITE TODAY FOR COMPLETE INFORMA- 
height with standard. rub- TION ON OUR FAMOUS LINE OF LADDERS 
ber safety shoes at no AND LADDER SHOES! 


extra cost. 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 
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WOER:<2 
plumbing, 
electrical, 
automotive, 
aviation, 
battery or s\ 
ignition —there ¥ 
is a Channellock 
plier designed 
specifically for 
your job. If you use 
pliers ... you nee 


Channellock. 


C The exclusive tonque and groove 
joint gives you these ‘‘plus’’ features: 

| H Greater Strength, Longer Wearing, 
A 
N 


THE BELT HOOKS 
WITH THE 


c 
H 
a 
N 
N 
-E 
L 
L 
oO 
c 
K 
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Self-Cleaning, Closely Spaced Ad- 
, justments, Visible Adjustments, No 

Wear on Joint Bolt. 
There is no substitute for Safety 


N 
Belt-Lacing because the patented iE 
Safety binder bars not only hold L 
each hook in perfect alignment 
es : (both before and after applica- o-L 
1 ' tion) but also cover and protect oO 
LEY TERETE ih belt ends, prevent fraying and Cc 
K 
CH 





RQOOrFrFmMZzaZzrroO 


SERCO CHER E RH He He hehe heetereeeee assure long life. It's the all pur- Send for Catalog Cc-5 today 

Perfect Alignment not onl se belt-lacing, too. It can be 

0 sno but after icateaion, cm Bo gy soe Be BA shops AMPION DEARMENT TOOL co 
not only with shop lacers but also in the field with the pocket 
Tu-Way Lacer and a hammer. Only 


Write for Catalog Sheets Champion DeArment makes 


SAFETY BELT-LACER CO. | CHAN yey LOCK: | 
5388 N. Menard Ave., Chicago 30, U. S. A. ee 
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Cc. G. Nordmark 


Nordmark and Masters 
Join L. S. Starrett Co. 


C. G. Nordmark has been ap- 
pointed advertising manager of The 
L. S. Starrett Co. of Athol, Mass.; 
and Harry E. Masters has been named 
educational director in charge of all 
vocational education and industrial ap- 
prentice training programs and activ- 
ities as well as all trade shows and 
conventions. 

Previously, Mr. Nordmark served as 
advertising manager of Lord Mfg. Co. 
of Erie, Pa. and assistant publicity 
director of The Heald Machine Co., 
Worcester, Mass. 


Harry E. Masters 


Harris Pump & Supply 
Shuffles Personnel 


I’. H. Hubbard has been appointed 
vice-president and general sales man 
ager of Harris Pump & Supply Co., 
Pittsburgh distributors 

H. M. Moss was named a vice 
president; J. R. Siegrist has advanced 


hands you 


Profitable Orders 


co) aoe 


Western 
Socket 
Cap and Set 
Screws 


Susie manufacturer bringing out 
new or improved products of metal 
is influenced by the modern stream- 
line trend to use flush-with-surface 
fastenings. That hands you a ready- 
made market for Western Socket 
Screws. There are no more satisfac- 
tory screws for eliminating unsight- 
ly and dangerous protruding bolt 
heads. Their electric heat-treated 
alloy-steel strength and holding 
power mean that fewer are needed, 
assembly is faster, time and expense 
saved. It pays you to push Western 
Socket Screws now—write today for 
catalog and prices. 





Western Automatic 


to manager of the plumbing division 
from purchasing agent; and L. C. | 722 Lake Ave., Elyria, O. 
Miller was named purchasing agent. bc : 

Formerly he had been assistant p. a. | (RAMBO MTEC UST OTS TT Mr ee 2 


Machine Screw Company roe , 
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Here’sa NEW proved 


PROFIT-PACKED 
1 PRODUCT! we 


For SCALE-FREE 
Heat Treating & 
Annealing of Steels 


PRED ARAN 


NON-SCALING COMPOUND 


@ Advertised in the publications your 
customers read: 


Including—AMERICAN MACHINIST 
TOOL & DIE JOURNAL 
MODERN MACHINE SHOP 


@ Sales policy—Selected Distribution 
@ Generous Discount 


@ A proved, repeat sales product 


SEND FOR 
LITERATURE, 
PRICES AND 

DISCOUNT 

SCHEDULE 


Manufactured by: 


P. 


Established 1871 


The PARKER STAMP WORKS 
560 Franklin Ave. 


Inc. 


Hartford, Conn. 


THE NEW DEPOT for products of 
Scovill Mfg. Co., built in Chicago, is 


modern to the last detail 


New Products Depot 
Built By Scovill Mfg. 


Scovill Mfg. Co. of Waterbury, 
Conn. has built a new brass mill 
products depot containing expanded 
sales office facilities at 4105 
Chicago Avenue, Chicago 51, Ill. The 
new facilities will be manned by both 
the mill products division and manu- 
facturing division personnel. The new 
telephone number is Nevada 2-2300. 

Designed to provide the 
ing ingenuity can provide, the new 
space, is equipped with the most up- 
to-date materials-handling 
and is laid out for “straight-line-flow” 


tomers. 

















STURDY 


from top to bottom! 


REINFORCED INSERT 
TYPE SPOUTS WITH 


WELDED SEAM BODY MADE OF 
ONE-PIECE 


SEAMLESS STEEL 


MACHINE -CUT 


BOTTOMS ELECTRICALLY WELDED TO 
BODIES -GUARANTEED NOT TO LEAK 


From reinforced 
electrically 


insert-type spouts to 
welded steel bottoms, Eagle’s 


Welded Steel Bench Oilers are the most | 


durable oilers available. The mechanics 
stand-by through years of service. 

Tested under air pressure, they are made 
to stand unusual abuse and give satisfaction 
junder severe conditions. 

All spout lengths (4”, 6”, 7”, 9”) are 
interchangeable and fitted with knurled 
brass bushing. Available with flexible 
| spouts, also. Capacities—4, }, } and 1 pint. 


See your distributor or write 
Eagle Manufacturing Company 
Dept. ID35 


BRA AAA REBABEDBRAD AAR 
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West | 


most 
streamlined service modern engineer- 


depot covers 27,000 sq. ft. of floor | 
facilities | 


of materials from incoming rail ship- | 
ments to outgoing deliveries to cus- | 


Wellsburg, West Virginia 


New CONGRESS 


Combination 


DISPLAY 


Featuring 


V-BELTS and 
PULLEYS 


This attractive merchandiser sells for 
you—and fast. Services over 90% of 
all small industrial machines, farm 
equipment and home workshops. All 
100 popular A and B groove pulleys 
are individually packaged in h 

3-color boxes, with colors matching the 
sleeves on the V-Belts. 





Congress pulleys are precision cast 
from high-grade zinc-copper alloys. 
d bored 
and individually tested for true run- 
ning. Congress V-Belts have maximum 
strength, minimum stretch and a tough, 
close-woven cover for long wear. 





The strong. cadmium plated display 
occupies floor space of only 17”x41”, 
and insures fast turnover and fast prof- 
its. Shipping weight 100 lbs. 


(This display also available without V- 
Belts). 


VARIABLE SPEED 
PULLEYS 


Better stock these, 
too. The ideal pulley 
for blower replace- 
ment and air condi- 
tioning installations. 
Permits 30% speed 
variations. O.D.’s 
from 3%” to 41%”. 
Diamond bored, bal- 
anced and tested. 


WRITE for CATALOGS 


Complete information on all types 
and sizes of Congress Pulleys, V- 
Belts, Q-D Sheaves, Clutches, etc. 


DIAMOND 


B CONGRESS °° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH 





BRICK BUILDINGS OF 1790, the first location of record of Congdon & Carpenter 
Co. in Providence, were a landmark for industrial machine and tool users of the time. 


Congdon & Carpenter Celebrates 160 Years 


The Constitution of the United 


States of America was just one year 
old when The Congdon & Carpenter 
Co. of Providence, Mass. opened its 


front door to its first customer. But 
ask President G. M. Congdon to ac- 
count for the firm’s long, successful 
life and he says simply, “good for- 
tune”. 

Currently, the Providence distribu- 
tor firm is celebrating its 160th birth- 
day, and devotes the entire issue of its 
paper “The Courier” to remembering 


some old and some recent history. 
Among the more interesting facts in a 
record of memorable times, people and 
places is a reproduction of The United 
States Chronicle, a newspaper printed 
in Providence on June 10, 1790 and 
carrying founder Joseph Congdon’s 
advertisement of “a quality of iron- 
stock for the use of forges.” The same 
newspaper carries an interesting ex- 
tract from the writings of the Revolu- 
tionary statesman, Dr. Benjamin 
Franklin. 


oo ‘ . . 


COBBLED STREETS and “hosses” were widespread in the Providence served by 


Congdon & Carpenter. The firm’s “delivery truck” 


was low on upkeep, heavy on 


work, and available for a picnic into the country of a Sunday 
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FACTS to help you sell Deming Pumps are 
covered in the bulletins listed below. Check 
the ones you want and attach this list to 
your letter. This service is gratis, of course. 


CENTRIFUGAL PUMPS 

Bulletin 3900-8. Side Suction, Single and 

Two Ball Bearing Pumps. Capacities up 
to 200 GPM. 

Bulletin 4303. “Motor-Mount™ Pumps. 63 

standard sizes. Capacities from 5 to 
650 GPM. 

Bulletin 4010-A. Side Suction, Single Ball 

Bearing Pumps with separate liquid end 
construction. Sizes 1” to 10” discharge. Ca- 
pacities 10 to 3600 GPM. 

Bulletin 4013-A. Side Suction, Single 

Stage, Two Ball Bearing Pumps. Sizes 1” 
to 6” discharge. Capacities 10 to 1200 GPM. 

Bulletin 4012-A. Side Suction, Single 

Stage, Two Ball Bearing Pumps with 
seporate liquid end construction which can be 
either standard cast iron or of special alloys, 
as specified. Capacities 10 to 3600 GPM. 

Bulletin 6000, Two Stage Side Suction, 

Two Ball Bearing Pumps. Capacities from 
40 to 500 GPM. 
UC] Bulletin 3300-A. Self-Priming Pumps. Ca- 

pacities from 10 to 300 GPM. 

Bulletin 5004. Single Stage, Side Suction, 

Split Case, Single Ball Bearing Pumps. 
Sizes 1” to 10” discharge. Capacities 10 to 
3600 GPM. 

SUMP PUMPS 

Bulletin 4607. Vertical Sump Pumps and 

Cellar Drainers. Wide range of types 
ond capacities up to 3200 GPM. 

SLURRY AND SEWAGE PUMPS 
Bulletin 4810. Slurry Pumps for capacities 
from 25 to 750 GPM. Sewage Pumps for 

capacities from 60 to 1200 GPM. 

CONDENSATION RETURN UNITS 

AND BOILER FEED PUMPS 
Bulletin CR-1-B. Various types of standard 
Deming Pumps are used on these units 
to meet a wide range of conditions. Full range 
of capacities. 
DEEP WELL TURBINE PUMPS 
Bulletin 4700-8. Water Lubricated, Deep 
Well Turbine Pumps. Vertical, Multi-stage 
construction. Capacities up to 3000 GPM. 


THE DEMING COMPANY 


511 BROADWAY © SALEM, OHIO 





ARMSTRONG-BRAY 


GEAR and EL PULLERS 





easy to set 


the harder . 1 the tighter : ¥ BES! 


the grip. 


mein: < ere WC Trp SELLER 


forged arm 
screws as 


The 
MAGOR 
MASTER 


ARMSTRONG-BRAY a co. je | All 
5356 NORTHWEST HIGHWAY v >> “va est use 
CHICAGO — U. S.A. ] astest 


sales 





Here's the easiest to use, highest quality shim stock line 
on the market. The kind of product that brings in those 
automatic repeat orders. And we're doing everything 
we can to make our line just as perfect as possible from 
the distributor's viewpoint os well os the customer's. 





Top-scorer in sales ability — the Magor 


FREE ADVERTISING FOR YOU —Your firm 
name is imprinted on each rack when they're ordered 
in quantities of 25 or more. It gets your name into the 
shop on an every-day basis—helps your other lines, too. 


FLEXIBILITY OF ASSORTMENTS —Yov fill 
the rack with any four gauges of brass or steel—the 
customer gets exactly what he wants. Eleven gouges, 
from .001” to .010", are available, each packed in 
sturdy, metal-edged carton. 


LARGER PROFITS—torger units of sale for you. 


You sell the rack and four cartons of shim stock at one time. 


@ SELL PACKAGES INSTEAD OF INCHES! 


No waste in stocking or using. 


LAMINATED SHIM COMPANY 


RPOR 


HI} 
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MASTER Brand Shovei! It’s tough... 
balanced . . . normalized to prevent 
edge-splitting. Part of Magor’s SIM- 
PLIFIED, comprehensive line that takes 
the tangle out of inventories. Stock 
Magor brand shovels, scoops, and spades 
—they’re all best-sellers. Illustrated 
catalog list gives full information. 


CAR CORPORATION 
sil SHOVEL DIVISION 
MAGOR 50 CHURCH ST., NEW YORK 7, N.Y. 
BRANDS 


MASTER + POWER + ODIGWELL + ARROW 
BULL'S EYE - GOLD TARGET 
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STEEL AND CONCRETE PLANT OF 1950 has windows for walls, a spacious 


parking area, delivery zones under cover and off-the-street, and every modern facility. 


ote 


LOR 


PAVED STREETS carry the high-powered trucks that are Congdon & Carpenter's 


delivery department today 
on the man at the wheel 


The company’s contract for its first 
telephone (dated November 1883) 
limited its private line to 25 miles 
coverage and stipulated that the cost 
should be “sixty dollars—for five 
years.” (There has been a slight in- 
crease in rates since that time.) 

Some of the early bills in possession 
of the firm, dated 1837 and 1946, in- 
dicate a dollar went 
those days. 

The company’s interests, as of now, 
are looked after by Mr. Congdon as 
president; John H. Congdon, II, vice- 
president, James H. MacNaughton, 
treasurer and S, B. Jones, Jr., general 
manager of sales. 


a long way in 


Von Thaden of Hewitt-Robins 
Addresses A. S. M. E. 


Harold Von Thaden, vice-president 
of Hewitt-Robins Inc. of Buffalo, re- 
cently addressed the Materials Hand- 
ling session of the American Society 
of Mechanical Engineers on “Engi- 
neering the Belt Conveyor Installa- 
tion.” 

Belt conveyors, Mr. Von Thaden 
reminded his audience, have lifted the 
faces of five continents, smoothing 
out wrinkles both large and small. 
They have spanned rivers, tunnelled 
through mountains, and reached out 
under the sea. They are the backbone 
of modern industry. Then Mr. Von 


Upkeep's higher, but work done is greater, faster, easier 





I'haden described a few of the remark- 
able installations his company has en 
gineered over the last 50 years. 

Conveyors moved a hill above 
Seattle and dumped it into Puget 
Sound. They've been used to under 
mine buildings that needed founda- 
tion repairs; used to dig coal, to re- 
place an underground railroad; used 
on shipboard in cargo handling, and 
on shore, where they have aided ship- 
pers materially in keeping down bulk 
cargo-handling costs. 

“The conveying industry has 
reached its present state by develop- 
ing engineers from within,” Mr. Von 
Thaden continued. “Where it goes in 
the future depends upon the resource- 
fulness of its personnel.” ' 


Augustus Vogel, Jr. 
Promoted By E. C. Atkins 


Augustus Vogel, Jr. has been ap- 
pointed to represent E. C. Atkins & 
Co. in the distribution of their line of 
files, as manager of the firm’s file di- 
vision. 

Before joining Atkins, Mr. Vogel 
represented the Nicholson File Co.; 
he has been associated with Imperial 
Paint Co.; and he served as general 
sales manager of F. O. Pierce Paint 


Co. 
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... always easier to sell 
... easier to keep sold 


The Harrisburg Line 


HARRISBURG 
Lite-Weight Propane 
Cylinders 


HARRISBURG 
High-Pressure Gas 
Cylinders 


HARRISBURG 
Seamless Stee! 
Pipe Couplings 


HARRISBURG 
Drop-Forged Steel 
Pipe Flanges 
copes 


HARRISBURG 
Mass-Produced Drop 
Forgings 


a 


HOSE who sell it know, and 

new outlets will learn, that 
quality construction pays off in 
more original sales and more re- 
peat sales. 


Behind the Harrisburg line is 
97 years of design and mapnufac- 
turing know-how, and a reputa- 
tion for better products at com- 
petitive prices. 


Harrisburg Stee! Corporation, 
Harrisburg 18, Pa. 

Send catalogs and give vs your prop- 
osition on items checked: ( ) Pipe 
Couplings; ( ) Pipe Flanges; ( ) 
Drop Forgings; ( ) High-Pressure 
Cylinders; ( ) Propane Cylinders. 
Nome 

Compony 

Address 


City Zone State 





Harrisburg 


STEEL CORPORATION 
HARRISBURG 18, PENNSYLVANIA 


) YEARS IN 
! PENNSYLVANIA'S 
CAPITAL 


am. 
(i) 
=f 
all 








v“di-acro 
POWERSHEAR 


OFFERS 
CONTINUOUS ACTION 


plus 
VARIABLE SPEED 


from 30 to 200 strokes per minute 


for high speed DIE-LESS DUPLICATING 


The new Di-Acro POWERSHEAR 
has remarkable speed and accuracy 
for the production of small parts. 


1. CONTINUOUS SHEARING ACTION— 
no clutch to engage! Feeding speed 
determines shearing speed. 

2. VARIABLE SPEED — cycle quickly 
set for each shearing operation. 

3. EASE OF OPERATION — fatigue is 
reduced, production soars. 

4. “SINGLE STROKE” SHEARING — 
non-repeating safety clutch for jobs 
not adaptable to continuous shearing. 


Any plant doing high speed poy my shearing on 
smaller parts cannot afford to be without the 
DI-ACRO POWERSHEAR. Available in 12” and 


24” shearing widths, capacity 16 gauge sheet steel. 
Also standard model. 


DOES PRECISION WORK ON ALL SHEARABLE MATERIALS 

MICA SULVER CHROME MOLY 

PLASTICS MAGNESIUM LEADED BRASS 

BIMETALS COPPER STA.NLESS STEEL 

FIBRE ALUMINUM and Many 

LEATHER SILICON STEEL Other Materials 
See Di-Acro Exhibit Booth 316 


Tool Engineers’ 
Philadelphia, 


Pronounced 
“DIE-ACK-RO” 


Industrial Exposition 
Pa., April 10-14. 





Send For 40-Page 
“DIE-LESS” DUPLICATING 
Catalog 








@ ASSURES unmatched self-prim- 
ing speed. Advanced Centrifu- 
gal Design. Exclusive CMC dual 
jet construction and open thrash 
type impeller mean peak per- 
formance and dependability. 


@ GIVES top performance even 
under adverse conditions. Extra 
air handling ability permits de- 
pendable performance when 
ordinary centrifugal pumps 
become air bound. 


@ YOUR BEST BUY! 


Easily installed. Readily port- 
able. May be placedaway from 
pit. Suction lifts of at least 25 ft. 





> 


@ “NEVER FAIL” 
FLOAT SWITCH 





@ NON—CORROSIVE 
tLOAT AND STRAINER 


@ FLOAT CONTROL 
EASILY ADJUSTABLE 


@ SIMPLE TO CLEAN 
JUST UNSCREW PIPE 


@ AVAILABLE IN 
WIDE RANGE 
OF SIZES 





Amin te 
Write for full details of CMC DUAL PRIME PUMPS 


ONSTRUCTION Bis ey 
WATERLOO, WOWA, U.S.A. 


C . 
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when you sell 


STRANDFLEX 


flexible shaft machines 
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Quality products build trade sales... 
That's why selling STRAND flexible 
shaft equipment gives a PLUS VALUE 
in customer satisfaction. The STRAND- 
FLEX flexible shaft machine illustrated 
is outstanding in the field as it allows 
the operator to change speeds by an 
easy shift method. With a high speed 
motor you get four speed changes 
ranging from 1700 RPM to 9000 RPM. 
With a standard motor four speeds 
range from 850 RPM to 4500 RPM. 
Write for full information on this qual- 


ity line and full information on open 
territories 


STRAND 


Flexible Shafts and Flexible Shaft Machines 


me Fale 
Corporation 


W. A. STRAND DIVISION 





Satisfied Customers 


George H. Hodapp 


Hodapp Elected President 
At Heller Brothers Co. 


George H. Hodapp has been elected 
president of Heller Brothers Co., man- 
ufacturers of files, hammers, trowels 
and other hand tools with factories in 
Newcomerstown, Ohio and Newark, 
N. J. James G. Henry, Jr. was elected 
vice-president and_ secretary, Miss 
Anna W. Ibach, treasurer; and Eugene 
M. Steenburgh, assistant secretary. 

Mr. Hodapp’s previous associations 
include Adel Precision Products Corp.; 
Standard Cap & Seal Corp.; and serv- 
ice as vice-president of the Smith-Lee 
Co. 


Worthington Names Boehm 
Its Eastern Manager 


A. M. Boehm has been appointed 
eastern manager, Engine Division, of 
the Worthington Pump & Machinery 
Corp. Mr. Boehm will handle sales 
negotiations for gas and oil pipe lines 
equipment, and oil and gas engines for 
all services. He will continue to make 
the corporation’s New York District 
office his headquarters. 

Mr. Boehm has served Worthing- 
ton for 25 years as engine sales spe- 
cialist assigned to various district of- 
fices throughout the country. He 
succeeds W. L. Russell who has been 
assigned to handle Canadian sales for 
the John Inglis Co., Worthington’s 
Canadian associate. 


Tube Turns Moves in Tulsa 


The Tulsa office of Tube Turns, 
Inc. has been moved from 317 South 
Detroit Avenue to 420 Wright Build- 
ing. The telephone number, 2-9193 
remains the same. Robert S. Tyler, Jr 
is manager of the Tulsa office. 





Whether you've ever used “K” fittings or not, 


we ask you to pick one up and examine it closely. 
Notice the smooth walls inside and out. Notice the 
clean, sharp threads and chamfered entrances. 

You can tell by looking at a “K” fitting that it’s 
sound and symmetrical. If you sawed it in two, you'd 
find the walls of even thickness; the entire casting 
close-grained and free of defects. 

Over the last sixty-odd years, “K” fittings have 
earned an enviable reputation for their fine quality of 
workmanship and material. They’re the kind of fittings 
that build good will for supply houses. 








THE 3000 SHAPES AND SIZES OF ‘'K"’ CAST-IRON FITTINGS INCLUDE: 
STANDARD AND EXTRA HEAVY SCREWED FITTINGS 
STANDARD FLANGED FITTINGS 
STANDARD AND EXTRA HEAVY COMPANION FLANGES 
DRAINAGE AND SPRINKLER FITTINGS 








PRECISION FETTINGS 


KUHNS BROTHERS CO. 


DAYTON 1, OHIO 


COMBINED MARKET FACILITIES with Malleable Iron 


Fittings Company, Branford, Conn., and 
Kuhns Bros. Co., Dayton, Ohie 
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CAR MOVERS 


“Compound Leverage” 


is the secret of their 
great POWER and 
EFFICIENCY 


ATLAS 
Model 8 
Streamline 
Model S-X 
ATLAS 
Model No. 
vill 

Regular 
Heavy duty 
Model No. X 


Shipping all over the country is speeding 
up and whether your customers need NEW 
Car Movers—REPLACEMENTS or REPAIRS 
we can help you to serve them. The famous 
ATLAS construction makes car moving 
easier and simpler . . . “compound lever- 
age” gives ATLAS Car Movers their great 
power and speed. We'd like to discuss our 
sales plan with you. We urge users to buy 
through their local distributors. 


APPLETON-ATLAS CAR MOVER CORP. 


1421-25 SO. SECOND ST. 
MILWAUKEE 4, WISC. 





DIETZ \ 
LANTERNS / 


me —_—- 








FOOT & CHECK VALVES 


end leakage troubles . . . save their 
cost many times over in service calls 
they eliminate. ideal for jet type pumps. 
Ask for bulletin 401. 


Order from your J 
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SMILING RECEPTIONIST is Mrs. 
Carol De Long of the Wm. H. Taylor 
Co., Allentown, Pa. 





Education Course 


Offered By Carboloy 


Engineering and vocational train- 
ing schools in the nation were offered 
a unique carbide tool educational serv- 
ice plan recently, sponsored by the 
Carboloy Co. Inc., of Detroit as an 
aid to education in tool engineering. 
The sessions would cover the design, 
selection, use and maintenance of ce- 
mented carbide tools. 

I'he course is available to schools 
without charge (except for slide films 
which are available at approximate 
print cost), and may be used as a 
supplement to present courses. 
Though based on the experience of 
industry, the course itself was de- 
veloped by men whose primary back- 
ground was in educational work. 
Robert Brierley, well-known to many 
industrial distributor salesmen who 
have attended Carboloy “salesmen 
sessions” at the firm’s plant, is_pri- 
marily responsible for the manner in 
which the course has been worked 
out. He spent some nine years as an 
industrial arts instructor in the Jack- 
sonville, Fla., public schools and the 
Birmingham, Mich., High and Junior 
High. 


Larkin Lectro Products 
Moves Its Facilities 


The Larkin Lectro Products Cor- 
poration recently moved its entire 
manufacturing facilities to a 75,000 
sq. ft. building in Pine Bluff, Ark. 

Production already has resumed and 
Larkin transformers, resistance welding 
equipment and arc welders are being 
manufactured in their new location. 

The expansion move was intended 
to enlarge the firm’s production facil 
ities in power and distribution trans 
formers up to 10,000 KVA, 69,000 
volts 





Pidgeon-Thomas Iron Co. 
Transfers Salesmen 


George Williams, salesman at Pid- 
geon-Thomas Iron Co., Memphis, has 
been transferred to Jackson, Tenn., 
where he will cover the West Tennes- 
see, Kentucky and Missouri territory. 
He had made his headquarters in 
Pine Bluff, Ark. 

B. C. Williams, with headquarters 
at Bruceton, Tenn., also will cover the 
territory. 

Bob Sisson, whose headquarters 
have been in Sikeston, Mo., has been 
transferred to Pine Bluff, Ark., to suc 
ceed George Williams. 


American Standards 
Elects Three To Board 


The American Standards Associ- 
ation recently elected three new mem- 
bers of its board of directors for a 
term of three years. 

Maurice Stanley, chairman of the 
board of Fafnir Bearing Co., repre- 
sents the Anti-Friction Be: uring Manu 
facturers Association, Inc; B. S. Voor- 
hees, vice-president of the New York 
Central System, represents the Associ- 
ation of American Railroads; and 
Colonel J. G. Vincent, vice-president, 
Packard Motor Car Co., represents the 
Automobile Manufacturers Associ- 
ation. 

In addition, E. E. Potter, vice-pres 
ident of the General Electric Co. has 
been named by the National Electrical 
Manufacturers Association to fill out 
the unexpired term of Clarence s 
Collens, who has just retired as chair 
man of the Reliance Electric & Eng. 
Co 





FRED F. HARROFF, general man 
ager of the General Electric Co.’s Lamp 
Dept.,. has been elected a vice-presi 
lent of the company by the board of 
lirectors 


CAN HAVE 
AN EXTRA 
STRONG HOLD 


DRILL SALES 


THESE ADVANTAGES MAKE 
AND HOLD CUSTOMERS 


Polished flutes assure 
smooth chip flow. 


The Ace ‘Ground from the Solid” 7 drill perfectly hard- 
ened. 


rocess gives distributors a two- , . 
P & Keener cutting edges be- 


fold selling advantage. cause all surfaces are 
ground. 


1. This unusual process provides 4 Properly designed and 
; ‘ engineered. 
salesmen with strong selling : ; a 
a B Maximum cutting ability. 
ammunition. . : ; 
Consistent uniformity 


through controlled process- 

2. This unusual process provides ing. 

customers with drills that have Long life for continuous 
: i production jobs. 

greater cutting ability over longer 


periods .. . drills that customers GET THE 


FACTS 
TERRITORIES AVAILABLE TODAY 


will demand over and over again. 


A few good territories are now 
WRITE 


FOR 
cluding our strong sales policy. CATALOG 


available. Write for details, in- 





ACE DRILL 


CORPORATION 





DETROIT 27, MICHIGAN a somal 
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A Short Line to Stock 


...@long line to sell 


SHELDON 


TS-5 B 
11%” Swing 
134%" Hole 
thru Spindle 


SHELDON 


Milling Machine 


SHELDON 


12” Shaper 


With 2 or 3 Sheldon Precision Ma- 
chine Tools on your floor and a 
Sheldon G-48 Catalog in your 
hand, you are ready to do a sur- 
prisingly profitable business .. . 
for Sheldon’s 5 basic machine 
tools come in 66 variable models, 
comprises today’s leading line of 
moderate priced precision lathes, 


milling machines and shapers. 


These are tools bought everyday 
—are basic tools in tool rooms, 
machine shops, maintenance de- 
partments, garages and schools. 
They come crated fully assem- 
bled, ready to operate, and are 
sold “over-the-counter” like hand 
power tools. They are being sold 
in profitable volume by industrial 
distributors who catalog, stock 
and show them. The SHELDON 
G-48 catalog is made up so that 
anyone can use it—large full color 
illustrations and complete specifi- 
cations always facing each other. 
The new SHELDON price list is 
also complete — illustrates each 
lathe, gives its “professional quo- 
tation” (as used in bidding for 


school business etc.) and prices. 


Write today for full details 


of this extra profit setup. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes * Milling Machines * Shapere 
4232 N. KNOX AVENUE * CHICAGO 41, ILLINOIS, ZS A 
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Henry Knabb of Reading Foundry and 
Supply Co., Reading, Pa., rushes to fill 
orders promptly. 





Executive Staff Revamped 
At Allegheny Ludlum 


H. G. Batcheller, company presi- 
dent, recently relinquished that post to 
E. B. Cleborne to become chairman 
of the board of directors of Allegeny 
Ludlum Steel Corp. Mr. Cleborne was 
succeeded in his old position as execu- 
tive vice-president by Edward J. Han- 
ley, vice president in charge of finances 
and treasurer. Clark W. King, vice- 
president, was clected treasurer. 

At the same meeting, the board of 
directors accepted the resignations of 
Messrs. William E. Ruder and John 
W. Belanger as directors, which, with 
the death of James O. Carr earlier in 
the year, created three vacaneies. Mr. 
King was elected to one of the vacan- 
cies, a second filled by Russell M. 
Allen, vice-president in charge of sales, 
and the other was filled by William 
J. Kyle, partner in the law firm of 
Smith, Buchanan and Ingersoll. 





HEAVY SUPPLIES are moved with a 
lift truck at Tidewater Supply Co., 
Knoxville, Tenn. by J. H. Elliott, ship- 
ping clerk, using palletized loads. 





Talk ‘Budgit’ - - 


When plant owners or purchasing 
agents say to you — ‘No new equip- 
ment now, we're cutting costs all 
over the place’ — it’s time to talk 


‘Budgit’ Electric Hoists. 


Time to tell them how low factory 
output changes to increased produc- 
tion, how this lowers operating costs. 
Time to tell them how heavy risk 
insurance disappears ‘Budgit’ 
Hoists do the lifting instead of the 


when 
workers. Time to show how the fast, 
easy lifting action of ‘Budgit’ Hoists 
in the lifting of heavy machine or 
machine parts save time that is turned 
into profit through increased pro- 


duction. 


Point ovt to them that ‘Budgit' 
Hoists start paying off from the first 
lift of the hook. 


installation costs since ‘Budgit’ Hoists 


That there are no 


are complete lifting units you just 
hang up, plug into the nearest electric 


socket, and use! 


Your prospect will soon see that 
investment in a ‘Bucigit’ Electric Hoist 


is a sure way to cut costs. 


if your supply of Bulletin 
No. 391 is low, 


Jor additional copies 


ing? BUDGIT 
= 9 § Hossts 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 


write us 


| TRAGE mane 


Glen B. Jennings 


Jennings Retires 
At Cameron & Barkley Co. 


Glen B. Jennings, manager of the 
l'ampa branch of the Cameron & 
Barkley Co. has retired from active 
participation in the firm where he 
served as manager of the machinery 
and industrial supply firm for more 
than 32 years. 

Mr. Jennings recently was honored 
at a dinner given to him by the firm, 
at which Rufus C. Barkley, president, 
presented a trophy to him for the 
1949 performance of the Tampa unit. 

Mr. Jennings will be succeeded by 
W. L. Smith, who has been with the 
company for 18 years and has been 
assistant manager for the past 8 years. 

With his retirement, Mr. Jennings 
ended 46 years spent in the business. 
He started his- career with the Ala 
bama Machinery & Supply Co. at the 


age of 15. 


American-Marietta Co. 
Acquires United Brick 


Further expansion in the building 
material field through their purchase 
of controlling interest in the United 
Brick & ‘Tile Co. of Kansas City, Mo., 
was announced by American-Marietta 
Co., Chicago manufacturers of paints, 
resins, chemicals and building prod- 
ucts. 

Grover M. Hermann, president of 
American-Marietta, states that no 
change is contemplated in the policies 
of United Brick and that it will con- 
tinue to operate under the manage- 
ment of D. P. Mahoney, who has 
been president of United since 1929. 
R. C. Burch, vice-president, will con- 
tinue in the capacity of operating en- 
gineer. 


| Stock and Specify 
POLO FAITHEUL 


MARKING 
CRAYONS 


Prorit with the dependable OLD 
FAITHFUL line of industrial markers! 
Every item backed by over a Century 
of research and manufacturing experi- 
ence by crayon experts. 


All from one reliable source you can 
obtain a prestige line of industrial 
markers that meet the most rigid re- 
quirements. Developed to withstand 
rain, heat and cold, marking perfectly 
on every surface from hottest metals 
to smoothest glass. 


Paintmarx is a weatherproof, water- 
proof marker for any surface thot 
takes paint. As easy to use as a 
pencil, yet has all the advantages 
of paint 


Send for the new INDUSTRIAL 
CRAYON GUIDE, illustrating the ex- 
tensive line of Old Faithful markers. 
Dept. ML-49. 
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Blackmer 
Provides 


Capaciti 
S$ to 15 


LINE OF 
HAND PUMPS 


For Barrel, 
Underground 
Storage 

And Portable 
Dispensing 
Units 


Capacities 
From 

10 To 25 
G.P.M. 


COMPLETE LINE 
EZY-KLEEN STRAI 


“EZY- 
KLEEN” 


Sizes For 
Every 
Common 
Plant 
Requirement 


OF 
NE 


RS 


LOW INVENTORY — 
SIMPLIFIED PARTS. SERVICE 


Blackmer Pumps 
Can Easily Be 
Serviced By Any 
Mechanic Or 
Maintenance 


Man 
Replacing Vanes 


MORE NET PROFIT WITH 
LOWER SALES COSTS 


Blackmer selection tables help sales- 
men sell THE RIGHT PUMP for every 
job. 

95% of all industrial plants are 
customers or prospects for Blackmer 
products—power pumps, hand pumps, 
strainers. Your salesmen are “among 
friends” with the Blackmer Line. 


Write for 


NEW CATALOG 


Complete up-to-date distributor's catalog 
provides easy index to more rotary pump 
sales to industry, petroleum handlers, chemi- 
cal plants, bulk liquid handlers. Get this 
guide to more sales. 


James F, McCartney 


McCartney Will Head Sales 
At Duff-Norton Mfg. Co. 


James F. McCartney has been ap- 
pointed general sales manager of The 
Duff-Norton Mfg. Co., Pittsburgh, Pa. 
He will be in charge of all industrial, 
mining and railroad sales of Duff- 
Norton jacks. 

Since October, 1948, Mr. McCart- 
ney has been eastern district sales 
manager for the company, with head- 
quarters in New York City. Before 
joining the company he was eastern 
representative for Pressed Steel Car 
Co. for seven years. 

Mr. McCartney now will be located 
in Duff-Norton’s main offices in Pitts- 
burgh. 


Superior-Sterling Co. 


| Marks 50 Years of Service 


The Superior-Sterling Co. of Blue- 
field, W. Va. currently is celebrating 
its fiftieth year of service to the com- 
munity, including the Virginia, Ten- 
nessee, Kentucky and North Carolina 
areas. 

A handsome 20-page booklet in 
blue and gold issued by the firm traces 
its growth from one of the oldest of 
the pioneer wholesale distributors of 
southern West Virginia to its present 
large, modern sales and servicing fa- 
cilities. 


Niederland Heads Sales 
At Weeds & Co. 


Adolph G. Niederlander has been 
named sales manager of the wholesale 
division of Weed & Co., Buffalo, N. Y. 

Mr. Niecderlander has been associ- 
ated with the firm for 35 years. He 
has been assistant to Henry A. Lath- 





am, who is retiring as sales manager | 


of the division but will remain with 


| 


Take advantage of 
the preference for 


MARSH 
Instruments 


Few products rank as high in the 
minds of users as Marsh pressure 
gauges and dial thermometers. 

And why shouldn't they? For more 
than three quarters of a century Marsh 
has been concentrating on the ways 
and means of making ever better 
instruments. 

No wonder they are everywhere 
recognized as the instruments that are 
accurate and stay accurate. No wonder 
they are recognized as the instruments 
that offer the most in quality and 
downright value. 

This natural preference is being 
stimulated by advertisements, like that 
above, straight aimed in a big list of 
business publications at your custom- 
ers and prospects. Take full advantage 
of this preference. It means sales and 
profits! 


MARSH INSTRUMENT CO. 
Sales affiliate of Jas. P. Marsh Corp. 
Dept. C., Skokie, tll. 
Export Dept.: 155 E. 44th St., New York 17, N. Y. 


the gouge 
with the . 


ickest and 
poe 3 been 


ugecalibrator” = ha 
= ~ finishing 


The Marsh es 
aoe te caf adjustment—the 
<4 a superlative govge- 


GAUGES © VALVES ® 
DIAL THERMOMETERS 
HEATING SPECIALTIES 


TRAPS 


BLACKMER PUMP COMPANY §@ 
GRAND RAPIDS, MICHIGAN 


242 


the company in an advisory capacity. 
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MORE SALES engineering will help 
the distributor keep his position in the 
industrial field, according to Harry J. 
Colerick, vice-president and general 
manager of the Fuller Supply Co., Inc., 
Utica, N. Y. 


Newcomen Society 
Honors Disston Founder 


A tribute to the memory of Henry 
Disston, founder of Henry Disston & 
Sons, Inc., internationally known 
maker of saws, tools and special alloy 
steels, was paid him recently by more 
than 300 leaders of finance, science 
and industry in the Great Hall of the 
Franklin Institute in Philadelphia. 
The occasion marked the 244th Frank- 
lin Birthday dinner of the Newcomen 
Society of England. The affair also 
celebrated the 110th anniversary of 
the founding of the Disston enterprise 
in Philadelphia in 1840. 

Guest of honor and_ principal 
speaker was Jacob S. Disston, Jr., presi- 
dent of the firm founded by his grand- 
father, and vice-chairman of the 
Philadelphia Committee of the New- 
comen Society. 


Dixie Firm 
Receives Charter 


Dixie Hardware & Mill Supplies, 
Inc., Greenwood, N. C., has received 


a state charter from the secretary of | 


state and plans to start operations 
upon completion of a new building 
to be constructed on Oregon Avenue. 

President of the new $250,000 cor- 
poration is Earle P. Barron of Rock 
Hill. John S. Abney is vice-president 
and secretary, and Francis P. Grier is 
treasurer. 

For the past four years, Mr. Barron 
has been president and treasurer of the 
Rock Hill Storage Co. Prior to that 
he was associated with the Rock Hill 
Hardware Co., serving as treasurer and 
manager of the company during the 
war period. 








LOWELL 


RENCH 


NEW ‘so CATALOG 
NEXT MONTH—APRIL 


NEW WRENCHES 
NEW LISTS 
NEW DISCOUNTS 


Be Sure to Ask RED RATCHET 
for Your Copy WRENCHES 
LOWELL WRENCH CO. 


WORCESTER 8, MASS. 
“LOWELL” “SWACO” “WARNOCK” 











BOLTS - NUTS - RIVETS 
... and SCREWS 
Uniformity of Quality... 


Accuracy of finish — explains 
why those who want the BEST 
say CLARK, 


ng nnn snag 


LARK Brospout (b 
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.- for NEW PROFITS 
STOCK 


NU-PROCESS 
: B-RIGHT-ON 
SOCKET SCREWS 


Step up your profits on a profitable item 
—Brighton Socket Screw Products. 
Brighton Screws are now NuProcess 
formed . . . they're even better than 
before. They’re solid sales builders 
that help you keep satisfied customers. 


We give you full cooperation, all the 
sales aids you can use, and an excel- 
lent profit margin. 


Our line is complete, including socket 
head cap screws, set screws, stripper 
bolts and pipe plugs. 


Write on your letterhead for 
copy of our new catalog, just 
off the press. 


Veg 
—— 
The 


BRIGHTON 
Screw & Mfg. Co. 


1827 Reading Rd. 
Cincinnati 2, Ohio 





‘FLUX |! 


for SODERING 
WELDING 
BRAZING 


® More than 55 years 
of experience in solving 
your customers’ sodering 
problems is at your serv- 
ice. Sometimes the solu- 
tion is very simple —da 
different grade of FLUX— 
a change in temperature 
—a different tool—what- 
ever it is we can help 
you. Let us send free 
sodering chart which 
shows melting points of 
all soders. 


wt 3% ee 
“ 5 


sodering paste 
sodering sticks 
sodering oil 
sodering flux 
sodering liquid 
sodering syrup 
sodering acid 
stainless steel polish 
solid sal ammonia 


L. B. ALLEN & CO. Inc. 


6731 BRYN MAWR AVE. 
\, Grease 31, ILLINOIS 











Moge Type 
huck 


Lathe Center 





—— rye 
Dri 


COLLIS 


COLLET EQUIPMENT 


* COLLIS Taper Products are made by men 
skilled in this particular type of manufacture 
Our more than 40 years of experience in the 
manufacture of small tools is at your service 
to help solve your customers’ reaming, drilling, 
or tapping problems. We can give immediate 
delivery. 


Drill Drift 


Morse Taver Shank 
§ Tap Socket 








‘THE COLLIS COS ‘Swe 
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Leadership 


through Craftsmanship 
for 
sixty years 


AMERICA’S 
NUMBER I 
FIREPOT 


Only one can be first, and there's 
good reason why that one is 
C&L. Unhurried craftsmen, sure 
of their skill, build C&L Firepots 
of only the finest materials. Build 
into them the day in and day 
out dependability, the year in and 
year out service that you'd expect 
from America’s finest heat tools 


. the wise buy for over 60 years. 


Choose from 7 “Job Engineered” 


models at your jobber's . .. or 


write for catalog. 


CLAYTON & LAMBERT MFG. CO. 


1716 Dixie Highway e Louisville 10, Ky. 


BUILDS 


GREAT HEAT TOOLS 





Mid-Island Supply Co. 
Visits Factories 


The entire inside and outside sales 
staff of the Mid-Island Supply Co., 
Long Island City, N. Y. recently 
visited the factories of the Standard 
Pressed Steel Co. in Jenkintown, Pa. 

One of a series of visits encouraged 
to produce better salesmen at Mid- 
Island, the plant tour was made possi- 
ble through the efforts of George 
Somes, field representative for the 
manufacturing firm. 


East Pacific Co. 
Represents Hose Accessories 


East Pacific Co. of 208 S. W. Stark 
Street, Portland 4, Ore. has been ap- 
pointed manufacturers’ representative 
for Hose Accessories Co. of Philadel- 
phia for the Pacific Northwest terri- 
tory, including the states of Washing- 
ton, Oregon, Idaho, western Montana, 
and British Columbia. 

East Pacific Co. is owned and op- 
erated by R. B. Yettick, who has a 
broad background of experience in the 
industrial distribution field, both as a 
jobber’s salesman and as a manufac- 
turers’ representative. 


Iig Names Jelliffe 
Eastern District Manager 


George C. Jelliffe has been named 
eastern district manager for the Ilg 
Electric Ventilating Co. of Chicago. 
He will make his headquarters at 15 
Park Row in New York City. 

Other district managers for Ilg 
include: C. W. Smith, Philadelphia, 
Middle Atlantic District; J. J. Fried 
ler, Jr.. New Orleans, southern dis- 
trict; B. G. Silberstein, Cincinnati, 
Ohio Valley district; B. L. Casey, Chi- 
cago, northern district; and C. E. 
Parks, Los Angeles, Pacific District. 


George C. Jelliffe 








When Purchasing Rope— 


LET THE 
BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


REG. TRADEMARK 
NO. 245091 


Established 1804 
PHILADELPHIA, PA. 
Manufacturers Of Quality Rope Since 1804 


$ 








A complete line of all standard shapes, 


sizes and cuts of files and rasps . . 


+ each 


one guaranteed to be of the top-notch fast- 
filing, long-wearing quality that will win 





and repeat orders for 


you. Write for our AMSWISS Catalog, 
describing and listing these profit-making 


tools. 


410 TRUMBULL STREET, ELIZABETH 1, N. J. 


Also manufacturers of Swiss-Pattern files, milled curved tooth files, 
rotary files, and mechanics’ hand tools. 


AMERICAN SWISS FILE & TOOL CO. 
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Today's Finest 


Couplings and Menders : , WHITNEY 


For Either Rubber PUNCHES 


Or Plastic Hose 





up to l 
notch. returns on 
tool. Immediate attention to orders. 


NO. 92 
BENCH PUNCH 





Lever Type. 





% 


seat Se |W. A. Whitney Mfg. Co. 
tn ute | strain | [Ce MPG. CO., BRIDGEPORT, CONN., U.S.A. 636 Race St. Rockford, Ill. 
Sn hose, there- 
by greatly in- 
creasing serv- | 
ice life. 


| y ’ vg ” 9 
The Sherman “Long-Grip” coupling M 0 \ 4 N G af 


has four corrugations on the tail, ’ . 

compared with one or two on other Don’t make the mailman chase you 

types, providing more than twice 

the gripping surface. 

Sherman “Long-Grips” have exclu- 

sive staggered fingers and right 

anglefinger ends, which provide the 

greatest possible gripping wer, 

with the least possibility of damage 

to the hose body. ; 

Sherman “Long-Grips” have no hub Send us your new address at least three weeks before you move 
pet ge | goes clear a —and you'll continue to get your copies of INDUSTRIAL 
extra ion ail, tor a true ong = - . " . . . 

grip”. 4 m4 DISTRIBUTION without a hitch. Just fill in the change of 
Actual pull tests (in which the hose address form below and mail to: 

itself pulled apart before the cou- ; : be ee i 

pling let loose) prove that no other Director of Circulation, Industrial Distribution 


couplings on the market make a 330 W. 42nd St., New York 18, N. Y. 
stronger or more permanent con- ; P 


nection. 

Because Sherman “Long-Grip” Cou- 
plings and Menders are today’s finest 
for either rubber or plastic hose, 
they continue to be the hardware 
man’s most popular and profitable 
sellers. 


H. B. SHERMAN MFG. CO. 


Battle Creek, Mich. 


Shonen New Company Name 


” sas P New Position 
long-grip” Couplings : : 
and Menders | Don’t forget to notify your postmaster, too 
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MACHINERY is on effective display 
at Farquhar Machinery Co., Jackson- 
ville, Fla. Here Vice-President A. B. 
Harden shows W. L. Wahl, Jr., some 
new points of customer interest in a 
sales bulletin 





Cost-Cutting Devices 
Shown By Y. & T. In N. Y. 


The Yale Materials Handling Clinic 
of The Yale & Towne Mfg. Co. re 
cently held a two-day showing of new 
mechanized materials handling de- 
vices, including various of its electric 
hoists, in its New York quarters. 

he event was engineered by Joseph 
J. Murray, New York district manager, 
and pointed up the costs involved in 
handling materials by old and obsolete 
methods as against the real savings to 
be won by equipping a plant for its 
operations with the work and worker- 
saving devices manufactured by Yale 
& Towne. 


Power To Head Board 
At Lyon Metal Products 


At the regular meeting of the 
board of directors of Lyon Metal 
Products, Inc., recently, Earl D. 
Power was elected chairman of the 
board to succeed B. L. Waters, and 
H. B. Spackman was elected president 
to replace Mr. Power. 

In his new capacity as board chair- 
man, Mr. Power will continue to be 
the active chief executive officer of 
the company and chairman of the 
executive committee. He also will ex- 
ercise direct functional control over 
several phases of company operation. 

In his new position as the president, 
Mr. Spackman will be vice-chairman 
of the executive committee. He will 
directly supervise the sales, produc- 
tion, development and engineering di- 
visions of the company and be re- 
sponsible for the proper co-ordination 
of the functions and operations of all 
departments. 


stopping 
ONE HEADACHE... 


Once you have chosen 
Cash-Acme valves as 
component parts of your 
factory equipment, you 
can stop worrying about 
valve failures or sudden 
disaster. 


We invite you to in- 
vestigate Cash-Acme di- 
rect acting single seated 
Pressure reducing valves 
for steam .. . water... 


oir... or gas lines, 


Type B valve. For full 
information, request 
catalog 144. 


Automatic Valves 
A. W. CASH VALVE MANUFACTURING CORP. 








6615 EAST WABASH AVENUE 





FOR 


Originality 


LOOK TO 





REAL Profits for You 
In This Popular “99” Kit! 


Actually 12 QUICK-CHANGE TOOLS in attrac- 
tive, durable roll plastic = 9 chrome-plated ~ 
drivers, 16” 2 ewdriver sizes an 
reamer that fit the BIG, comfortable XCEL ITE 
“Combination - Detachable’ handle! 
NOW-—they're selling ry AST at the 
modest list price of 


PARK METALWARE CO., INC. 
Dept. F Orchard Park, N. Y. 


Quality fuk 


PREFERRED BY EXPERTS 
First to use plastic for screwdriver handles 


ORDER 
$9.95 
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DECATUR, ILLINOIS, U. S. A. 


IN ALL METALS 


BOLTS ;- 
NUTS i 


“SCREWS © 


~ THREADED & 
2 proDUCTS 


STAINLESS STEEL ‘anf 
NAVAL BRONZE STEEL - BRASS 
ALUMINUM - MONEL - EVERDUR 

NICKEL ALLOY STEEL 


h 


KEYSTONE 
BOLT & NUT CORP 


135 CHURCH ST., N. Y. 7, N. Y. 
WOrth 4-4600 








READY TO RUN -IMMEDIATE DELIVERY! 


MOTOR DRIVEN 


PRESSURE 
BLOWERS 


THREE SIZES 
Ye, a, 1 HP. 


MADE OF LIGHTWEIGHT CAST ALUMINUM ALLOY 


CENTRIFUGAL TYPE designed to deliver an even, non- pulsating flow of air for blowing 

or exhausting. Universal as to rotation and discharge. Di of discharge may be 

changed to any of eight 45 degree positi @ Housing, base, support, and impeller 
are constructed of cast aluminum alloy to reduce weight and 
increase strength. Straight wall construction reduces windage 
and increases efficiency. 








@ Powered by standard 3450 r.p.m. direct-connected 60-cycle ball 
bearing motor in choice of open or totally enclosed types. Three 
sizes, 44, ’2 and 1 H.P. with capacities from 100 to 800 cu. ft. per 
min. at static pressures from 42” to 6”. 


DISTRIBUTOR TERRITORIES OPEN. WRITE FOR FULL DETAILS 


oot eee Sutton Nanufaciti Ath, Y Le Cb 
112 W. WILSON AVENUE NORFOLK, VIRGINA 











CAR 
MOVERS 


ADAPTABLE 
to all Rail Yard Conditions 


BADGER Car Movers are easy to handle and 
require only a minimum of attention to keep 
them in first class condition. They can shift 
and move cars from loading and unloading 
platforms in a minimum of time making them 
available for more loads. Selling BADGER 
Car Movers is always profitable because each 
type fills a particular need ... POWER KING 

. NEVERSLIP .. . SLIPPROOF . . . and the 
ADVANCE Safety Car Wrench. We urge 
users to buy thru their distributor and our 
broad advertising campaigns give you sub- 
stantial aid. 


POWER KING 


ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 
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T. W. Marx 


Marx Will Represent 
Republic Rubber Div. 


I’. W. (Ted) Marx has joined Re- 
public Rubber Division, Lee Rubber 
& Tire Corp., as sales representative 
in the Pacific northwest. He will make 
his headquarters in Portland and cover 
Oregon, Washington, northern Idaho 
and a portion of Montana. 

Mr. Marx has had extensive experi- 
ence in industrial work in the Port- 
land area. Formerly he was associated 
with the Aluminum Builders Supply, 
Springfield, Oregon. 


Sales Meetings 
Planned By Hajoca Corp. 


In line with its policy of continu- 
ously searching for new methods to 
better its service to customers, the 
Hajoca Corp. recently held a general 
meeting of branch house personnel 
and home office executives in Phila- 
delphia, and followed this with eight 
one-day regional sales meetings, the 
last of which was held in Jacksonville, 
Fla. 

President W. A. Brecht guided the 
general meeting, attended by more 
than 240, and each session was of 
the forum-type, with every member 
of the organization contributing his 
thoughts on the phases of company 
operations. 

The regional meetings were under 
the direction of C. C. Lowry, vice 
president, general sales 


Stewart-Warner Corp. 
Promotes D. C. Peterson 


David C. Peterson has been named 
director of engineering and manufac- 
turing of division one of Stewart- 
Warner Corp. 

Mr. Peterson’s previous associations 
include the Continental Can Co, and 
the Buda Co. of Harvey, Ill 





EXAMINING one of a type of file 
brushes which his company manufac 
tures in addition to its distributor op- 
erations is H. C. Kuhlman, president of 
the ‘Tragle Manufacturing Co., Read 
ing, Pa 





Dor-O-Matic Co. Merges 
With Logan Engineering 


[he Logan Engineering Co., Chi 
cago, has announced tke completion 
of details involved in merging the 
Dor-O-Matic Co. into the Logan o1 
ganization. While full terms of the 
merger have not been made public, it 
is announced that manufacture of the 
Dor-O-Matic door control has been 
transferred from the Dor-O-Matic fac 
tory to the recently enlarged Logan 
Engineering plant in Chicago. 

4 Dor-O-Matic division has been 
set up within the Logan organization 
to handle production and distribution 
of the line of door checks on a nation 
wide basis. The new division is operat 
ing under the direction of the Logan 
staff. Logan Engineering will continue 
the manufacture of the Logan lathes 
t the same plant. 


Albany Hardware & Iron Co. 
Honors Henry J. Funk 


Henry J. Funk, vice-president of 
Albany Hardware & Iron Co., Albany, 
N. Y., was honored recently by off 
cers and employes for his 50 years of 
service with the firm 

Mr. Funk was given a scroll signed 
by all the officers and was told that a 
television set had been delivered to 
his home. The set is inscribed with 
his name and the number of years of 
service with the organization 

Starting as an errand boy in 1900, 
he became a salesman, assistant buyer, 
general buyer and vice-president. 


Check today on your pump- 
Vik- 


ing offers the most complete 


ing equipment needs. 


line in the rotary pump field. 
The range of sizes and styles 


are the largest available. 
Each is built to handle the 
job. 


KING 
en ere. 


specific Outstanding 








QUIET V-BELT MOTOR DRIVEN UNIT 


features include fast self prim- 


ing.. 
. low power 


. smooth, even discharge 
requirements 
. compact and rugged con- 


struction. 


Send today for 
free bulletin 50SMM. 


A Viking 


Pump Company 
Cedar 


Tony ze 





FOR HEAVY CONVEYOR 
AND ELEVATOR BELTS OF 
ANY WIDTH 


FLEXCO Fasteners make a tight, 
durability ... 


BELT FASTENERS 
ano RIP PLATES 


butt joint of great strength and 


distribute the strain uniformly. Operate smoothly over 


flat, crowned or take-up pulleys. Made of steel, Monel, Everdur and 


Promal. 


FLEXCO Rip Plates are for repairing and patching damaged belts. 
Ask for Bulletin F-100 


FLEXIBLE STEEL LACING COMPANY © 4633 Lexington St., Chicago 44, Illinois 











Strong, Smooth, Readily Troughing 
Order From Your Supply House 
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YouPROFIT 


when you sell 
MILFORD 
BLADES 
THROUGH 
MILFORD’S") 
Tan 


A policy 

best expressed 
by the continual 
and: active 
interest in the 
welfare of 
Industrial 


Distributors 


a policy as care- 


fully guarded 
as uniform 
as the high 
quality of 
MILFORD 


blades. 


THE HENRY G. THOMPSON & SON CO. 
Sow Specialists Exclusively For Over 70 Years 
NEW HAVEN 5, CONNECTICUT, U.S.A. 


Protile and 








PUNCH PRESS FEATURES are ex- 
plained to J. B. Cox, sales manager, 


and Mack Marshall, vice-president, 
both of Marshall Tool & Supply Corp., 
by Gerald Florence, head of Bench- 
master Mfg. Co. 





U. S. Rubber Co. Div. 
Advances Kieswetter 


Harbert G. Kieswetter has been ap- 
pointed assistant general manager of 
the mechanical goods division, U. S. 
Rubber Co., New York City. Mr. 
Kieswetter, formerly, was vice-presi- 
dent and assistant general manager of 
U. S. Rubber Export Co., Ltd. 

He joined the export company in 
1925 as a salesman. 
appointed assistant general manager, 


and in 1945 was named vice-president | 


and assistant general manager of the 
export company. 


Ingersoll Steel Div. 
Advances R. A. Anderson 


Robert A. Anderson has been 
named vice-president and works man- 
ager of the Ingersoll Steel Division of 


| Borg-Warner Corp. at the Kalamazoo, 


Mich., plant. 


Mr. Anderson has been associated 


with the Ingersoll Steel Division for | 


18 years when, late in 1948, he left 
to operate as a sales representative for 
the Ingram- Richardson Mfg. Co. of 
Beaver Falls, Pa. 


Mercer Rubber Co. 
Represents Hose Accessorie: 


Mercer Rubber Co., 1601 Maury 
St., Houston, Texas, has been ap 


| pointed manufacturer's representative 


| Philadelphia, 


for Texas, Oklahoma, Arkansas and 
Louisiana by Hose Accessories Co., 
manufacturers of high 
and low pressure hose couplings. 

The firm is well-known in South- 
west industrial supply circles and 
headed by W. H. Sayen III. The 
Houston office is managed by H. A. 
Vitriol. 
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In 1942 he was | 





HOISTING NEEDS 


from 


i to 20 TONS 


Timken 
Equipped 














_.. are met... with 
PHILADELPHIA 
CHAIN Hoists 


Distributors are meeting the industrial 
hoisting requirements of their custom- 
ers effectively, satisfactorily and prof- 
itably with Philadelphia Chain Hoists 

. the sturdy, modern, safe and 
economical line which includes Spur 
Gear Hoists, Screw Gear Hoists and 
Differential Hoists. 


Here is a source of supply that can 
be depended on. Design features are 
easily demonstrated sales points such 
as: hollow load sheave shaft of 
bronze-bushed malleable iron; solid 
one-piece driving pinion shaft, heat 
treated and ground; fully enclosed 
bearings, etc. . all contributing to 
low cost, long-lived service. 


Let Philadelphia Widen Your 
Market. Increase Sales and 
Profits. 


Send for 18-page fully illustrated 
catalog 4-A covering the complete 
‘Philadelphia’ line. 


PHILADELPHIA 


CHAIN BLOCK & MFG. CO. 
Mascher & Norris Sts. 
PHILADELPHIA 22, PA. 











John F. Ansink 


New Round Associate Co. 
Formed In Chicago 


Formation of a new Round Asso- 
ciate Chain Co., with headquarters in 
Chicago, was announced recently by 
James W. Dickey, vice-president and 
treasurer, The Cleveland Chain & 
Mfg. Co. The new concern will be 
known as The Round Chain & Mfg. 
Co., and John F. Ansink, former dis- 
trict manager of The Cleveland Chain 
& Mfg. Co. will be general manager. 
He has been affiliated with the Round 
Chain organization for the past 14 
years. 

Company president will be Ray- 
mond L. Round, who holds a similar 
position in all of the Round associ- 
ate companies. David J. Gemmell, 
vice-president and director of sales 
of The Cleveland Chain & Mfg. Co. 
will serve as chairman of the com- 
pany’s executive committee. 


Fafnir Bearing Co. 
Acquires Phila. Building 


The Fafnir Bearing Co. of New 
Britain, Conn., has acquired a build- 
ing at 4006 York Road in Philadel- 
phia, in a planned expansion of its 
warchouse facilities in that area. 

The structure now houses Fafnir’s 
branch office and warehouse stock, 
providing several times the area avail- 
able in the company’s former location 
on Fairmount Ave. 

Thomas A. Savage and Charles 
Haefner are Philadelphia manager and 
assistant respectively. 


Monsler New Sales Manager 
At P&H Division 


Melvin O. Monsler has been ap- 
pointed sales manager of the P&H 
Welding Division. 

He is widely known in welding cir- 
cles and has been associated with 
P&H for 12 years, serving as assistant 
sales manager of the division and 
product service engineer. 





Wood's Modern Equipment for the Mechanical Transmis- 
sion of Power is, today, one of the most complete lines 
offered by any manufacturer. If embraces not only the 
standard line of Shafting, Couplings, Collars, Pulleys, 
V-Belts, V-Belt and Rope Sheaves, Hangers, Pillow Blocks 
and Friction Clutches, but a wide range of special items 
built to order for specific applications. Write for full 
information. 


Power Transmission Equipment Engineers 


and Manufacturers since 1857. 


T. B. WOOD’S SONS COMPANY, 
CHAMBERSBURG, PA. 
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Met Al 


RO GRINDERS 


IN PRECISION 









WEIGHS 
ONLY 14 LBS 
na Lamon ines tatigwe! 


saves TE. greeter 
atone 


CUTS GaRNOING COSTS 














tae ...is a phrase that results in action 


when it appears in FACTORY, because — 

FAcTorY’s readers are the men in industry responsible for 
providing and maintaining equipment and services essential 
to manufacture. 


FACTORY’s 52,167 paid subscribers include more men in 
industry’s vitally important buying group — Plant Operating 
Management —than any other monthly industrial magazine. 
That’s why Mr. E. L. Jackson, Sales Manager for The Aro 
Equipment Corporation says: “It is only logical that our 
plans call for the continuance of our program in FACTORY 
MANAGEMENT AND MAINTENANCE.” 


If you want to find out how to get more action —the kind 
that leads to more sales—send for your complimentary copy 
of FACTORY. 





MAKING CONTACTS... 


252 INDUSTRIAL DISTRIBUTION © MARCH, 1950 














¢ iS Be? & 
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AiR TOOLS 


Sales Manager, Industrial Division 
The Aro Equipment Corporation 









E. L. Jackson 








a ee ee 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES BRYAN, OHIO 


September 2, 1949 


vr. A. M. Staehle, Publisher 
Pactory Management * Vaintenance 
350 “est 42nd Street 

New York 18, New York 


Dear Mr. Steehle: 


Seying “the right thing to the right people at the 
right time” is « constent eim in our edvertising. 


We have felt for many yeers that the plant oper- 
ating men reached by "Pactory” sre the rifht people 
to tell the story of ARO pneumatic tools shd indus- 
triel lubriceting equipment. 


Tt ts only logical thet our plens call for the 
continuence of our progrem in Pactory "anagement 
and Maintenance. 


Cordially yours, 


ATION 






Sel 
Industrial 


- Jackson/n 





PRtuMAtic tools 


LUBRICATING EQUIPMENT 








ALTETART FEOOUCTS 








AROUSING 


member, audit bureau of circulations @ member, associated business publications 


INTEREST...CREATING PREFERENCE... 


A McGRAW-HILL PUBLICATION 
330 WEST 42nd STREET, NEW YORK 18, N.Y. 
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“’.-plant operatin 
men 
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HERE’S WHY IT PAYS YOU 


TO READ THE ADVERTISING 


IN YOUR MAGAZINE... 





The advertising in INDUSTRIAL DISTRIBUTION is a rich source of valuable 
information. In this magazine you will find new lines and selling ideas that will 
apply advantageously to your business. 


Every issue is a catalog of products, services, and ideas — quickly available 
to you — just for the reading. 


Leaders in the supply business and their salesmen turn to the advertising 
because they’ve discovered it helps make their businesses more profitable. 


When you read all the ads in this magazine, the chances are good that you'll 
get leads that will materially help you do a better job. For example, you may find 
how a specific piece of equipment will answer the problem that one of your cus- 
tomers has been worrying about. Or a tool that’s made to order for many plants 
you call on. That’s why it pays to read the advertising. It’s good business. 


And remember, the manufacturers who advertise regularly in this magazine — 
which is the only magazine published to you and for you — believe in the indus- 





trial distributor. They advertise to help you sell. They are your co-partners in the 
job of serving industry efficiently and economically. 


Industrial Distribution 


A McGraw-Hill Publication 
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It Pays to Sell 
HACKSAWS, BAND SAWS and BAND KNIVES 


ose ite ~~ * name 


Braces or bands bearing the 
Starrett name must uphold the 
Starrett reputation. You can 
give your customers extra 
assurance of top performance, 
uniformity and maximum 
cutting economy when you 
recommend and sell 
hacksaws, band saws 

and band knives 

precision made by the 

““W orld’s Greatest 


Toolmakers”’. 





Make STARRETT 
Your Headquarters 
For All 
Precision Cutting 





Make Sure Your Customers Have Them 


NEW Starrett Hacksaw and NEW Starrett FAST-KUT 
Band Saw Catulog helps you Band Knife Folder describes 
choose the right hacksaw or the complete line of band knives 
band saw for any cutting job. for high speed, low cost, pre- 


Starrett now meets all requirements for Hacksaws, Band 
Saws and Band Knives. Precision made by the World's 
Greatest Toolmakers in a new, modern building with latest 
facilities, advanced techniques and highest quality standards. 
cision cutting of soft or fibrous Finest steel, scientific heat treatment plus precision manu- 
materials. facturing combine to make STARRETT your best buy. 


tarre 





Mechanics’ Hand Measuring Tools and Precision Instruments 
Dial Indicators + Steel Tapes + Precision Ground Flat Steck 
Nackeawe, Band Saws and Band Knives 


f STOCK AND SELL THE COMPLETE LINE 


THE L. S. STARRETT CO. . World’s Greatest Toolmakers . ATHOL, MASSACHUSETTS - U.S.A. 





+t 


pany high quality of American Chain 
sd in a complete line of fittings... 


w 


Round, oval and pear-shaped links — 

sling, grab and foundry hooks—chain 
and anchor shackles—all in a complete 
range of sizes and types, are part of the 
AMERICAN CHAIN line of high quality 
chain products. 

Thus, American Chain is a responsible 
source for chain assemblies of practi- 
cally any type—whether assembled at 
our factory or on the job. 

Look to American Chain—“The Na- 

tion’s Chainmaker’’—for all types of elec- 

tric welded and forge welded chain; weld- 

less chain made of formed wire or stampings; 

fittings, attachments and assemblies; repair 
links; cotter pins. 


WILLIAM C. PAUL 
Manager, 

Braddock, Pa., plant. 

An American Chain man 
since 1917. 
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MBS. AMERICAN CHAIN DIVISION 
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einen AMERICAN CHAIN & CABLE 
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In Business for Your Safety 





